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APPLETON “YS” SERIES 
REELITES HAVE 
SUPERIOR FEATURES 
e@ Feeds and Retrieves power cord 


in any direction (335° swivel) to 
double track coverage. 
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e@ Enclosed copper graphite and 
collector rings eliminate dangers 
of exposed collectors, trolleys, etc. 


 TARATY 


@ Neoprene covered cables seal out 
moisture, oil, chemical fumes 


@ Easy to maintain. Power spring, 
brushes, etc., removed through 
outer cover. Solderless cord con- 
flections, and oilless bearings. 


@ A heavy duty hoist reel . . . Rat- 
ing: 10 or 15 amp., 550 v., AC: 
250 v., DC: 2, 3, or 4 cond.—16 
and 14 gauge wire. 
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POLYETHYLENE 


INSULATED POWER CABLES 


Now SIMPLEX technology brings polyethylene’s 
outstanding characteristics to higher voltage 
applications. 
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Proved in Performance 

Economical 

Low Weight 

At least seven-fold improvement 

life of polyethylene 

Specific Inductive Capacity Less than 
Power Factor Less than .001 

High Impulse Strength 

For Wet, Dry, Overhead and Underground 
Installations 


Send for complete details 


POLYETHYLENE CABLES BY Simplex 
WIRE & CABLE CO. 


EXECUTIVE OFFICES: Cambridge, Massachusetts + PLANTS at Cambridge, Massachusetts and Portsmouth, New Hampshire 
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October, 1961 


moO 
TO OUR DISTRIBUTORS 


Before we introduced our distributors’ salesmen training 
program, "200 on Alfred," the middle of last year, we gave 
it enough "dry runs" to convince us that it would be well 
received. But none of us realized just what 4 powerful guy 
we had in "Alfred" oF the degree of enthusiasm with which 
he would be put to work by our distributors all ov 

country -- and beyond. 


Using a bit of hindsight, it isn't too aifficult to figure 
out why this "200 on Alfred" program has been, and continues 
to be, 8° successful. Basically, it's because it drives 
home the important fundamentals of salesmanship which young 
salesmen need and veteran salesmen need to review, regard- 
1ess of what, where, when or who they're selling: Most 
important, "Alfred" has @ way of making his points 
painlessly and permanently: 
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Dozens of our distributors have scheduled walfred" for 
return engagements. 1d like to set up dates for 
future showings of this six-chap sound-film series, 
your Square D Field Engineer will be glad to work out the 
details with you. 

sincerely, 


w. J- Moriarty 
Manager, Distributor Relations 
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Credits and Collections 


SMELL of burning leaves, weather for 
woolens, slapping of footballs in eager 
hands, draining of car radiators—an- 
other season, another reason for read- 
ing EW. 

No matter what the time of year, 
we editors are gathering, analyzing, in- 
terpreting, writing and presenting as 
profitable and timely an_ idea-filled 
package as possible in each issue. 

This one is no exception, and here 
are a few highlights: 

e “Gift Giving: Is the Problem 
Vanishing?”—A round-the-nation sam- 
pling of distributor ideas on a knotty 
item. See page 49. 

e “Lighting Salesman Extraordin- 
aire”—Profile on a lighting specialist 
who never turns off creativity (page 
S56). 

e “Move With Potential-Plus”- 
Expanding with an eye to expansion 
(page 71). 


KING-SIZE reward for the happy winner 
of the first prize NAED Eastern Region 
Golf Tournament trophy at the recent 
Saranac meeting is poured by Executive 
Director Arthur W. Hooper for Herbert 
O. McCalley (1.), treasurer, Tristate 
Electrical Supply Co., Baltimore, Md. 
Herb won the cup on a low net under the 
Peoria Handicap system. P.S.: It’s only 
ginger ale—we think (?). For a detailed 
report of the conclave, see page 103. 
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BENEFITS 


MAXIMUM PULLOUT. Extensive lab testing has proved 
conclusively that Gedney Liquid-Tight Fittings equal or ex- 
ceed the breaking point of liquid-tight conduit...connections 
start tight and stay tight through extra years of service life. 


RE-USABILITY. Gedney Liquid-Tight Fittings can be used 
again and again without destroying the brass grounding ferrule 
...the liquid-tight conduit is never damaged or made unserv- 
iceable in any way. 

POSITIVE SEAL. Even the highest viscosity lubricants, oils 
or other liquids cannot penetrate the never-hardening vinyl 
sealing ring. The seal also effectively bars chemicals, fumes, 
dust and other foreign matter...Gedney Liquid-Tight Fittings 
perform better, longer, more reliably. 


WIDE RANGE OF SIZES. Straigh 
4 in. through 4 S° tl th 2 
liquid-tight from 12 in. to | i 


INSULATED THROAT. Available in sizes /% in. through 2 in. 


INDESTRUCTIBLE MALLEABLE IRON. Heavily plated 
...the toughest metal known for fittings. Offers highest thread 
chance on quality, spec- 


strength. Resists sharp — — -—-- 
blows and vibration. GEDNEY . 

ify GEDNEY Liquid- wu 

Tight Fittings. They're | GEDNEY ELECTRIC COMPANY, INC. 
the finest you can buy. | 1270 Sixth Ave., Radio City, N.Y. 20 


For descriptive litera-| Four 
ture, write or call: 
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LETTERS TO THE EDITORS 





In Accord with NAED 


Dear Sirs: 

The NAED is big enough and old 
enough to get along very well with- 
out my defense of the report in July 
ELECTRICAL WHOLESALING (p.70). 
However, there must be many who 
disagree with the report, or it would 
not have been necessary to publish 
it, so I thought you might have some 
interest in the opinions of a manufac- 
turers’ agent who is completely in ac- 
cord with the report. 

The continual increase in the prac- 
tice of manufacturers’ and 
salesmen quoting prices to and negoti- 
ating orders with the distributors’ 
customers is an assumption of the 
right to establish the distributor’s prof- 
it rate. The distributors do not have 
the privilege of establi hing the prof- 
it rates of their customers, and I am 
quite certain the offending manufac- 
turers would not permit their selling 
prices to be under the control of their 
suppliers. So, by what twisted concept 
of authority does a manufacturer pre- 
sume to establish the distributors’ prof- 
it rate at other than published sug- 
gested resale prices? 

I have always believed the dis- 
tributor/ manufacturer relationship 
should be that of partners rather than 
of customer and supplier. However, 
I have yet to hear of any partnership 
arrangement that permits one part- 
ner to take money from the other 
partner’s pocket, and this is exactly 
what is done when the manufacturer 
arbitrarily makes a quotation or negoti- 
ates an order at a profit rate he 
thinks is “all the distributor is entitled 
to.” If the relationship is to be that 
of customer/supplier, taking money 
from a customer’s pocket has several 
definitions — the kindest is short- 
changing. 

A frequent excuse is that the manu- 
facturers’ men have to follow the jobs 
due to the fact the distributors’ men 
do not function as they should. This 
may be so in some cases, but maybe 
there is a sound reason for these 
cases. Let us assume a $10,000 order 
is involved, the distributor’s profit 
rate is 5%, and the salesman’s com- 
mission is 20% of the gross profit. 
I wonder how many would 
spend much time on an order at 1% 
commission? It would take one mil- 
lion dollars worth of such orders to 
provide the distributor’s salesman with 
$10,000—he would be better off work- 
ing with the tools; he would have 
fewer headaches would the 
distributor. 

I do not believe the manufacturers’ 
men should avoid an opportunity to 


agents 


agents 


and so 


negotiate an order ( I have often done 
so), but the profit rate must be the 
same as that at which the distributor 
quoted or on which we had mutually 
agreed. Negotiating an order at a prof- 
it rate unknown to the distributor is 
inexcusable, and the distributor has 
every right to refuse the order, which 
he should do more often if he really 
believes in the NAED report. 

However, I fail to see much evi- 
dence that the distributors do believe 
in this report. They continue to do 
business with those who are respon- 
sible for the condition and for de- 
clining profits; thus encourage the 
destruction of their own avowed poli- 
cies. I fully realize the distributors 
would be required to pass up orders 
in refusing to do business with the 
chiselers, but we, who operate in the 
approved manner, frequently pass up 
orders in supporting the policies of 
proper distribution procedures, for 
which, it appears, we may have more 
regard than do some distributors 

There are those who say _ the 
NAED report is out-moded and that 
times have changed. Doing business 
honestly is never out-moded and 
times have not changed. It is the con- 
cept of ethics and integrity that has 
changed, and this change is not to the 
ultimate advantage of the customer, 
the distributor or the manufacturer 
for the obvious reason that the sub- 
ordination of moral principles for the 
sake of facilitating a purpose invari- 
ably leads to trouble for all con- 
cerned. If you question this last re- 
mark, I refer you to the present 
world problems which were created 
by those who believe in expediency. 

Some manufacturers’ men believe 
the answer te the activities of the of- 
fending manufacturers is, “If you can’t 
beat them, join them.” That would 
be about as effective as engaging in 
a vaporizing contest with a skunk. 
The only answer is closer coopera- 
tion between the distributors and the 
ethical manufacturers. This may not 
be as easy as it sounds, but it can be 
done, and I hope my faith in Andrew 
Jackson’s “One man with courage is 
a majority” doesn’t land me in the 
poor house before this cooperation is 
achieved. 

Maintain your policies, Mr. Hooper 
There are many of us who are equally 
opposed to the chicanery of those 
who bring orders to the distributors 
with a big, fat 3% or at most 5% 
profit. 


PAUL E,. BOWERS 
MANUFACTURERS’ AGENT 
BUFFALO, N. Y. 


Seconding the Motion 
Dear Sirs: 

In my opinion, Mr. George M 
Coon is right that cash discounts 
in the electrical wholesaling industry 
should be abolished (EW—Aug. ’61, 
p.6). There are additional reasons 
why this should be so: 

1. The difference between the dis- 
counts we receive and the 
we pay runs into real money. 
in addition to the overhead 
involved. 

2. Too many 


discounts 
This is 


expense 


wholesalers the 
cash discount as a competitive weap- 
on by deducting it from the selling 
price. They do this on the theory 
that the customer will not discount 
anyway. 

3. Some wholesalers charge inter- 
est on past-due accounts on the theory 
that they make up the cash discount 
they gave away with a lower price 

4. Some wholesalers offer cash dis- 
counts to be taken after the accounts 
are past due. 

5. Some wholesalers offer cash dis 
counts for the life of the even 
though payment is not received 90 
to 120 days after the discount period 
has expired 

6. Some _ wholesalers cherry-pick 
large customers for cash discounts 
after they are past due. This is a bad 
competitive practice and considered 
as discrimination under the Robinson- 
Patman Amendment to the Clayton 
Act. 

7. Many so-called marginal custom- 
ers ignore the cash discount as an 
additional profit for the privilege of 
long dating. 

8. Inasmuch the purpose of the 
cash discount as an incentive to prompt 
payment of bills is no longer con 
sidered as a factor and as an aid to 
self financing to the creditor, its use- 
fulness is gone. 

9. We prefer the cash discount as 
it was before so-called smart business- 
men began to abuse the privilege de- 
spite the costs it involved. Now its 
elimination would be welcome 

SAMUEL KAPLAN 
TUCSON ELECTRIC SUPPLY CO 
TUCSON, ARIZ. 


use 
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The “Wrong” Costs 


Dear Sirs: 
I am concerned with the ever- 
increasing group of wholesalers who 


are unable to pay their bills or lost 
money in 1960 and so far in 1961, 
and who seem to have lost sight of 
the belief that one can only make 
money merchandising if there is a 
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difference between cost and the sales 
price. 

Prices to the 
less set by the wholesalers 

I am worried about the wholesaler 
who is paying 5 to 25% more for 
his stock than is paid by his competi 
tors. This wholesaler with “wrong’ 
costs is the boy who urges his sales- 
men to find the elusive dealer willing 
to pay more than the market. This is 
the wholesaler who by selling a dealer 
at high prices prevents the dealer 
from competing, or perhaps runs the 
dealer out of business with high costs 
It is much of the time true that such 
a wholesaler rants about his competi- 
tors who are selling at prices so low 
they cannot stay 

It is much of the time this type of 
wholesaler who has kidded himselt 
into believing that a particular line 
his house is stocking is the only line 
on the market with merit. Similar 
lines handled by competition are junk 
and can be sold only on price 

It is this wholesaler whose 
men very often earn only “coffee and 
cake” money. The literally poor sales 


urged to 


dealer are more or 


in business 


sales 


are being constantly 
the price-conscious 


smart [ 


men 
pass up 
and concentrate on the 
dealers who recognize quality 

It’s this wholesaler who sells “Serv 
ice.” The salesman working for this 
type of wholesaler is the one willing 
to take the order—at the wrong price 

then run back to the jobbing house 
to fill the order for 10 feet of thin 
wall. Neither the owner of the job 
bing house nor the 
to realize that the function of 
man should be selling 

When it is pointed out to such a 
wholesaler that he is paying 5 to 25 
more for his merchandise, he refuses 
to believe that to be true. That would 
of course, reflect adversely on the in 
telligence of this jobber. Strangely 
enough, these jobbers who are in fi 
nancial trouble all seem to be paving 
high prices for their merchandise 
This does not mean they are 
ble only because they buy wrong, of 


dealers 


? 


salesmen seem 


a sales- 


in trou- 


course 

Quite often, a jobber who is told 
his costs are wrong approaches his 
source of supply and for a moment 
or two gets the competitive price. A 
short time later, the price structure 
changes, so the jobber is again out of 
step because no one tells him what 
has happened 

It is typical of this type of jobber 
to sometimes buy at the market price 
to get an invoice, which is then shown 
to his regular source of supply. That 
gets him the market price on his next 
order only 

This jobber has lost sight of the 


Continued on page 110 
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DISTRIBUTOR SALESMAN 
Y 


meets 


TIME SWITCHES af 


This scene is repeated every day throughout the nation. Contractor asks 
for a time switch that does the tough jobs best—a switch that can be depended 

I; The 
and a sale is made 


} 


pecause 


on to work faithfully and precisely without time-consuming call backs. 
Counterman shows Intermatic with a brief explanation... 


\ 


on the spot! Countermen take it for granted ... Intermatics always sell 


Intermatics are designed for easy operation with built-in reliability that makes 
t n | 
them doubt 


that’s why they’re the sellingest. If you're in 


. sell Intermatic! 


easy to € xplain 


which switch to pitch a's 


THESE ARE THE REASONS “WHY" INTERMATIC IS THE BEST BUY! 
inches of wiring 


job performance 


Snap-out mechanism for faster, easier mounting . . . 31 cubic 
space to work in without getting finger cramp... Top on the 
with a heavy duty motor and 40 Amp rating (4375 watts tungsten rated 
Hi-Power switching mechanism and U-Beam Switch Blades assure long life 
E-Z See Dial for faster, more accurate settings. Intermatic 
gives more switch for every dollar . . . more performance for every job. 


OVER 100 MODELS TO CHOOSE FROM 

© 125-250 Volts ® 10 seconds to 23 hour timings © 1 
to 96 operations per day © Up to 55 Amps ® One or 
two circuits @ Standard or ''Skipper’’ models 
Po ee oe oe oe oe ee ee ee ee ee eee 
| INTERNATIONAL REGISTER COMPANY 
2624 W. Washington Bivd., Chicago 12, Illinois 
Gentlemen 
plete Intermatic Time Switch 


It figures: 


Please send me your catalog on the con 
ne. Bulletin 
NAME__ 


COMPANY 
UL and CSA APPROVED 





ADDRESS 


For FREE illustrated color catalog city 
MAIL THIS COUPON TODAY! 








TIMES and TRENDS 





Scrooge Had a Word for It 


Though the season to be jolly is drawing near, 
distributors are not in any hurry to deck their cus- 
tomers with choice Christmas presents. The trend 
seems to be sharply away from giving expensive gifts 
—in fact, any kind of gifts. This is a finding of a 
recent sampling of opinion across the country by 
ELECTRICAL WHOLESALING (page 49). 

One New England distributor expressed his disen- 
chantment with playing Santa Claus to buyers as 
follows: “After years of study, we are convinced that 
Christmas gifts are a wasteful gesture, decidedly mis- 
understood, cause a lot of hard feelings for those not 
included, and in some cases it (the practice) develops 
into an open bidding for a supplier’s preference. . . . 


We make our Christmas gifts in the form of good 
service 365 days of the year.” 

We concur with these sentiments. The thousands 
upon thousands of dollars that distributors spend on 
Christmas gifts for customers are better invested in 
improving service to same. Few customers are 
genuinely appreciative of such presents. Many sec 
this largesse for what it is—a strictly commercial 
gesture. At the risk of sounding cynical or unchari- 
table, we think Ebenezer Scrooge had the right word 
for this kind of gift-giving: humbug. 

Why not stop the practice? Or as a worthwhile 
alternative, why not consider the Kirby Risk approach 
to gift-giving (page 54)? 


You Should Have Been There 


Devising an atiractive program for a round of re- 
gional conventions is a major task. But the planners 
at the National Association of Electrical Distributors 
have succeeded notably. In the last three years, we 
have seen the program evolve from a cut-down ver- 
sion of the national meeting to “do-it-yourself” in- 
formation exchanges to “workshops” presided over 
by experts in financial management, inventory con- 
trol, communications and the law. This last form— 
as exemplified by the recent Eastern Region meeting 
at Saranac Lake (page ]03)—struck us as the most 
useful to date. 

It was unfortunate that more distributors didn’t 
participate in this meeting. There was so much prac- 
tical information to be gained. As one distributor 
told us at Saranac, “I wish some of my competitors 
who aren’t here were here. There’s a lot they could 


The Enemy Within 


We have heard any number of speeches on busi- 
ness subjects that have made listeners glad and/or 
mad. But at the recent NAED Eastern Region meet- 
ing, we heard a talk that made the audience sad. Sick 
might be a better word. 

Norman Jaspan, who runs a firm of private eyes 
for industry, stunned his listeners with the hard facts 
on a hush-hush subject: white-collar thievery. Some 
shockers that he tossed out: 

1. American business firms are losing more than 
$4 million a day because of employee dishonesty. 

2. Most of this loss is attributable to men and 
women who hold supervisory or executive positions. 

3. Not only are present losses severe, but the rate 
of white-collar crime is increasing rapidly. 

4. Electrical distributors are highly vulnerable to 
inventory shortages and employee dishonesty. 


learn that would be helpful to both of us.” 

And he was so right. E. O. Kallmann, whose forte 
is financial management, conducted a singularly hard- 
headed, down-to-earth session on making a profit. 
Ken DeBevoise, NAED legal counsel, tersely sur- 
veyed the antitrust scene. In view of the recent Phila- 
delphia actions, his words had a special ring. He 
managed even to unscramble aspects of the Robin- 
son-Patman Act. George Wilkinson challenged the 
conferees to a management decision game on inven- 
tory control that was instructive and fun, too. Nor- 
man Jaspan shocked the assemblage with revelations 
of how employees are picking their employers’ pock- 
ets (see below). And Bill Gove inspired most with 
examples of a higher order of salesmanship. 

Every electrical distributor from Maine to Mary- 
land should have been there. 


5. It is estimated that losses due to employee pil- 
ferage in the electrical distribution industry are in 
excess of $40 million per year. 

To buttress his contentions, Jaspan cited instance 
after instance of employee thievery. The responsibility 
for preventing such larceny starts with management, 
he stressed. 

“One factor helping to obscure the seriousness of 
the situation,” said Jaspan, “is the unrealistic attitude 
of management. Unless some irrefutable facts are 
brought to light, many companies refuse to recognize 
the magnitude of the dishonesty problem or face the 
fact that their business may be sustaining heavy 
losses.” 

A head-in-the-sand or “it couldn’t happen here” 
attitude hardly makes sense—especially when an in- 
ventory shortage of 1% could be disastrous. 


Doneryrmsttarm—§ 


Editor 
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WIREMOLD’S 
**ELECTRIC 
IDEAS” 





Raceways Add Fliexibilit 
When Wiring For Lightin 


Surface systems provide simple method of wiring to light 
fixtures in both new and existing buildin 


Today, virtually no one questions 
the need and value of proper light- 
ing in both homes and non-residen- 
tial buildings. 

With ever-increasing 
engineers and contractors are call 
ing on surface metal raceways for 
branch lighting circuits. 

Surface raceways provide a sys 


frequency, 


tem which, once installed, assures 


ceiling breaking while it afford 
simple method of bringing in 1 
circuits for lighting or tapping 
existing circuits 

Again, raceways are desis 
that they are easily shape 
form to the surface to 
are to be attachec 
painted, Wiremo 
decoy_of the 


accessibility for future expansio 


Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 








All WIREMOLD products are sold 
through electrical distributors — your 


best source for all electrical products. 





Another way Wiremold helps 
direct business to distributors. 
For complete copy of latest 
issue, mail coupon below. 


SS SSS SS SSS SS SS SSS SSS SSS SSS SSS SSS SS SSS SSS SSeS ee eee | 
WIREMOLD ® Hartford 10, Connecticut 
Please send latest ELECTRIC IDEAS to: 


W1-10 





COMPANY 





WireMoLD~ 


HARTFORD 10, CONNECTICUT 
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TOP OF THE NEWS... and its significance to you 





FTC Attacks 
“Misleading” List Prices 


GOP Senators Put Down 
Antitrust Bill Proposals 


“‘Manufacturers Try To 
Halt Suits’: Kefauver 


Good News for Business 


PUC Intervenes in 
16 Damage Suits 


Housing Starts Up 


Distributors Get Plants 
Back on Their Feet 





The Federal Trade Commission presently has under study a case 
that could affect the pricing policies of electrical equipment manu- 
facturers, distributors and dealers. The commission has charged that 
a floor polisher manufacturer has been misleading the public by 
supplying its distributors and retailers with fictitious “manufacturer's 
list” and “suggested list” prices. The prices were said to be higher 
than the “usual” retail prices. 


Sen. Estes Kefauver, chairman, Senate Antitrust and Monopoly 
Subcommittee, tried unsuccessfully to move five bills which would 
arm the antitrust laws with new teeth. See Capitol Circuit, p. 1/8. 


In another attack against electrical manufacturers, Sen. Kefauver 
has charged they have been trying to discourage municipalities from 
suing for treble damages for price-rigging for which they were con- 
victed in February. He asserted “teams are going around suggesting 
plants be located here or there.” 


Latest business reports are taking on a rosy hue. Heavy construction 
is due to hit a record $25.63 billion by 1962 and a sharp pickup is 
seen for the rest of 61. Consumer demand is rising. Personal income 
has hit an all time high in each of the past six months. Ten month 
outlook: expenditures on goods and service should increase $19 bil- 
lion. Plant and equipment purchases may rise 20% by next June. 
Buying for inventory should increase $4 billion over this period 
GNP predicted for next June: $565 billion. 


In the first action of its kind by a regulatory agency, Pennsylvania’s 
Utility Commission is seeking to intervene in 16 damage suits filed 
by Philadelphia Electric Co. on behalf of itself and other electric 
utilities that are seeking treble damages for overcharges on electrical 
equipment bought from manufacturers among 29 convicted of bid 
rigging and price fixing earlier this year. PUC chairman Joseph 
Sharfsin says that Philadelphia Electric which seeks a still unfixed 
amount of damages based on alleged overcharges in some $68 mil- 
lion of equipment purchases since June ’56, welcomes the proposed 
intervention. 


Housing starts will jump to 1,300,000 this year and hold at that 
annual rate through 1965. So says one large producer of building 
materials. Biggest year was °59 with 1,516,000. 


Gulf Coast suppliers rebounded quickly from Hurricane Carla’s 
havoc. Big need of plants was for electrical equipment such as motors, 
pumps and switches. Electrical distributors, stocked up for emergen- 
cies, came to the rescue. According to one distributor, Nunn Elec- 
tric Supply Corp., Houston, Tex., facilities are being made available 
to industrials 24 hrs. a day, seven days a week until the emergency 
has passed. F. F. Lackey, vice president of the firm, says that “our 
manufacturers are cooperating wonderfully by giving priority to Carla 
orders.” Lackey said that the emergency situation would last 30 days 
from the time Carla’s destructive effects had spent themselves and 
“electrically speaking, full damage will not be known for another 
six months.” Even though ample warning was given, Lackey says 
that businesswise, not too many things could be done to prepare for 
the storm’s onslaught. 
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XACTLY 








You never alter a job to suit the fittings, 
when using Penn-Union. 

You get EXACTLY RIGHT fittings ... 
promptly. At left are some of the Penn-Union 
Vi-Tite lugs you can order from stock. There 
are many more. 


PENN-UNION ELECTRIC CORP., Erie, Pa. 





a 


Sold by Leading Elect ull 





NEW PRODUCTS 





Limit Switch 


Unit said to control up to 4 cir- 
cuits 


New 2-pole, double-throw snap switch 
may eliminate need for second limit 
switch or control relay, manufacturer 
says. It mounts interchangeably with 
other type AW limit switches. Limit 
switches are offered with wide selec- 
tion of operators including push rods, 
roller plungers and roller arms in 
variety of lengths and designs. Both 
flush and surface-mounting 
available. e Square D Co., Milwau- 
kee, Wisc. 


devices 


Fixtures 


Designed to protect architectural 
lighting installations 
New line of decorative vaportight 
lighting fixtures designed to protect 
architectural lighting __ installations 
from premature failures caused by 
rain, sleet, corrosive fumes etc. 
Units have satin finish with tapered 
opal diffusing globes and chrome- 
plated guards. Complete line in up to 
200-w sizes includes one and 2 light 
units for ceiling or pendant mount- 
ing. @ Stonco Electric Products Co., 
Kenilworth, N.J. 


ice, 


Dimmer System 


Utilizes silicon-controlled rectifier 
dimmers 


SCR dimmer available in 4, 5, and 
6-kw capacities. Dimmer can be lo- 
cated either remotely or as integral 
part of control console or of light- 
ing cross-connect circuit selection sys- 
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tem. Units are self-contained com- 
plete with blowers, contactors, con- 
trol transformers and overload and 
short-circuit protection. Unit is plug- 
in type. Units also soon to be avail- 
able in 3, 10- and 12-kw capacities. 
® Kliegl Bros., New York, N.Y. 


Downlights 


Square-frame unit available in 3 
sizes 


Square frame downlight available in 
sizes of 100, 150, or 300 w, prewired 
or unwired, and with frames of white 
enamel, satin aluminum, or satin 
bronze. Shielding includes Albalite 
55 lens for even illumination with 
wide spread, fresnel lens for minimum 
glare with medium spread, and dished 
opal shield for both down and ceil- 
ing illumination. e Frink Corp., 
Brooklyn, N.Y. 


interlocks 


Units automatically cut current 
when enclosure door is opened 


Interlock switches automatically cut 
current when door of cabinet or en- 
closure containing dangerous electrical 
equipment is opened and automatic- 
ally re-energizes circuit when door is 
Three new series available. 
One (13AC1) designed for data proc- 
essing consoles, transmitters and com- 
puters. Series is rated 10 amps at 125 
or 250 v ac, ¥2 amp at 125 de; % amp 
at 250 v dc. Up to 4 separate single- 
pole, double-throw circuits can be 
controlled at one time with one 8ACI1 
series door interlock. Each switch 

5 amps at 125 or 250 v 


closed. 


rated 5 
30 v de. Sealed interlock available in 
SAC series. @e Micro Switch Div., 
Minneapolis - Honeywell Regulator 
Co., Freeport, Hl. 


ac, 


Switchlight 
Unit has built-in lead-lag zeroing 


Screwdriver adjustment, before or 
after installation, allows user to eas- 
ily zero switch at both poles for simul- 
switching. All components 
are contained in one compact ano- 
dized case. Designated 6BR_ switch- 
light, unit is designed for application 
where 2 switching functions are re- 
quired, combined with independent 
but logically related lamp indication. 
Individual lamp and switch terminals 
are located in rear turret arrange- 
ment. Guaranteed for 25,000 operat- 
ing cycles at 28 v de with 7 amps 
resistive load, unit designed to meet 
all applicable MIL specs. e Eldema 
Corp., El Monte, Calif. 


taneous 


Cover 


Protects switch boxes while plas- 
tering 
Outlet protector cover installs in sec- 
onds and fits all standard 3 x 2 switch 
boxes and industry standard outlet 
box covers. Protector snaps into out- 
let covers or switch boxes. Wires can 
be inserted into raceways and boxes 
before plastering. Later, when plaster 
has dried, spot of color appears indi- 
cating exact location of every hidden 
outlet. e Appleton Electric Co., Chi- 
cago, Ill. 


Heating Unit 
Infra-red unit is completely port- 


able 


Available in 2 sizes: 500-w unit (1706 
btu’s) and 750-w (2559 btu’s). Self- 
standing (or wall positioned) portable 
unit weighs only 4 lbs; measures 19 
in long x 5 in wide x 9 in high. Unit 
called Infra-Glo has heating element 
totally enclosed by brass-plated pro- 
tective guard of 2 in spaced grille 
work. e Apextro Products Co., Los 
Angeles, Calif. 


Baseboard 


Unit has automatic built-in safety 
sentry, maker says 


New LC (Linear Control) 
built-in automatic linear heat-limiting 
device located and protecting entire 
length of heating element. When ai! 
flow is restricted in any way, immedi- 
ately and automatically LC limits 
heater to safe normal operating tem- 
perature. LC is available in complete 
baseboard units from 3 ft (750 w) to 
8 ft (2,000 w) with or without built-in 
thermostatic control. e Markel Elec- 
tric Products, Inc., Buffalo, N.Y. 


unit IS 
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90°—single '.” conduit 90°—combination 1” & 34” conduit 


Edge—45°—single 1.” conduit 


Make all these 
installations 
with just 
a single new 
EFCOR ALLWAY” 
Beam Clamp 


Paraliel—2—'" EMT Cat. No. JB-50 Soon available for 1” & 144", 144" & 2” 


Most versatile beam clamp ever designed! Each clamp holds either one or two conduits—each 
conduit grip takes two sizes ! Clamping section can be swiveled to any plane, all angles—becomes 
a 90°, edge or parallel clamp... whatever the installation calls for. No need to stock a variety of 
types ... you never run short of the clamp you need. One EFCOR 
ALLWAY Beam Clamp does it all. And gives you the greatest combi- 
nation of economy and on-the-jobconvenience! Write for literature: 


ELECTRICAL FITTINGS CORPORATION, EAST FARMINGDALE, NEW YORK 
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NEW PRODUCTS 








Starter 


Static starter utilizes silicon con- 
trolled rectifier 


New static starter for motors, util- 
izes silicon-controlled rectifier as main 
power switch. Transistor device blocks 
conduction in reverse direction. Fir- 
ing and switching circuits are con- 
tained in standard wall mounted 
NEMA-1I enclosure. A 220 v, 3 
phase static starter measures 16 x 14 
x 8 ins. e Westinghouse Electric 
Corp., General Purpose Control Dept., 
Buffalo, N.Y. 


Switches 


New line of 20-amp ac switches 
introduced 
Available in strap type and Despard 
interchangeable type with binding 
screw terminals or with pressure 
terminals. All have shallow, compact, 
totally enclosed bodies, which allow 
ample wiring room in box, maker 
Positive control of contact arm 
in both directions is provided. Avail- 
able in single pole, double pole, 3 
way and 4 way. e Pass & Seymour, 
Inc., Syracuse, N.Y. 


says. 


Fixture Hanger 


Designed for use with acoustical 
ceiling mounted fixtures 


Called Tomic-Lock, new T-bar hang- 
er is designed to simplify mounting of 
electrical fixtures to acoustical ceil- 
ings. Installed without tools, hanger 
is mounted by twisting it into posi- 
tion on supporting member. Can be 
adjusted after installation. Construct- 
ed of spring steel, measures 1% x 
3142 ins. e Tomic Sales Engineering 
Co., Detroit, Mich. 


Switch Device 


Switch locking cover attachment 
said to be tamper-proof 
Switch locking cover attachment with 
Yale tumbler lock, 
positive control of electrical switches. 
Designed for commercial use, this new 


is said to assure 
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safety device for switches fits over 
any metal wall plate, whether single 
or ganged. Device can be keyed in 4 
different ways: straight keying system, 
all locks are either keyed alike 
and operate on same key, or are key- 
ed differently and individually to op- 
erate on different keys; master type 
keying system; and group keying sys- 
tem. e Harvey Hubbell Co., Bridge- 
port, Conn. 


Limit Switch 


Features sealed, 
bearings 
Bulletin 102 type CL features sealed, 
lifetime lubricated ball bearings and 
double-break silver-to-silver contacts. 
Shaft of control device may be con- 
nected to a rotating element by direct 
coupling, or driven by geartrain or 
roller chain. Each adjustable cam 
operates separate switch which can 
limit travel of machine member or 
initiate operating function for any 
length of angular travel from 18 to 
360 deg. e The Clark Controller Co., 
Cleveland, Ohio. 


lubricated ball 


Fixture 


Wraparound fluorescent fixture 
designed for surface mounting 


New wraparound fluorescent lighting 
fixture has been built for surface 
mounting, in either individual or con- 
tinuous row patterns. Stylus fixture is 
designed in shallow modern styling to 
combine lighting efficiency with eye 
comfort, maker says. Wraparound 
plastic lens provides shielding. Fixture 
carries totally enclosed steel top-plate, 
and return end caps. Lens shield is re- 
movable from either end. e Lighting 
Products Div., Sylvania Electric Pro- 
ducts Inc., Wheeling, W. Va. 


Motor Starters 


New line features rotary handle 
circuit breakers 
Units engineered so that operating 
handle is integral with breaker mech- 
anism. Device eliminates all mechani- 
cal linkage and gives positive off-on 
indication. Breaker has locking sys- 
tem whereby breaker can be locked 
on or off independent of door posi- 
tion. Units are compact. Smallest 
unit is 5 in deep, 8% in wide, and 
17% in high. Motor starters have only 
one moving part, and operate with 
ball-bearing guided moving assembly 
of movable magnet and contacts. 
Starters range from NEMA 0-3, en- 
closures NEMA 1 and 12, reversing 
and non-reversing. @ Federal Pacific 
Electric Co., Newark, 1, N.J. 


Fixture 
Features hand-blown opal 


diffuser 


In new unit, called Glass-Lite, fully 
enclosed opal glass bowl is flared 
sharply outward and around to cover 
entire aperture opening, eliminating 
need for separate trim frame, manu- 
facturer says. Design provides down 
lighting and side lighting comparable 
to surface mounted fixture. Available 
in 3 lamp sizes: 75-w “A” lamp, 110- 
w “A” lamp, and 150-w “A” lamp. 
e Markstone Mfg. Co., Chicago, I- 


glass 


Luminaires 


Recessed commercial 
luminaires available 


fluorescent 


Types of luminaires offered are wide 
flange, grid, and T-bar. With each 
type there is choice of louver, dif- 
fuser, or lens shielding. Available ma- 
terials include glass, metal or plastic. 
Sizes range in width from | to 4 ft 
and in length from 2 to 8 ft. Round 
fixtures available with 2, 3, and 4-ft 
diameters. e Westinghouse Lighting 
Div., Edgewater Park, Cleveland, 
Ohio. 


Switches 


Raintight line of safety switches 
introduced 


Now available new line of red-han- 
dled safety switches in raintight 
NEMA type 3R enclosures. Key fea- 
ture permits installer to remove 
switch cover by loosening just 2 
screws. Strong cover supports are 
also convenience feature, which hold 
front cover up, allowing electrician 
to use both hands when servicing de- 
vice or when changing fuses. Pro- 
vision for raintight hubs in devices 
up to 2,000 amps; 400 and 600 amp 
models, standard with blank top end- 
walls, can be ordered with 2'2, 3, 3% 
or 4-in hubs installed. Both light duty 
(type TG) and heavy duty (type TH) 
switches available in same ratings as 
indoor devices; 10 through 600 amps, 
240 and 600 v e Circuit Pro- 
tective Devices Dept., General Electric 
Co. Plainville, Conn. 


ac. 
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Allen-Bradley Co., 


Your A-B Handy 
Catalog Lists These 
Control Devices 
Often Considered 
BN) 10 6) ! 


BULLETIN 840 
Float Switches 


These quality switches 
are available in a wide 
range of types for auto- 
matic control of motors 
operating tank or sump 
pumps. e snap-action 
switch mechanism as- 
sures positive operation, 
no matter how slowly the 
liquid level changes. 


BULLETIN 805 
Foot Switches 


Rugged ly built to with- 
the most severe 
industrial usage. Snap- 
action switch mechanism 
features maintenance 
free silver contacts. The 
foot switch shown above 
assures complete 
“safety” for the opera- 
tor. ‘lao made without 
top guard 





-_ 


BULLETIN 1270 
Automatic Transfer 
Switches 

These switches are de- 
signed to transfer power- 
load to standby supply 
when normal power fails 
or drops too low. Auto- 
matically returns load to 
normal supply when 
power is resumed. Me- 
chanically interlocked. 


BULLETIN 836 
Pressure Controls 


For machine tool hy- 
draulic systems oper- 
ating at pressures up to 
5000 psi. Oiltight enclo- 
sure. Operating pressure 
and differential are ad- 
justable. A visible indi- 
cator shows trip point. 
Maintenance free silver 
contacts. 





BULLETIN 812 
Phase Failure—Phase 
Reversal Relays 


Style F relay (above) 
protects against all open 
hase conditions on a 
ranch motor circuit. 
Style R disconnects the 
motor u hase re- 
versal. Style RF gives 
phase failure and phase 
reversal protection. 


BULLETIN 555 

Speed Regulators 
Provide manual speed 
control of wound rotor 
motors for either fan or 
machine duty. When 
used with magneti¢ 
starter, the first step 
closes control circuit. 


BULLETIN 803 

Rotating Cam 

Limit Switches 
Heavy-duty controls for 
use on automatic produc- 
tion machines. Made 
with up to 12 independ- 
ent circuits which can 
be separately adjusted 
for operation at any 
point of rotation. 


ALLEN-BRADLEY 


October, 


106 W. Greenfield Ave 


Member of NEMA 
Milwaukee 4, Wis 
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* In Canada: Allen-Bradley Canada Ltd., Galt, Ont 


BULLETIN 1232 
Pump Control Panels 


Complete units for auto- 
matic operation of irri- 
gation and oil well 
pumps. Employ stand- 
ard A-B Bulletin 709 
magnetic starter with 
manual disconnect 
switch or circuit breaker 
in weatherproof enclo- 
sure. Wide variety of op- 
tional features available. 





BULLETIN 365 
Multi-Speed 

Drum Switches 
Designed for manual 
starting, speed changing, 
and reversing of poly- 
phase multi-speed 
motors. Made for up to 
four speeds either non- 
reversing or reversing. 


QUALITY 


MOTOR CONTROL 





Wires 


Index of Phelps Dodge 


and Cables 
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PDxXT-l2-2 














Type 
Letter 


ACV 


Trade Name or 
Designation 


Armo-Lok 


Armo-Lok 


Portable 
Power 


Cable 


Flamestop Heat 
and 
Moisture Resistant 


Flamestop Heat- 
Resistant 


Heat Resistant 
Rubber Lead 


PD-X Fibrous- 
covered, Non- 
metallic-Sheathed 
Cable 


PD-XT Thermo- 
plastic-covered, 
Nonmetallic- 
Sheathed Cable 


Perma-Dure 
Nonmetallic- 
Sheathed Cable 


Habirdure Thermo- 
plastic insulated 


Petro-Dure Thermo- 


plastic Insulated 
Nylon Jacketed 


Maximum 
Operating 
Temperature 


85 C (185 F) 


85 C (185 F) 
High Voltage 


75 C (167 F) 


Low Voltage 


85 C (185 F) 
High Voltage 


75 C (167 F) 


90 C (194 F) 


75 C (167 F) 


60 C (140 F) 


60 C (140 F) 


60 C (140 F) 


75 C (167 F) 
60 C (140 F) 


60 C (140 F) 


60 C (140 F) 
30 C (86 F) 


Dry Locations 


General Purpose: Consult manufac- 
turer for specific applications 


Mining Machines, Dredges, Shovels, 
and similar portable applications 


Pennsylvania Dept. of Mines Flame 
Resistance Approval P-114. U. S. 
Bureau of Mines Listing P-114-BM. 


Dry and Wet Locations 


Dry Locations 


Wet Locations and other Special 
Conditions 


For Wiring Houses, Rural Buildings, 
Small Stores, and Shops. 


For Wiring Houses, Rural Buildings, 
Small Stores and Shops 


UF: Underground Feeder and Branch 
Circuit Cable for Direct Burial 


NMC: For Interior Wiring in Moist or 
Corrosive Locations. 


Dry and Wet Locations 

Dry and Wet Locations 

Fixture Wire 
Dry and wet locations and where ex- 
posed to mineral oil 


Where exposed to liquid gasoline 
and gosoline vapor. 
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Wires and Cables 


Wires and Cables 
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Type 
Letter 


TW 


Trade Nome or 
Designation 


Habirdure (9T) 


Habirdure 
Appliance Wire 


Service Entrance 
Type SE — Style U 
Unarmored 


Service Drop 
Type SD 


Service Entrance 
Type USE 


Varnished Cloth 
Braided 


Varnished Cloth 
Lead 


Habirduct 
Habirprene 


Habirite 
Habirprene 


Hard Service Cord 


Junior Hard 
Service Cord 


All Rubber 
Parallel Cord 


Maximum 
Operating 
Temperature 


60 C as TW 


90 C as Appii- 
ance Wiring 


105 C (221 F) 
IN AIR 
80 C (176 F) 
IN Olt 


75 C (167 F) 


60 C (140 F) 


75 C (167 F) 


85 C (185 F) 


85 C (185 F) 


75 C (167 F) 
Low Voltage 


85 C (185 F) 


High Voltage 


60 C (140 F) 


60 C (140 F) 


60 C (140 F) 


Mine TO MARKE! 


D 


USE 


NEC Type TW Bidg. Wire—60°C 
Appliance Wiring—90°C in air or 
60°C in water or oil 


Appliance Wiring 


Service Entrance or Combination 
Service Drop & Service Entrance 


Service Drop 


Underground Service Entrance, 
Direct Burial. 


Dry locations only. Smaller than 
No. 6 by special permission. 


Wet or Dry locations. Smaller than 
No. 6 by special permission. 


General Purpose for Direct Burial, 
Aerial, Conduit and Underground 
Duct Installations. 


Pendant or portable extra hard usage 
in damp locations; SO for oil resistance 


Pendant or portable hard usage in 
damp locations; SJO for oil resistance 


For use in pendant or portable ap- 
plications in damp locations not sub- 
ject to hard usage 





ADVANCE 


Tnese exclusive ADVA Be Cc E 


developments give you the... 


Through outstanding engineering develop- 


ments and modern manufacturing facilities, k 0 0 p> st 
ADVANCE TRANSFORMER COMPANY has 

become the world’s largest manufacturer devoted 

exclusively to the production of quality fluores- 

cent lamp ballasts. These precision built, power gg ik st 
regulating instruments supply exacting amounts 

of electrical energy for the efficient operation of 

all fluorescent lamps and are aptly called “THE 


e 
HEART OF THE LIGHTING INDUSTRY.”® q be ' a t e st 


Continuing research and constant new devel- 
opments in both engineering and manufacturing 
divisions have made possible the introduction of 
many new ballasts with exclusive patented fea- 
tures. Thus, ADVANCE provides lighting equip- 
ment manufacturers, designers, architects, en- a ao «, 
gineers, contractors and other fluorescent lamp 
ballast users the world’s most extensive line of 
fluorescent lamp ballasts. When you use 
ADVANCE, there is a ballast for every specific 


purpose, never a need to compromise. 


FLUORESCENT LAMP 


IN THE WORLD 


“The Heart of the Lighting Industry,” 





WORLD'S LARGEST EXCLUSIVE Y R 0) 
MANUFACTURER OF 
é FLUORESCENT LAMP BALLASTS TRANSFORME ( . 
; 2950 NO. WESTERN AVE. CHICAGO 18 ILL. US.A 
In Canada: Advance Transformer Co. Ltd., 5780 Pare St., Montreal, Quebec. 
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Big or small. 


ROYAL Portable Cords and Cables 


There’s a Royal cord for every customer . . . whether it’s extra heavy duty 
Type W power cable, or light and flexible Type SJ cord. Royal can supply 
from stock the largest variety of types and sizes of portable and flexible 
cord and cable anywhere — rubber, neoprene, plastic jackets; lamp cords 
and fixture wires; machine tool wires, thermo cables, coaxial cables; and 
many more. Stock up now on the big, fast selling Royal line. It’s packaged 
right, made right, and priced right for more business. . . for you! 
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ROYA 


ELECTRIC 


en essociote of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 





Thousands of Firms Have Profited from 


AUTH SIGNALING EQUIPMENT! ... Has yours? 


FOR HOSPITALS: Nurses’ Cail, ‘Doctors’ In-and-Out, and Paging 
Systems; also, Clock, Fire Alarm Systems, and Ground Detectors. 


FOR APARTMENTS: Apartment House Telephone and Bell Systems: 
also, U.S. Approved Mail Boxes and Non-Electric Door Chimes. 


The name AUTH on electrical signal- 
ing, time, and communication equip- 
ment conveys different meanings, all of 
which can be summed up in one word 
— profit! 

To owners—and their representatives, 
the architectural and engineering firms 
— Auth stands for capable assistance in 
planning requirements, excellent prod- 


LONG ISLAND CITY 1, 


FOR SCHOOLS: Centralized Clock and Program Bell Systems; Fire 
Alarm Systems; and Products for Vocational Training. 





eee 


uct performance, and minimum upkeep 
To distributors, Auth means easily- 
consumated orders at the right price— 
without rejections, delays, or excess 
paperwork. 

To installing contractors, Auth repre- 
sents well-made, dependable equipment 
specifically designed to simplify instal- 
lation. They hook it up and walk away! 


FOR INDUSTRY: Supervisory ‘Annunciators, Audible Signals, and 
Push Buttons; also, Fire Alarm and Clock Systems. 


Everyone profits when fine equipment 
—as made by Auth—is specified, pur- 
chased, and installed. 

If your firm hasn’t had experience with 
Auth signaling equipment, why not 
start now? An Auth representative will 
be delighted to be of service. Please cal! 
him on your next job. No obligation, 
of course. 


NEW YORK 


SPECIALISTS IN ELECTRICAL SIGNALING AND COMMUNICATION SYSTEMS AND EQUIPMENT 
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Two-Way 
Sales 
reakthrough 


For the first time, Royal offers the popular, round handle 
cap in colors... BROWN, IVORY, and BLACK .. . to 
add new sales and new profit to your line of wiring 
devices. In colors made possible by vinyl, these new No 
165 Caps will really “rev” up your stock turnover. 
What’s more, No. 165 Caps are unbreakable can’t 
crack, chip or discolor . . . and they feature solid molded- 
in construction — blades can’t loosen or pull out, ever! 
Ideal sales companion for No. 165 Caps are Royal 
Deluxe Chrome Wall Plates in 2-gang, 3-gang and 4-gang 
styles. Polished mirror-like finish is easy to keep clean 
Attractive, individual packaging, for the counter trade. 
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NEW Royal Vinyl! Handle Caps 


Stock Royal Vinyl Caps and Chrome Wall Plates, for 


two-way sales! It pays 


SEE YOUR ROYAL REPRESENTATIVE, TO 


ROYAL... 


| 
en essociate of — 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Conede 
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Announcing 
2 New 


— ¥ 


7 > 


‘ . 


CONDUIT 


“ 


Cast of high-strength malleable, these new RItatp 
Conduit Benders have an exceptionally smooth, 
typically RitmiD quality finish your customers will 
like on sight. Show them the extra deep sockets, and 
they’ll see the threads down at the bottom. Elimi- 
nation of strain on threads of pipe handle reduces 
breakage. 


RIAD Thin-Wall Conduit Benders Available in 3 Sizes 


B-1677 Bends 2”’ Thin-Wall Conduit to 4’’ Inside Radius 
B-1678 Bends %”’ Thin-Wall and 2’ Heavy-Wall Conduit 
to 5”’ Inside Radius 

Thin-Wall and %°’ Heavy-Wall Conduit 
to 644”’ Inside Radius 


B-1678 Bends 1”’ 


Exceptionally smooth side-walls hug 
conduit snugly . . . minimize distor- 
tion. Benders form conduit to meet 
National Electric Code Standards. 
Steadying foot pressure is easily ap- 
plied on non-slip step plate. Easy-to- 
see arrows give accurate guide for 
back-to-back and stub bends. 


RIGeibD Hickey-Type, Heavy-Wall Conduit Benders 


B-1711 Bends 4" and %" Heavy-Wall Conduit 
B-1712 Bends %", 1” and 14" Heavy-Wall 
Conduit 

Here’s a rugged bender for heavy-wall 
conduit. Deep notch in lifting hook 
protects threaded ends. Face of bender 
has hardened teeth for safe, long 
wearing, non-slip grip. 


Market tests have proven instant preference for 
these new RIGID Conduit Benders. Don't miss 
these easy sales. Send your stock order today! 
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ROYAL “POWR-KORD” 


Heavy Duty Extensions are a cinch to sell. They’re available in one 


quality (the very best) . . . two types (rubber and vinyl) . . . three 
colors (black, red, yellow) . . . four wire sizes (12, 14, 16, 18) ... and 
over five handy cord lengths (10 to 100 ft.). Satisfy every customer 
with the complete line of Royal “POWR-KORDS.” Want complete 
facts? See your Royal representative. 
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ARE YOU 
BIG-THREEING 
YOURSELF OUT OF 
PROFITABLE 


LAMP BUSINESS? 




















Champion’s new “Four Freedoms Franchise” 


offers a U.S. Bureau of Standards-Approved lamp line 


plus policies that protect your profits 


Are Big Three policies and practices turning your lamp 
business into a slow-profit, low-profit, no-profit headache? 
If so, our brand-new ‘Four Freedoms Franchise’ could 
be the declaration of independence you're looking for 
This distributor-centered franchise is like no other you’ve 
ever seen. 

It has been created from scratch during the past month as 
the first step in a complete modernizing of Champion's 
sales set-up. 

Every policy in it is based on our conviction that inde- 
pendent distributors 
bigger lamp profits than Big Three franchises permit 
them to make. 


regardless of size—should make 


If you’re stringing along on a one-sided Big Three 
contract because you’ve got to have a line that carries 
U. S. Bureau of Standards approval, remember this: 
There are four, not three, Bureau-approved lines 
and Champion is one of them. 


All Champion lamps satisfy or surpass the quality re- 
quirements of Federal Spe cifications 101F116A, and cur- 
rent supplements. 

This fact is a matter of public record. For over a quarter- 
century Champion has been a major supplier to the U.S. 
Government. Notice also that Champion is the only one of 
the smaller lamp companies which has Bureau approval 
of its full incandescent and fluorescent lines—and not 
just one or two items. 

In a nutshell, you can’t buy a higher quality line than 
but you can get a better deal from 
Champion. Better from the standpoint of discounts, 


freedom from interference, and protection from factory 


Champion 


competition. 

Read over the digest of our “‘Four Freedoms Franchise’’ 
in the panel below. If it makes sense, explore the matter 
further with one of our representatives or drop a line 
to Sales Manager Bill Ferris in Lynn. You'll be under 


no obligation. 


HERE ARE THE HIGH SPOTS OF CHAMPION’S 
“FOUR FREEDOMS FRANCHISE” 


I. 


FREEDOM from factory competition. Champion's 
policy and practice will be to sell through You 
Only when a distributor is unable or unwilling to 
bid Champion Lamps on a specific contract will 
we take business direct. 


II. 


FREEDOM to run your lamp business your way, 
without discrimination because your type of cus 
tomer differs from your competitor's. This in 
cludes freedom to price lamps as you see fit 


Il. 


FREEDOM from complicated incentive schedules. 
Instead: a straightforward percentage plan which, 
for example, yields $5,000-to-$50,000 distributors 
at least 3% more than the Big Three's maximum. 


IV. 


FREEDOM from the time-wasting paperwork that 
other companies require before you qualify for 
extra compensation. You won't need a team of 
CPA's to figure out how much you're clearing on 
Champion Lamps 


If you like these features of Champion’s new franchise, you'll like a lot of other 
things about it, too. Why not get the whole story? Distributors have been 
making money with Champion Lamps since 1900. Under this new ‘Four 
Freedoms Franchise,” they'll make even more. 


CHAMPION LAMPS 


LYNNWAY, LYNN, MASSACHUSETTS 


TEL: LYnn 3-2000 


CHAMPION 


LAMPS 





























inside a limit switch. The men do more than just listen. They take an active part in the sessions. 


Deep In thought. Frank Higbie (standing), Mgr. Distributor Sales, 
explains a point about Safetybreakers to Thomas Keating, Jr., 
(sitting left), City Electric Co., Binghampton, N.Y., and Dwight 
Hultman, Electric Fixture and Supply Co., Omaha, Nebraska. 

: \ae <> o, 


& 


Oily Lecture. Here, Bill Hampton, Division Sales Engineer, 
explains the function of a new Cutler-Hammer control developed 
for oi] wells. The range of subjects covered is wide, to give the men 
a broad understanding of Cutler-Hammer operations. 





What's new in better sales training? 


Why 60 distributor 
salesmen pass up about a weeks 
commission every year 


They come to Milwaukee to the 
Cutler-Hammer Distributor Sales 
Forum...where they learn to make 
more money. 

The sessions last three days. Three days 
of listening and learning and doing. 

It isn’t easy—a sales forum at the Cutler- 
Hammer home office. But, it’s fun and re- 
warding, if you think making money is fun, 
that is. You know it’s rewarding when your 
salesman knows more about motor con- 
trol, for instance, than his competitors. 

More than sixty distributors attended 
this year—owners, sales managers, salesmen. 

They listened to about 19 talks by Cutler- 
Hammer people—experts in their fields. 

They took apart magnetic starters. Found 
out what makes a limit switch click. Saw 
and studied the complete new 


WHAT’S NEW? ASK.. 


CUTLER-HAMMER 


line of 


Cutler-Hammer’s Safetybreakers. In short, 
they learned—learned to make 
by knowing more about the products and 
applications of those products 

If you have never attended one of these 
seminars, we know you'd enjoy it Make a 
note now to check into the coming session 
scheduled for next March 
What's new in better service? Are 
you ready for the big growth of the sixties? 
We are—with new and better products to 
help make your selling easier—with new 
plants to make your deliveries faster. We've 
added new sales engineers to help you when 
you need help. Introduced new distribu- 
tion policies to make service better in every 
respect. Like to know more about what’s 
new at Cutler-Hammer? See your Cutler- 
Hammer representative soon. 


more money 


Ei 


Cutler-Hammer inc., Miiwaukee, Wisconsin « Division. Airborne instruments Laboratory * Subsidiary: Cutler 


Hammer international C. A. + Associates: Canadian Cutler-Hammer, Ltd.; Cutler-+ammer Mexicana, S. A 
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it’s a Breeze ! 
} Just a Double Squeeze 


Sets Up E. M. T. 
With Original B-M Indenter Fittings 


; BM-51 


| 
Offset 


S BM-52 
iM a * | | fanigiat 
| oe A Throat 


vy al-) 
Pad Y 3 Hot 2” Coupling 
BM-22B8 BM-42 
wy 
fl! ¥%," Connector Y%~ Coupling 
BM-23B BM-43 
1” Connector 1° Coupling 


B-M Indenter Fittings and Tools make an unbeatable combination when it comes to easier E.M.T. 
installation at less cost. New lightweight plier size indenters make setting up thin wall conduit a breeze. 
B-M fittings are neater too! No unsightly nuts or projecting set screws. Other plus features of B-M 
fittings are Concrete tight—Vibration resistant—Extra heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance—Extra heavy positive bonding locknuts—Smooth rounded edges 
or bushed throat type connectors that prevent insulation damage—aAll steel construction with extra 
heavy gauge wall thickness. 








Briegel All Steel 
Indenter Fittings 











B-M Offset Connector , showing how are U.L. approved 


wires are guided over box edge. as Concrete-Tight. 


BRIER METHOD TOOL co. 
GALVA, ILLINOIS 

















All B-M indenter type fittings far exceed the requirements of 
U. L. file card E 10863 and Federal Specifications W-F-406. 


USED THE MOST FROM COAST TO COAST 
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EXTEND ANY PRESENT BUSDUCT SYSTEM TO ANY SPOT IN 
THE PLANT FOR LESS 





Midget Busduct 
delivers instant 
power for equip- 
ment as easily as 
plugging in an ex- 
tension cord! 


for a tight, 
firm contact that allows 
for maximum expansion 
and contraction 


CHOOSE FROM THREE TYPES 
OF PLUG-IN UNITS 


CIRCUIT BREAKER 
UNIT 


FUSIBLE PLUG-IN 
(Non-operating) UNIT 





FUSIBLE PULL-OUT 
(Operating) UNIT 
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THAN THE COST OF WIRE & CABLE! 





FRANK ADAM 


Pis-in MIDGET BUSDUCT 


100-Amp. plug-in power fed from existing busduct 
to any location with MIDGET BUSDUCT 


Although the initial price of Midget Busduct is slightly more than wire and 


the saving on labor alone results in a surprisingly lower installed cost 

No cutting or bending, no threading of conduit is necessary with Midget Busduct 
It is 100% salvageable when plant layouts are changed, or machine relocations 
are made. Quick availability of plug-in units permits load connections in minutes 


to save even more on labor. 
Either copper or aluminum conductors can be furnished. Midget Busduct |} 
plug-in outlets every 10", on one or both sides, to accommodate three types 


plug-in units, shown at left, in 30 to 100 amp. capac ty. Ask for complete formas 
tion and prices. 
Fygaw* mam ge 2a 
~y “frecsuct® 
‘ = a’ = ) 
Aoam ELECTRIC COMPANY 4) = \= 


29 








We're a grown-up company with 
young ideas! 


Progressive engineering is our by-word 
and continuing to be _ progressive 
means that you can not rest on the 
laurels of past success. Young ideas 
. based on successful experience 
. enables Circle A-W to bring to 
the trade a constant flow of newly 
developed and proven products. 


Our model is Miss 
Judy Floyd, five 
year old  grand- 
daughter of Circle 
A-W's President, 
Mr. Al Johnson. 


One of many examples of Circle A-W progressive engin- 
eering is this all-in-one, surface and flush mounting meter- 
ing device. Easy installation, along with many other im- 
portant features, is bringing high trade acceptance to 
this unit. Raintight and UL approved . . . means built-in 
reliability. 


CIRCLE A-W PRODUCTS Co. 


P.O. Box 1171, Modesto, Calif. 
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For your customer’s sake 


COMPARE* 


BLACKHAWK ADJUSTABLE BAR HANGER 


Send for your free sample — find out for yourself why it is the fastest, 
easiest, neatest, most economical way to hang all ceiling light fixtures. 


Check Blackhawk’s exclusive “clipper” — no screws 


to tighten — saves time and money on any job. 


BLACKHAWK ADJUSTABLE BAR HANGER WITHOUT FIXTURE 
STUD-—The answer to residential wiring jobs. Lower in price. 
Allows more room in outlet box. 562 used between joists 
from 12” to 18”. 563 used between joists from 18” to 26”. 


For quick, permanent installation. Avail- 
able with or without fixture stud. Made 
of heavy gauge steel they are adjustable 


r 
COM PARE SEND THIS COUPON FOR YOUR FREE SAMPLE 


Blackhawk industries Dept. EW101 
Box 708, Dubuque, lowa 


Please send me my free sample of Blackhawk Adjustable Bar Hanger 


Name 
Address 
City 


B Josssie 


Blackhawk Industries, Dubuque, lowa 


BLACKHAWK ADJUSTABLE BAR HANGER WITH FIXTURE STUD 
- §60 used between joists from 12” to 18”. 561 used 
between joists from 18” to 26”. 


to required spacing. No notching is nec- 
essary because support edges of hanger 
are formed to act as plaster gauge. 


State 


Where the new ideas come from 


Leeeeeeeeneeoeeeeaanaanad 
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from the Ground UP... 


SERVICE ENTRANCE EQUIPMENT 
keeps installation costs DOWN... Makes Selling Easier! 


DUAL-GRIP 
ENTRANCE HEADS 


Built-in connector clamp de- 
signed for fast, easy connection 
to conduit. No special fittings 
needed for EMT... no threads 
to cut on rigid. Complete range 
of sizes: 1%” through 3” 


2 


ENTRANCE ELBOWS 


Now available in extra-long 
length for easy pulling of con- 
ductor. Compact . . . completely 
weatherproof ... deep cut 
threads assure quick, effortless 
installation! 


SURE-SAFETY 
GROUND CLAMPS 


The only complete line of bronze 
clamps for 14” to 4” pipe. 3 types 
handle all needs. Swinging tops 
for faster installation! 


© STOCK THE COMPLETE WEAVER LINE NOW! 


Samples are available for demonstration . . . no charge, of course. Write today . . . specify exact items desired 
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NOW, PORCELAIN PRODUCTS CO., i») 


ems 
ONE OF THE OLDEST & MOST TRUSTED 








NAMES. IN THE ELECTRICAL SUPP 
— OFFERS PP} Aluminum CON 


LY 





UN 











AND SAVES ON INSTALLATION... 


a illustrate 


d price 
‘ SS i ry ring con ndu it, > 
ites Gal collins SS 


PP. ees eee oe a [ ms 








featuring Creu 


. one housing — 


67 front and trim 
variations! 













* Universal-all Lighting Lenses 











RECESSED LIGHTING BY EMERSON-PRYNE 








SQUARE OBLONG the new idea /ine — easier to order, stock, se/// 

















THESE ADVANTAGES ADD UP 
TO MORE PROFITS FOR YOU: 
YOU'LL LIKE THE SIMPLIFIED NUMBERING SYS- 


TEM — It makes ordering and selling easier. The line is 
organized in three groups — S, R and O... each group num- 
bered separately. For example: Now you specify S3-72C 
instead of 1000 - 101C - 1. 


And — The SRO line gives you all the “most specified” “over 
the counter” fixtures. A compact line! 


CONTRACTORS LIKE THE EASIER INSTALLATION 
— $1 (square) and O1 (oblong) come with the new SLIP- 
STRAP hangers which permit complete fixture installation 
without nails or screws. Easy-to-use Bar Straps for standard 
joist spacings go with other models. And — SRO fixtures 





come wired or unwired. 


BUILDERS LIKE THE WAY THEY MAKE LOOK- 
ALIKE HOMES LOOK DIFFERENT-—SRO recessed light- 
ing is as basic as tile, wallpaper and paint... for making 
interiors “different”. SRO can give builders a competitive 
edge. That means more business for you! 

SRO fixtures are available with chrome, brass, copper or 
painted finish. 


BRAND NEW FULL-COLOR CATALOG — With full-color 
photos showing ideas on the beautiful and dramatic effects 
SRO can produce. ASK FOR YOUR FREE CATALOG! 


MAIL COUPON NOW: 


EMERSON ELECTRKI 


4 


EMERSON E LECTR so | Emerson Electric © 8100 Florissant + St.Louis 36, Mo. 


BUILDER PRODUCTS GROUP Please send my free copy of 


a ia-elt PRYNE new full-color SRO catalog 
na al i Name 


F 
IMPERIAL RITTENHOUSE = 
ATR ee PENN , we ve N Y¥ Address 


Write Dept. B32, Emerson Electric + 8100 Florissant + St. Louis 36 





a KILLARK ENTRANCE ELBOWS 


Shown above is 6” size. Twelve other sizes 
down to 14". Cast from copper-free aluminum 
in a variety of styles. Flanged cover overlaps 
gasket and edge of fitting making elbows 
waterproof. Sizes from 2” up have cast alumi- 
num cover. Service ells with weep holes and 
with grounding hubs for grounding rods can 
be furnished. Fast delivery from complete 
stocks 


———— — = 
— = a, 


we ~ 


"How long 


will they*last 2" 2) | 


nN 
~ 


x KILLARK SERVICE ENTRANCE HEADS 


Shown above is 6” style. Complete line includes 30 
sizes from ¥%" to 6” in threaded or slip-on styles. 
Copper-free aluminum castings will never rust, never 
stain building walls and are corrosion resistant. Spe- 
cial reversible feature allows use at end of horizontal 
conduit or at top of vertical conduit. Complete with 
high-quality composition insulator with number of 
holes required. Designed for easier handling of stiff, 
heavy cable Fast delivery from complete stocks. 
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“Copper free 
/ ® e \ 
aluminum construction ‘ 


! \ 
l 
\ ! 


\ gives Killark fittings ‘| 


\ 


—— 


bonus life” _-” 
hie lee 


Because they are cast only from copper-free aluminum, Killark electrical fittings and 
fixtures provide dependable service for longer periods, particularly under adverse 
conditions. For example, they remain permanently rust-proof in weather-exposed 
locations and will never stain building exteriors. They also provide better resistance 
to various types of corrosion and can be used in many specialized applications. Paint- 
ing and similar protective measures are never required. Specify Killark fittings and 
fixtures on your next job—and get the ‘‘bonus life’’ advantages of aluminum. 


Killark entrance heads and entrance elbows, along with 7500 other sizes and types 
of fittings are carried in stock for immediate delivery ... available from your local 
distributor or Killark warehouse stocks in 18 cities in the United States and Canada. 


THREADED SERVICE ENTRANCE HEADS 


SLIP-ON SERVICE ENTRANCE HEADS 


™ SS e-e ss 


ENTRANCE ELBOWS 


Write for Killark Catalog 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Ave ° St. Louis 13, Missour't 


In Canada: Killark Electric of Canada, Ltd, 421 Islington Ave. South, Toronto 18, Ont 
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District Manager 





A rooter.. 


- 


.& computer... 


They’re all working for you 
when you sell Sylvania lamps! 


For you, and only for you! Because Sylvania competes 
with other brands—not with its own distributors. 

Your Sylvania District Manager is one of your greatest 
rooters. He has to be, since the only way Sylvania makes 
a sale is through you. When you need help fast, he’s a 
friend you can count on. 

You’ve got a helper in his warehouse, too. A computer 
that keeps constant tab on 6000 different kinds of 
Sylvania lamps. Actually predicts warehouse shortages, 
alerts the factory in advance. Result: even emergency 
orders can be filled fast. 


38 


And when you need extra help—factory salesmen, field 
engineers, a man from the home office — you get it 
promptly, pleasantly, with Sylvania. 


Any wonder Sylvania is the fastest growing name in light- 


ing today? 


Learn about our distinctly different competitive propo- 
sition for Sylvania distributors, our impressive product 
“firsts,” our unusual merchandising and sales backing, 
plus price protection on inventories, product liability 


protection—and more. Write Sylvania; it pays off. 
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a fast trouble shooter | | 


Grow independently with 


SYLVAN IA 


SVJ BSIDIARY OF 


GENERAL TELEPHONE SFLECTRONICS ‘E) 


Lighting Division, Sylvania Electric Products Inc., Dept, 62, 60 Boston St., Salem, Mass. In Canada: Sylvania Electric (Canada) 
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_..when . 
it comes 
0 
wiring 


CLARK-AMERIGAN 


FREE PRODUCT GUIDE lists complete 
Clark-American line. Helpful instal- 
lation and application data. Send 
for your free copy today 


THE CLARK CONTROLLER COMPANY 
1146 East 152nd Street 
Cleveland 10, Ohio 
Please send me the Clark-American PRODUCT GUIDE 


Name__— Title 
Company 
Address nnniinniae 


SS Oo 


























VITAL ROOM FOR WIRING is yours with Clark-American en- 
trance equipment. The ability to leave room in compact equipment 
is a Clark trademark. It stems from years of industrial experience. 

Your own comparison will prove that Clark-American equip- 
ment, with ample wiring space, makes for faster, more reliable 
installations at lower cost. And, you will find the right equipment 


for any job at one source—your American Switch distributor. 


The complete line (capacities range from 60 to 200 amperes) is 
presented in the new Clark-American PRODUCT GUIDE. Free 
on request, this booklet contains helpful installation and application 
data. See your American Switch distributor, or mail the coupon. 


American 


THE CLARK CONTROLLER COMPANY 


1146 EAST 152nd STREET « CLEVELAND 10, OHIO 


Why do your 
contractor customers 
prefer this conduit? 


ALUMINUM 


CONOUIT 


Because of its many advantages 
over any other conduit 


Here’s the way Alcoa® aluminum rigid conduit stacks For more facts about Alcoa aluminum rigid con- 
up for your important customer, the contractor: duit, write to Rome Cable Division of Alcoa, Dept. 
17-101, Rome, New York. 





WEIGHS LESS—only one-third as much as steel 
CUTS EASILY—and in less time Conforms to ASA C80.5-1960-Rigid Aluminum 
BENDS READILY—and with no springback Conduit and Federal Specification WW-C-540a 
COSTS LESS TO INSTALL—competitively priced 


aluminum conduit goes up easier, faster Vv Al Cc oO A 





Lightweight Alcoa aluminum conduit makes things 
ROME CABLE 


easy, too. It’s easy to unload, move in storage, and 
load. Most important, it’s easier than ever to sell! Diviston 
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WANT TO BECOME A 


All it takes is $16.75 


and 20 hours of your time 


ELECTRICAL 
EQUIPMENT 
MANUAL 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$16.75— 
is represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual’’—second edi- 
tion ($4.50), “Electrical Systems Design”—second edition ($7.75). 
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TECHNICAL EXPERT? 


Put techane! peach im pour selling tobe thes 


20-Hour Electrical Course 


aad COURSE GRADS 





“The course gave me a better 
over-all understan 

cal applications” San Dieg 
Calif. 


ding of electri- 


“Provided an 
of information 
everyday 
contract 


gineers”’ 


fundamentals 
feel tl 


20-Hour Electrical Course Test 
“It was 
technical backg 
t a salesman 
| ob 4 


The Pome! of Benmore tow dhe 


HOME-STUDY ELECTRICAL COURSE 


ELECTRICAL WHOLESALING Magazine 


ow ard hes 











f Achseverment ¢ 


al W holesali: “4 
0 W. 42nd St. 
New York 36, N.Y. 
"lease send me 
book 20-Hour El 


li 


osed 


MAIL THIS COUPON TODAY ® ———~— ~~ 


October, 1961—ELECTRICAL WHOLESALING 








LIGHTED / 
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No. 2211-SL 


No. 2211-SL also available in 
strap type No. 2221-SL 


dL 


LIGHTED HANDLE 
ROCKER-GLO 


Pinpoints switch loca- 
tion in darkened rooms 
or hallways. Tiny, long- 
life neon lamp softly 
glows in OFF position 
only. Single pole or 
three-way. Rating: 15 
Amperes, 120 Volts, 
A.C. 


83 NEW 
| P&S ROCKER-GLO 
SWITCHES! 


No. 2221-SP 


No. 2221-SP also available in 
Despard (interchangeable) type 
No. 2211-SP 


Pilot Light HANDLE 
ROCKER-GLO 


Instantly shows when 
appliances or lights are 
on. Tiny red plastic 
jewel in rocker button 
lights in ON position 
only. Single pole only. 
Rating: 15 Amperes, 
120 Volts, A.C. 


No. 2225-S 


No. 2225-S also available in 
Despard (interchangeable) 
type No. 2215-S 
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REMOTE CONTROL 
ROCKER-GLO 


Momentary contact, 
center “off” switch. De- 
signed especially for 
low voltage remote con- 
trol applicaticns—con- 
trolling large banks of 
lighting, operating 
stage curtains, etc. 
Single pole, double 
throw. Rating: 10 Am- 
peres, 48 Volts, A.C. 
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ON THE MOVE ... AND THE KEY WORD IS MARKETING. Major steps in Crouse-Hinds 
progress toward marketing-oriented operation are completed with recent appointment of Art 
Uhriandt as Director—-Marketing, and Bill Oberle as Director-Sales. Shown here are Messr: 
Uhriandt, President R. J. Sloan, Oberle, and Vice-President-Marketing E. R. Monesmith 


Expanded Crouse-Hinds Marketing 


Team Gears for Greater Growth 
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Marketing Partners 


The next 20 years are loaded with oppor- 
tunity both for distributors and manufac- 
turers — but only if we each maintain an 
effective, aggressive marketing program. 


Serving our mutual customers requires 
our mutual efforts. Only as Marketing Part- 
ners, using our combined skills and ex- 
perience, can we benefit fully from the 
opportunities that await us. 


Let’s get on with the job. 
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The Main Crouse-Hinds Plant. Crouse-Hinds also has subsid 
iaries and manufacturing affiliates in Canada, Mexico and Brazil 


REG US PAT 


MAIN OFFICE: SYRACUSE, N.Y. FIELD OFFICES: Albany, Atlanta, Baton Rouge, Birmingham, Boston, Buffalo, Charlotte, Chicago, Cincinnati, Cleveland, Corpus Christ 
Denver, Detroit, Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, Minneapolis, New Orleans, New York, Omaha, Philadelphia, Pittsburgh, Portland go L 
St. Paul, Salt Lake City, San Francisco, Seattle, Tampa, Tulsa, Washington. RESIDENT REPRESENTATIVES: Baltimore, Md., Meriden, Conn., Reading, Pa., Richmond, Vb., Springfield 
FOREIGN AFFILIATES: Crouse-Hinds Company of Canada, Ltd., Scarborough, Ont., Crouse-Hinds-Domex, S. A. de C. V. Mexico, D. F 
MANUFACTURING LICENSEE: Peterco, Sao Poulo, Brazil 





ELECTRICAL 
date) (-1-t-l lars, 


Qetaber, 1961—ELECTRICAL WHOLESALING 


Is the Problem Vanishing? 


CHRISTMAS GIFT-GIVING— 

a million dollar headache for electrical 
distributors just four years ago— 

now appears to be on the wane. This is 

one finding of a national survey of 

firms in key metropolitan areas just 
conducted by ELECTRICAL WHOLESALING. 


The decision to cut down or 

to cut out Yuletide gifting hasn't 
been unilateral. Customers as well 
as wholesalers—perhaps spurred 

by the resentments aroused among 
their employees by real 

or imagined snubs—have shown 

an eagerness to avoid the crass 
commercialism increasingly linked 
in recent years with the formerly 
friendly gesture. This has helped 
distributors to cut costs without 
alienating customers at a time when 
expense trimming has become vital to 
continuing operation. 


The reasons behind this and other 
significant gift-giving developments 

will be found in the next four pages. 
They contain answers from 41 electrical 
distributors in 14 city trading areas that 
span the nation—answers that may prove 
helpful to your own gift plans. 





Gift Survey (cont.) 





CHRISTMAS gift-giving—once considered a nice touch 
in business—has become almost a disreputable and un- 
appreciated gesture. 

In the electrical wholesaling trade in particular, the 
practice has come to be regarded as an insincere and 
wasteful gesture that pyramided to a point where it ac- 
tually tended to destroy customer goodwill and sales po- 
tential rather than to build and shore it up. 

To eliminate the custom might seem foolish, even sui- 
cidal. Yet this is precisely what many electrical distribu- 
tors have done. Others have cut gifting to the “it isn’t the 
gift—it’s the thought” level. 

What has happened as a result? Has it hurt customer 
relations and sales? On the contrary, customers have ex- 
pressed appreciation for ending the destructive tradition 
and for eliminating much of the bad feeling among their 
employees resulting from real or imagined snubs at 
“Where’s mine?” time. 

In surveying 41 electrical distributors in 14 key city 
trading areas, EW posed 11 provocative questions. Listed 
below you will find them—and many surprising and 
thought-provoking answers. 





What will your company spend on customer 
Christmas gifts this year? 


Out of the 41 distributors answering this question, 20 
gave a dollar figure which ranged from $200 to $5,000. 
Their total averaged out to $1,092.50. Those not answer- 
ing indicated that they either had not as yet decided or 
were keeping the expenditure so small that it wasn’t 
worth mentioning. 

One explained: “Our directors haven’t decided what to 
do. Each year we give some little knickknack. We'll do the 
same this year. In fact, I’ve had so many fountain pen, 
ash tray, etc., salesmen through that I’m sick of them.” 
Here’s a roundup of comment: 

e DALLAS—“We'll spend nothing on Christmas pres- 
ents. It is company policy and I wouldn’t go back to the 
old system for all the rice in China. We’ve had .. . ‘no 
giving’ in effect for about ten years and that includes 
even a book of matches at Christmas. Our salesmen are 
all aware of this policy and they are careful to heed it. . . 
If I thought we made any money out of gifts, we'd give 
them—-since it’s just a money-making plan anyway 
e ATLANTA—“We’re going to do this Christmas ex- 
actly what we did lat—-NOTHING! We'll send greeting 


50 


Across the Nation, 


cards, but that’s all. Five years ago, we were sending out 
fruit, pecans and other substantial gifts, but . . . weve 
decided this is a waste of money. Cards are sufficient.” 

e SAN FRANCISCO—“We discontinued the gift policy 
and have given nothing for the past three years. When we 
did, it was usually personal as far as the salesmen were 
concerned. The company gave the gifts (candy and liquor) 
but the salesmen delivered them. One reason we gave up 
was the yearly hassle over who should get the gifts . . . It 
cost too much money . . . Most customers took it in the 
spirit that they had gifts coming to them... ” 

“We discontinued gift-giving because you can’t sell 
competitively and afford to give your little bit of profit 
away on gifts. The whole situation was getting out of 
hand . . . We have had no trouble with our customers 
about it, since it is now an accepted practice not to per- 
petuate the Christmas present rat-race.” 

e MILWAUKEE—“We are trying to eliminate gifts. It 
is really very difficult. Unless it is done fairly and proper- 
ly, you can get into a lot of trouble...” 

e CHICAGO—“We are not giving anything this year 
We ceased this practice two years ago, and there have 
been no repercussions. We felt the gift thing had grown 
all out of proportion . . . For the past two years our policy 
has been to make a sizeable donation to one or more 
charities. We send cards to customers telling them about 
the donation on their behalf.” 

e CLEVELAND—“We haven't given gifts in three years. 
We donate in the name of our customers to two or three 
charities . . . The gift problem was getting out of hand. It 
took too much time, too much money and customers were 
not satisfied—some were sore . 

e DETROIT—“We want to eliminate Christmas gifts this 
year. If we spend anything, it will be a bare minimum.” 

“My fondest hope is not to send any.” 

“Decision hasn't been made yet, but we're aiming for 
absolutely no gift-giving.” 

e TULSA—“We discontinued the practice 
years ago. Our decision was reached after careful con- 
sideration of the following facts: 

a) A competitive situation reduced profits to the point 
where it was no longer practical. 

b) The number of people involved in order to eliminate 
the possibility of hurt feelings had skyrocketed the cost of 
the practice. 

c) We felt there was absolutely no tangible value con- 
nected with gift-giving. 

We have received no unfavorable comments as the result 
of our decision and several of our closest customers ad- 
vised us that in their opinion, we had made a wise de- 


cision.” 


three 


Is this an increase or decrease compared with 
Christmas in 1960? 


Of the 23 distributors answering this question, 15 indi- 
cated a decrease from 1960 expenditures; 8 said their 
gift spending would remain the same. Here are some of 
their comments: 
e LOS ANGELES—‘We are reducing every year, try- 
ing to get out from under what has turned out to be a bad 
situation.” 

“We spend about the same every year, but try to keep 
cutting back as much as possible.” 
e HOUSTON—“This is on a par with last year and it is 
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Distributors Fight ‘High Cost of Giving’ 


something we have just about cut out.” 

e DALLAS—“We're not going to permit an increase 
over the figure for last year and we even hope there might 
be a decrease of some sort.” 

e ATLANTA—"This is the same amount as last year, 
but only a fraction of what we were spending five years 
ago. The figure then was about $3,000. This is sort of in 
keeping with the decline in profits!” 

“We have cut our Christmas spending down to about 
44 of what we spent four years ago. Where we used to 
give presents, we now send calendars to all customers.” 

e DAYTON—“This is effectively less than last year, 
when we made the biggest cut in spending.” 

e MILWAUKEE — “Gift expenditures are decreasing 
each year, and we're glad of it.” 


When do you buy gifts? Why? 


There seem to be as many differing times to purchase 
gifts among distributors as there are with regular Christ- 
mas shoppers. Among those answering, EW found the 
early shopping planners as well as the last minute shop- 
pers. They all had good reasons. Here are a few: 
e LOS ANGELES—“We usually buy gifts sometime 
between September and November. No real hurry. There 
are plenty of places to buy from.” 
“September's the time to buy 
around to it yet.” 
e HOUSTON—“Because we don’t give blanket gilts 
or gadgets, we usually buy around the first of December 
for a few choice customers that we do a little something 
extra for.” ' 
“We usually buy in the fall because that’s when our 
yearly supply runs out 


but we haven't gotten 


. We give pen and pencil sets 
and key cases for Christmas and for the remainder of the 
year, too” 
e DALLAS—“We order our standard gift—fruit cake 

in August. Other gifts—such as our salesmen give to 
industrial customers—are ordered in October and No 
vember.” 

“To insure delivery in time for the holiday season, we 
order in August or September 

“We order in September or October to get it all behind 
us 
eATLANTA—"We usually buy the gifts a few weeks 
before Christmas.” 
e CHICAGO—*Usually we buy in September, just to 
get the thing out of the way.” 

“Generally start buying in September and October 
It's worked out well in avoiding last minute rushing.” 
e DAYTON 
e DETROIT! If there is a necessity to buy some gifts, 
we won't purchase until late November. Few gifts take 
little time to select.” 

“We won't buy until December because we won't 
purchase more than half a dozen.” 


“What we do buy is bought in November.” 


“We'll buy sometime in December when gift decanters 
and packaging are available.” : 

“Sometime in October. Past experience has proved we 
need that much time for selection, wrapping, etc.” 
e CHARLESTON—“Early fall—habit.” 
e DENVER—“In July—for budget purposes.” 
e PENSACOLA—“We usually buy in September and 
October with shipping instructions for December Ist de- 
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HOW WOULD YOU ANSWER? 


1. What will your company spend on customer 
Christmas gifts this year? 

2. Is this an increase or decrease compared with 
Christmas in 1960? 

3. When do you buy gifts? Why? 

4. What kind of gifts do you give your customers 
—specialty foods, liquor, charity contributions, 
pens-pencils, leather goods or what? 

5. Do you change your gifts each year? If so, 
why? 

6. Who distributes your gifts—the company or 
the salesmen? Why? 

7. Who gets your gifts—top men, assistants, pur- 
chasing agents or the men at the physical work- 
ing level? 

8. Do you see evidence of resentment among 
those who don’t get gifts but know about them? 
If so, how concerned are you about it? 

9. How do you think your customers view your 
gifts—strictly commercial, genuine signs of friend- 
ship, or a combination of both? 

10. How do you view your gifts—as wasteful 
commercial gesture or as real evidence of friend- 
ship? 

11. If you could change the whole gift situation 
—what would you do? 
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livery, because better buys also tie up our money fo! 
shorter length of time.” 
e PHILADELPHIA We buy gifts in November for 


the company, and salesmen purchase their own 


prob 


ibly sooner os 


Please mention the kind of gifts you give your 
customers—specialty foods, liquor, pens-pencils, 
leather goods, or whatever it is. 


One significant (?) fact developed from the answers to 
this question. Distributors apparently are getting away 
from the old accepted idea that “Candy is dandy but 
likker is quicker ‘ 


perhaps because the bottle has become the most “com 


They aren't buying as much spirits 


mercial” and prevalent business Christmas gift. Pens and 
pencils seem the most popular with useful gadgets run- 
ning close behind. Here’s the rundown on gift-types 

e LOS ANGELES—‘For years we have sent out the 
same thing—a half-gallon of maple syrup.” 

“We feel that it's important to give useful items 
like measuring tapes, pens, ash trays, etc.” 
eHOUSTON—“We might give out matches or pencils 
but everything is in the form of advertising and not 
intended as a gift. Actually, each year we give a percent 
of our gross profit to charitable organizations, such as the 
crippled children, and we give $10 presents to our em 
ployees’ children under age twelve. We also mail out two 
types of very attractive Christmas cards to customers ; 

“Usually we give something to wear—maybe a shirt 
or some electrical appliance.” 


CONTINUED 





Gift Survey (cont.) 





‘Christmas Should be a Day of Worship, 


“Other than the pen and pencil sets, which we started 
giving in 1938, we give very little. We'll give out 100 
stainless steel bottle openers and stirrers to our better 
customers.” 

e DALLAS—“We usually give fruit cakes. However, a 
salesman might have a special customer who is a bachelor 
or has made it known that he doesn’t like fruit cakes, 
and we then give him liquor.” 

e ATLANTA—‘“Many of our customers like to hunt and 
fish, and we try to get them inexpensive but appropriate 
gifts. We feel that these are useful to them and that they 
seem personal. Five years ago, we were giving out 10 to 
15 cases of whiskey, which cost a great deal but lacked 
any personal touch at all.” 

e SAN FRANCISCO—“We give liquor, food, cigars and 
a lot of fruitcakes to customers.” 

e MILWAUKEE—“We usually give candy, but some- 
times we give a case of liquor.” 

e CHICAGO—“In the last few years, most of our gifts 
have been one dollar items. In some special cases, we may 
give gift certificates worth $5 or $10.” 

“Slowly cutting down on high cost items—particularly 
reducing the number of cases of liquor. We'll probably be 
out of the liquor gift business in a year.” 

e DETROIT—‘Specialty foods, preferably a mixed 
cheese pack.” 

“If any, it will be a bottle of liquid refreshment.” 

“Ties, cigars, liquor, lighters.” 

e CHARLESTON—“Pencils and pheasants.” 

e PHILADELPHIA—“The company has for years sent 
Virginia hams and golf balls. Other items, which are 
obtained by the salesmen, generally are liquor, food and 
novelties.” 

e WESTERN MASS.—‘“Cigarettes for one customer— 
candy for another.” 


Do you change your gifts each year? If so, why? 


Of the 21 distributors answering, 15 indicated that 
they do change gifts each Christmas season. Variety 
seemed the main reason, perhaps helping to take away 
from the commercial aspects. Here are some of the 
reasons: 

e HOUSTON—“Since we don’t give blanket gifts, we 
change each year and we also have many types of presents 
included in the few we do give.” 

¢ DALLAS—“We’ve standardized on fruitcakes and our 
customers seem to like them.” 

e ATLANTA—“The little inexpensive tokens we give 
vary from year to year. As to just what they will be, our 
salesmen have the final say.” 

e SAN FRANCISCO—“We usually give the same gift 
because this makes it easier for us, and we’ve found the 
choice is acceptable.” 

e CLEVELAND—“We try to change each year so that 
the gift will mean something more.” 

e DETROIT—“In giving specialty foods, we try to 
change the basket selection yearly.” 

¢ NEW ORLEANS—“We change to avoid duplication.” 
e PENSACOLA—“We change for variety but also to 
give a useful and practical item -especially something 
new or a good old item.” 


Who distributes your gifts—the company or your 
salesmen? Why? 


The salesman was designated the gift-bearer by 21 out 


of the 30 distributors who answered this question. The 
company was the deliverer indicated by 6, and 3 distribu- 
tors said they used a combination of both. 

Their answers as to why follow: 

e LOS ANGELES—“We insist that the salesman deliver 
the gift in person as a sign of thanks for consideration.” 

“For the personal contact, it’s the salesmen.” 

e HOUSTON—“The present is delivered by the person 
—possibly myself or a salesman—who calls on that 
particular account. The person who selects the gift 
should deliver.” 

e MILWAUKEE—“The salesmen give our sales manager 
a list of persons to be given gifts. Then we give the list 
to the candy company, which mails the gifts directly to 
the homes of the various recipients.” 

“The salesman delivers the gift, sometimes to the 
customer’s house. This is a ticklish thing. We take extra 
precautions in presentation and delivery.” 

e ATLANTA—‘My partner and I deliver the gifts.” 

“The salesman gives the gift to the person who is his 
contact in each account.” 

e CLEVELAND—“Our gift supplier is given the list and 
he sends them—repeat—he sends them out.” 

e CANTON—“Each salesman delivers to his own custo- 
mers. If it weren’t done that way, it would take what little 
meaning there is right out of the practice.” 

e BIRMINGHAM—“The salesmen distribute these gifts 
and usually take them to the homes of the individuals 
concerned. This is a good way to do it.” 

¢ CHARLESTON—“The company delivers the pheasants 
through direct shipment. Salesmen deliver pencils.” 


Who gets your gifts—top man, his assistants, 
purchasing agents or the boys at work level? 

The key to who gets presents appears to be related to 
who is responsible for placing orders with the electrical 
distributor. Here are some explanations: 

e LOS ANGELES—“We give gifts to whoever is in- 
strumental in the buying decision, engineer, foreman, 
purchasing agent, etc. We're cutting down.” 

“We give gifts to the men writing the requisitions, the 
ones that influence such business. The type of gifts that 
we give wouldn’t influence the president of a company or 
the top man very much.” 

e HOUSTON—“The gifts are presented to the person in 
the company who is in the position of issuing business.” 

“Those pen and pencil sets and key cases are passed 
out pretty indiscriminately to anyone who has his hand 
out and to some who don’t.” 

e DALLAS—“The top people in the company and the 
purchasing agent in some cases receive our gifts.” 

e ATLANTA—“They go sometimes to the top man and 
sometimes to someone ‘down the line,’ depending on 
where our personal friendship lies in the company.” 

e MILWAUKEE—‘This depends upon the salesmen. 
Our salesmen give their list to the sales manager. He re- 
views the list and approves it. We find that salesmen 
tend to look only for today, and fail to give gifts to 
people who really count in the long run.” 

e NEW ORLEANS—‘Purchasing agents—boys at the 
physical working level.” 


Do you see evidence of resentment among those 
who don’t get gifts, but know about them? 


Of 25 distributors answering the query, 14 said that 
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Not of Meaningless Commercialism’ 


resentment existed, 11 said they saw none. Here are their 
verbatim reactions: 

e LOS ANGELES—“Would be concerned if we missed 
a good friend, but believe that gift giving is losing its 
appeal somewhat.” 

e HOUSTON—“Yes—one of our customers asked me 
what size printing we intended to put on the Cadillac we 
should give him after we finished a job. I told him it 
would have our company name in letters 12-ft high and 
he said that would be too big for him to drive.” 

e DALLAS—“Resentment is the thing we always have to 
watch. It is impossible to give to all and our salesmen 
often deliver to the house, with only a card enclosed, for 
the personal touch, with no mention of the company.” 
e ATLANTA—‘Since we do this on a strictly personal 
basis, there’s no room for resentment now—the gifts go 
to our friends. However, when we were giving the 
whiskey, there was plenty of resentment.” 

e CHICAGO—“Sometimes. We have had people come 
to us and say that their gift must have been lost in the 
mail. So we agree and send them a gift.” 

e DAYTON—‘“We always have three or four gripes after 
every season, but we take care of them after the fact.” 
e DETROIT—‘No. After the recent Chrysler ruckus, 
we find most customers don’t really expect anything. Not 
sending hasn't affected our business.” 

e BIRMINGHAM—‘“By delivering these gifts to the 
individual’s home they have managed to keep down the 
resentment of others who do not receive gifts.” 

e DENVER—“Yes, that is the reason for charitable 
contributions.” 

e WESTERN MASS.—‘“Resentment among those who 
did not receive gifts was the reason we discontinued 
gift giving years ago.” 

e PENSACOLA—“Yes and no. We used to give whiskey 
to the “tops” and I would get word back through our 
delivery boy that the man didn’t like the brand, and 
some of the others resented they were left out . . 


How do you believe your customers view your 
gifts—strictly commercial, genuine signs of 
friendship, or a combination? 

Of 25 distributors responding, 13 indicated the view 
was commercial, 9 thought it was friendship, 3 regarded 
it as a combination. Explanations follow: 

e HOUSTON—-“Our customers consider gifts in both a 
commercial and personal light. Some of our customers, 
with whom we are really closely acquainted, consider the 
gift a personal thing. Others put it in the pile.” 

e FORT WORTH—“Our customers take these gifts 
more on a personal basis and we say nothing.” 

e SAN FRANCISCO—“T think our customers view the 
gifts as a combination of commercial custom and genuine 
sign of friendship.” 

e DAYTON—‘I don’t really know how the customers 
look at it. I know the first time a gift is given it is a 
splendid show of gratitude, after that it’s expected and 
by the third year it’s a habit.” 

e¢ CANTON—“I don’t know how they feel. Every year 
we get letters from the director of purchases telling us 
we can’t send gifts, but then some buyer says, “Sure you 
can’t send them but where’s mine?” 

¢ DETROIT—“That depends on the receiver. Some 
continually expect gratuities, others accept it as personal.” 
e CHARLESTON—“A combination of both.” 
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How do you view your gifts—as a wasteful 
commercial gesture or real evidence of friend- 
ship? 

Of 23 distributors 
thought gift-giving was commercial. The other 9 said 
they thought it was friendship. Both groups presented 
some excellent reasoning. Here are some samples: 

e LOS ANGELES—“It’s a commercial gesture. It’s im- 
possible to get by without giving.” 

“Haven't given the situation much thought. It’s some- 
thing that just got started and we go along with. It’s a 
friendly gesture on our part.” 

e DALLAS—“We try to give in the spirit of the season 
to people who are loyal supporters and friends.” 

e FORT WORTH—‘Well, at the beginning of the season 
we regard the present as a warm, personal expression, 
but when we are in the last minute rush of trying to de- 
liver them, I regard it as pretty commercial.” 

e ATLANTA—“We don’t give presents as a result of 
any pressure at all—the industry as a whole has gotten 
away from the expensive gift at Christmas. We sincerely 
want to show our appreciation.” 

e CANTON—“We give them grudgingly— it’s a neces- 
sary evil.” 

e DETROIT—‘I'd like to toss the whole project out 


some window. I don’t believe business would suffer if gift 


answering, 14 stated that they 


giving were eliminated entirely.” 

e PHILADELPHIA—“We have not begrudged sending 
Christmas gifts, but top management of customers are 
discouraging this practice strongly, and we expect to 
abide by their wishes, and cut gift giving to a minimum.” 


if you could change the whole gift situation, 
what would you do? 

Here was an opportunity for the EW distributor panel 
to tee off—and they did. Their comments aptly put the 
lid on this survey. Here’s what they said: 

e HOUSTON—“Christmas should be a day of worship 
and thanksgiving. If I had my way, no one would give 
customer gifts. I know we don’t expect anything whatso 
ever from the manufacturer 

e DALLAS—“If I could do just what I wanted to with 
the whole situation, I had rather cut it all out.” 

e ATLANTA—“Personally, I feel all gifts could very 
well be done away—a letter of appreciation or an appro- 
priate card should be sufficient.” 

e MILWAUKEE—“I honestly think that if a person is 
treated properly during the year, that a Christmas gift is 
not necessary.” 

e CHICAGO—“We would like to dump gifts entirely.” 
¢ DAYTON—“We're going to eliminate it in a few years 
If a salesman wants to give one of his customers a gift, 
he'll have to do so out of his own pocket.” 

e CANTON—“What I'd like to do is get away from this 
commercialism. I'd like to send some kind of greeting 
thanking them and acknowledging their business, but | 
don’t know why I have to spend $25 to do it.” 

¢ DETROIT—“ Abolish the whole thing. At one time this 
was a major enterprise. It no longer is.” 

e¢ WESTERN MASS.—‘“No gifts to anyone.” 

e NEW ORLEANS—“Cut it down.” 

¢ PENSACOLA—“First thought is to discontinue, but we 
really do like to show our appreciation, so we will prob 
ably continue so long as we can squeeze out enough profit 
It's rough when you quote your best prices throughout 
the year to come up with a profit.” 








Kirby Risk’s Scholarship Plan Is. . . 


Solving the Gift Problem 


NCE a year, the customers of 

Kirby Risk Supply Co., Inc., La- 

fayette, Indiana become “Pur- 
due Pushers,” through the courtesy of 
the electrical distributor. 

This is part of a program initiated 
by the firm in 1956 to solve the many 
problems involved in Christmas gift- 
givir.g. And the problems involved in 
this phase of the operation can turn 
into headaches, according to Presi- 
dent Kirby Risk. 

“Before we started our new gift- 
giving program, it was difficult to de- 
cide each year just what to give our 
customers at Christmas,” the official 
continues. “We were never sure just 
how useful our gifts were to our ac- 
counts. In addition, we were continu- 
ally receiving letters from our cus- 
tomers asking us not to give their 
employees gifts at Christmas.” 

e The New Plan—Risk finally de- 
cided that any form of gift-giving 
should be for a worthy purpose. Being 
interested in young people, and also 
having been graduated from Purdue 
University in Lafayette, Risk decided 
to set up a scholarship fund to which 
contributions would be made in the 
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By Robert S. Bush 


OFFICIALS look at magazine article about gift-giving program. Left to right are 


Sales Manager Stanley Newhard of 


Kirby 


Risk Electric Motors, President Kirby 


Risk and Vice President Glenn Safford, Kirby Risk Supply Co.. Inc 


names of the distributor’s customers 

The scholarship is for $250 annual- 
ly, and is granted to one person each 
year. Providing the recipient main- 
tains the requirements for receiving 
the scholarship, the student can re- 
ceive the fund for the entire time 
spent at the university. This means 
that in a four-year period, the entire 
scholarship for the student amounts 
to $1,000. 

Although only one student is award- 

ed the scholarship each year, four 
students were receiving the fund—one 
in each classification from freshman 
to senior, four years after the pro- 
gram was introduced. 
e Requirements—The fund 
ed on the basis of scholarship and 
need. Purdue University officials 
make the selections, and Kirby Risk 
Supply has no voice as to whom will 
be awarded the scholarship. In mak- 
ing the initial arrangements for the 
fund with school personnel, Risk re- 
quested only that students from the 
local trading area be selected. 

Contributions made by the distribu- 
tor are the same for each customer. 
This sum amounts to $2. Each Christ- 


is award- 


are mailed to customers 
informing them they “Purdue 
Pushers,” and that contributions to 
the scholarship fund have been made 
in their names. 

The change in Kirby Risk’s gift pro 
gram was announced by letter to all 
customers at Christmas in 1956. 

“In lieu of individual Christmas 
remembrances—to you and our other 
valued customers and friends—we 
pioneering in what we sincerely be- 
lieve is a very worthwhile project—the 
establishment of a four-year scholar- 
ship at Purdue University,” Risk 
wrote. 

“In the true Christmas 
University will grant this scholarship 
to some outstanding and worthy high 
who otherwise 

opportunity to 
the 


mas, cards 


are 


are 


spirit, the 


school graduate 
would not have an 
continue his or her education,” 
letter continued. 

“We want to thank you for your 
continued friendship during 1956, 
which made possible the 
ment of this project to aid deserving 
young people.” 

Since the program was started in 
1956, Risk has mailed letters twice 


establish 
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CHRISTMAS lette: with “Pur- 
due Pusher” card is sent to customers 
annually. Cards sometimes are substituted 
for letters. At right, above, is copy cf 
story in “Purdue Alumnus.” 


to his customers that have included 
pictures of the Purdue students re- 
ceiving the scholarship fund. He in- 
tends to do this only once every four 
years so that no one picture of a 
student will be duplicated 

e A Record—Risk maintains a com- 
plete record of the amounts of money 
he has contributed to the scholarship 
fund in the name of each customer. 
These records are kept in separate 
files for “in-town” and “out-of-town” 
customers. This gives the official a 
quick reference of knowing not only 
whom to contribute for, but also the 
total of how much the firm has given 
for each customer. 

“We are not interested in the com- 
mercial aspect of this program,” Risk 
explains. “We are interested only in 
acknowledging the business our cus- 
tomers have given us, and in helping 
needy students. 

“We have received numerous let- 
ters from our customers about this 
type of program, and as far as they 
are concerned, they appreciate it and 
accept it 100%. They are satisfied, 
and we are being of benefit in fur- 
thering the education of youth.” 
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EVERY FOUR years, Kirby Risk sends Christma 


Year letters to customers that picture each student who 


and New 


fiind 


currently participating in the company’s scholarship fund 


Comments from the recipients are always includec 
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“Too much stress has been placed 
on book lighting,’ says George 
Hresko (below, right), lighting 
salesman for Griffith Electric 
Supply Co. in Trenton, N.J. As a 
rule of thumb, 








Hresko says that modern lighting 
should be sold like clothes—to 
fit the personality of the house 
and the people: ‘‘! look for the 
unusual in providing atmosphere, 
beauty and effect.” 
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Lighting Salesman Extraordinaire 


By Herb Cavanaugh 


HETHER HE'S selling lighting, 
managing the showroom, or 
giving “super” service, George 

Hresko, lighting showroom manager 
for Griffith Electric Supply Co., Tren- 
ton, N.J., departs from the ordinary. 
© Book Lighting— According to 
Hresko, his primary aim in lighting 
any job is to attain beauty, correct 
atmosphere and comfort. “I like to 
try something new on each job,” he 
says, “and I find that I learn some- 
thing new with each job (they’re all 
different).” 

Hresko complains that there has 
been too much emphasis placed on 
“book lighting” and declares that in 
residential and commercial illumina- 
tion—his cup of tea—‘there is no 
such thing as prescribed lighting, ex- 
cept when you are attempting to get 
a pre-determined ftc level.” 

e Like Selling Clothes—‘Al! I'm in- 
terested in is getting the desired ef- 
explains Hresko. “For example, 
the 
were 
and 
find 
are 


fect,” 
in residential lighting, 
sell lighting like you 
clothes—to fit the people 
house. It’s important to 
what kind of people you 
ing to and what their hobbies, 
reations and occupations 
they basically formal or 
types? Are they presidents or clerks? 
Are they looking for high price or 
low price fixtures? 

@ Word-of-Mouth Ads How do 
you obtain this information? Hresko 
explains: “Make them feel at ease in 
the showroom, when you're selling in 
the showroom and_ wherever 
come in contact with them, create a 


idea is to 
selling 
the 
out 
sell- 
rec- 
are. Are 
informal 


you 


bond of friendship between the sales- 
man and the You 
this by convincing them that you will 
not sell them anything that does not 
do them or their home justice or fix- 
tures that are not the 
for the job. 

“For example,” Hresko, 
‘l once turned a young couple down 
the fixtures they 
picked were not right for the job, 
and | told them. Later on, they 
mitted they were wrong. | think when 
you sell like this, when you get your 
mind off price and ‘making that sale’, 
you can easily inspire trust and friend- 
ship in customers. In addition, it 
creates a lot of word-of-mouth 
vertising that ‘Griffith can be 


customer. can do 


correct ones 
continues 
because 


on a sale 


ad- 


ad- 


says 
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trusted.’ Naturally this brings us a lot 
of additional lighting business.” 
e Houses to Mortuaries — Hresko, 
formerly an interior decorator, has 
sold lighting and layed jobs out for 
houses, ballet studios, restaurants, mil- 
itary _ installations, small 
churches and rectories, and display 
areas in commercial establishments. 
He has given lectures on lighting and 
has won awards for displays 
which he built in local home shows 
e Used Dimmers In commercial 
lighting jobs, his one aim is to get 
people “in the store to buy.” But in 
one case he was not only required to 
get people in with lighting, he also 
had to chase people out 

This was in a roadside 
which had peak times of 
When it was slow, Hresko planned 
low level lighting so customers could 
take their time. When business picked 
up, he planned high level lighting to 
speed up the turnover. Hresko ac 


offices, 


also 


restaurant 


business 








INSPECTION of modern, all-concrete, “house-in-the-round.” titled 


complished this through three types 
of lighting controlled by several 1800- 
w dimmers located in the owner's 
office. 
e On the Job—Hresko 
some jobs he “practically 
the site,” following through right on 
to installation and use of the lighting. 
e In the Showroom—Since Hresko 
joined Griffith five years the 
firm’s lighting showroom sales have 
increased considerably. Limited by 
the amount of space the showroom 
provides (it is in the shape of a tri- 
angle, 24 ft at the base and 50 ft on 
each side), Hresko was confronted 
with the problem of making it an 
efficient sales operation. Here’s how 
he did it: 
e Spent 
plays himself (standard manufacturers’ 
displays would not fit specifications of 
showroom) so that every “last inch” 
was to show off fix- 
D splays were 


that on 
lives on 


says 


ago, 


two years building dis- 


of space used 


tures and housewares 





new horizons 


by builder Merle Downs (right), is carried on by Hresko, who says that, checking 


¢ } 


back on the job site while fixtures are being installed is an important phase of his 
selling success. This model home will sell for over $20,000 


CONTINUED 








Salesman Extraordinaire (cont.) 











Hresko’s ideas. For example, he built 
one of plastic-glass and mounted 
recess lighting fixtures in it so con- 
tractors could see how they were in- 
stalled in a ceiling. Another display, 
built around a steel pillar, uses peg- 
board to demonstrate electric clocks 
and rotates at the touch of a hand. 

e Constantly cut out good light- 
ing ideas with new slants from various 
magazines and fit them inside a port- 
folio kept in the showroom for the 
use of customers. 

e Set up appointments at night 
with the home owner who is buying a 
“house-full” of fixtures. Griffith takes 
one a night so that its salesmen are 
able to give more time to the interests 
of the customer. “Either that,” says 
Hresko, “or we set up two appoint- 
ments at different times during the 
evening.” Calling cards are used to 
introduce the contractor’s customers. 

The primary aim in re-designing 
the showroom for maximum use of 
space is, says Hresko, “you can’t sell 
something unless you show it.” In ad- 
dition, Hresko has increased the in- 
ventory and back-up stock. 

e Super Service—‘“The difference in 
selling lighting fixtures,” says Hresko, 
‘is service.” He says there have been 
many times when Griffith has _ re- 
placed a damaged fixture when it was 
neither the manufacturer’s nor Grif- 
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COFFEE BREAK with Jerry Brewer, owner of The Charcoal Hearth in Trenton, 
finds Hresko checking up on effects of modern lighting job he laid out and sold 
here. Hresko says they wanted lighting that would bring the customers in. 


POSING at the doorway of Griffith’s triangular lighting showroom, Hresko shows 


what can be done with “every last inch of space.” 


With no room for manufac 


turers’ displays, Hresko had to tackle the job of bringing more stock out from the 
warehouse by building numerous displays himself from wood and plastic 


fith’s fault. “Many times,” says 
Hresko, “the customer is surprised 
with our policy, but they don’t forget 
us and it increases our business way 
out of proportion to the returned de- 
fects.” By way of illustration, Hresko 
cites the time when a recessed kitchen 


fixture became full of water, due to 
faulty plumbing. We provided the cus- 
tomer with a new one,” says Hresko 

“Too lenient? The fellow who 
moans about how bad business is in 
the lighting field—ask him if he pro- 
vides this kind of service.” 


ELECTRICAL WHOLESALING—October, 1961 












He's an 





N Englishman, who came to the 
United States in 1957 to live 
near two daughters, has now be- 
full-func- 
tioning salesman in helping to increase 
service for Poin- 
Denver. 
salesman, 


come a valuable asset as a 


sales and customer 
dexter Electric Co. of 

The distributor's Stan 
Brooks, was the manager of a public 
service district in England prior to 
going to Denver. He was in that city 


only a short time when he was em 
ployed at Poindexter. 

e Some Problems— My first duties 
involved credit and accounting work,” 
Brooks says. “There were some dif- 
ficulties here because of the differ- 
ences in codes, names of materials 
and manufacturers that I had been 


However, 


become 


accustomed to in England 
it didn’t take too 
acquainted with the system that was 


long to 


new to me.” 

When Brooks was asked if he 
would like to sell outside, he saw an 
opportunity not only to learn more 


about the electrical distributing busi- 
ness, but also possibly to bring in new 
business for the company. 

In an attempt to 
goals, the salesman made cold calls 
on potential customers who had never 
done with Poindexter Elec- 
tric, and accounts who had not made 
purchases for a long time. 

These calls basically were goodwill 
visits to find out why the industrial 
and contractor buyers were not mak- 


achieve these 


business 
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SALESMAN Stan Brooks, who started working at Poindexter Electric 


\ LAMPS 





after he left England, does much more than sell to his customers 


By handling many 


Import Whos an Asset 


ing purchases, and also to explain 
just what the distributor could offer 
in the way of materials and services 

For about three months, I didn't 


do much business, but I certainly got 
an education,” Brooks 
thought perhaps that the potential cus- 
tomers would not 


because of my 


' + 
explains I 


accept me as a 


salesman English ac 


cent. However, it seemed to make 
them more friendly towards me. | 
think that in the first three months 
as a salesman, I probably learned 
more from the people on whom | 


learned from me 


benefit of 


called than they 
However, it worked for the 
everyone.” 


e A Personal Approach—By main- 


taining personal and frequent con 
tacts with these potential customers, 
Brooks has found that they not only 


are beginning to buy in 
from the distributor, but he 
ound that his 


quantilies 
also has 
duties 


have increased 
handles ] 


where he e from 
to finish. 

Although the salesman makes regu- 
iar calls on contractor and industrial 
accounts for maintenance 
his basic function is submitting and 
following up quotations for bid jobs 
Many facets are involved, all of which 
are handled by Brooks. For 
he obtains the basic information such 
as prices and availability of materials 
from the manufacturer. 

His work does not begin, however, 
until the customer who 


now a Sa 


tart 
Stail 


materials, 


instance, 


receives the 





functions, 





he relieves work of other personnel 


bid places the order with Poindex- 
ter. Then, Brooks arranges the order 
himself, constantly checks the pro- 


gress of the delivery with the manu- 
facturer handles all the paper 
work connected with the order 


Because I am personally 


and 


involved 


in the sale, I should be responsible 
for the order from start to finish,” he 
says. “I am not only qualified to 


know more about the order than any- 


one else, but this procedure also re- 
lieves much of the work from office 
personnel, including the purchasing 


and expediting departments 

¢ Smooth-Flowing Operation Re- 
cently, another employee, Merle Lord 
began Brooks. One of the 


two is always in the office to answer 


assisting 


customers on the pro 


Both are able not 


inquiries from 


gress ot bid iobs 
only to give better assistance to the 


customer, but also to aid other of the 
distributor’s inside personne] 
Brooks and 


For instance, Lord are 


continually attempting to get price 
quotations from manufacturers. Of 


ten, they obtain price 
formation that will be 
purchasing department 


pass along immediately 


and product in 
valuable to the 


This, 


they 


“Our sales have increased substan 
tially because ot this rdded Tunct on, 
Sales Manager J. P. Richard says 

: area 


“Now, we not only are able to give 
the customer more but we 
are able to 


efficiently distributor 


service, 
also function more 


“as a 




















Specialization 
At the Counter? 


SUPPLY counterman can immediately 
check warehouse for stock information 


Because the officials at 
Electrical Engineering feel 
that is the best way to serve 
industrial customers (above 
left) and contractor cus- 
tomers (below). 


PECIALIZATION at the counter 
is the best and most logical meth- 
od of giving service to the con- 

tractor and industrial customer, ac- 
cording to P. L. Shreve, manager of 
the electrical department of Electrical 
Engineering & Equipment Co., Des 
Moines, Ia. 

“It’s necessary to separate the con- 

tractor customer from the industrial 
customer,” the manager explains. 
“Take the apparatus and supply busi- 
ness, for instance. There are so many 
items involved in this area that the 
countermen have all they can do to 
handle these items effectively. They 
must be as familiar as possible with 
each item. This is enough of a pro- 
ject without getting into the industrial 
lines.” 
e Physical Separation — As distin- 
guished from the apparatus and sup- 
ply counter, industrial counter sales 
involve such products as gears, coils, 
motor controls, generators and 
motors. 

The manager of the electrical de- 
partment says that if both contractor 
and industrial counters were intermix- 
ed, there would be many conflicts. He 
adds that industrial customers, for in- 
stance, normally buy different types 
of materials than electrical contrac- 
tors. 

“If both made purchases at the 
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WAREHOUSEMAN can reply to counter 
request by way of intercom system 


same counter from the same counter- 
men, confusion probably would 
reign,” Shreve explains. “Because the 
types of products they want are dif- 
ferent, each group would not be in- 
terested in listening to the conversa- 
tions and products ordered by the 
other group. In addition, the indus- 
trial group might have to wait longer 
for service, since it tends to be out- 
numbered by contractor customers.” 

To solve these apparent difficul- 
ties, the city counter was divided into 
two sections. Two countermen main- 
tain each section. In this manner 
each is responsible only for the know- 
ledge of the particular items required 
by the type of customer he serves 

By knowing more _ information 
about fewer products, each counter- 
man has become more of an expert 
in his line of products, and is able to 
serve the customer better and faster 
e Good Coordination — An addi- 
tional method for giving the customer 
fast service involves telephone sales 
and inquiries. Unless the customer 
specifically asks for the particular 
department, the switchboard operator 
asks what products are involved in 
the order or inquiry. When she has 
this information, she can connect the 
customer with either the contractor 
or industrial counter. This, Shreve 
explains, eliminates confusion and 
waste of time for the customer and 
counterman. In effect, each depart- 
ment no longer gets wrong calls. 

“Everyone, of course, has to be 
handled differently,” Shreve says. “In 
a sense, you have to be a psychologist 
in dealing with your customers. At 
the counter, we have attempted to 
give our customers the best service, 
and get them out fast. We think this 
specialized service at the counter 
helps us accomplish this.” 
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QUICK SERVICE in filling orders for counter customers 
is stressed by the distributor. 
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LARGE 


related section of 





DISPLAYS of items are arranged above the 


the contractor or industrial 











ROLL-AWAY display of tools is shown here in front of 
the industrial counter. Display can be moved easily 


61 


‘We Have Become a Glorified 


That's how distributor Carl 
Wille, Wille Electric Supply, 
Modesto, views his firm's 
relation to customers oper- 
ating in a highly competi- 
tive national economy. 


By Howard J. Emerson 


HE CHANGING PATTERN of 

industrial maintenance in the small 

city markets is bringing new op- 
portunities, new challenges and more 
profits to the electric supply distribu- 
tor, says veteran Carl A. Wille, owner 
of Wille Electric Supply Co., Modesto, 
Calif. The activity at his 39-year-old 
full-line distributorship serving a 
2,500-sq mi territory in the heart of 
the nation’s largest food processing 
area is a good example of how basic 
changes in the pattern of industrial 
electrical maintenance affects distrib- 
utor operations. 

Moving the pattern of operation of 
a long-established, small-city electrical 
supplies distributor from years of 
balanced market coverage of con- 
tractors and retail outlets have been 
these factors: 

1. Large industrial concerns are 
still following the post-war trek to 
sources of production-line labor, 
bringing modern plant facilities into 
smaller cities. With them come par- 
ent-company policies and efficiency 
standards that make a full-size main- 
tenance department standard proce- 
dure. 

2. Long-established local industries 
have been expanding and modernizing 
as necessary moves to keep them- 
selves alive and profitable in an in- 
creasingly competitive market. 

3. Mergers of companies in the 
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INTERESTED management is key to profit in steadily growing, small city markets 
Distributor Carl Wille (/eft), checks with sales manager, Carl Dorsch, on increasing 
inventory of industrial electrical equipment parts. Shelves behind contain all motor 
control replacement parts—a fast-growing product category. 


same business have been frequent 
during the last 10 years, and with the 
merger comes a size justifying resi- 
dent engineers and maintenance 
crews. 

4. Many once-small local opera- 
tions have been absorbed to function 
as units of national companies. Large 
company standards of maintenance, 
repair and construction come with the 
new ownership. 

5. For all those concerns and 
others, the steadily increasing costs 
of labor have made more and more 
important the need for the type of 
maintenance that prevents break- 
downs or lessens the time of work 
stoppages. 

All those changes have taken place 
in Carl Wille’s Modesto market area 
during the decade of the °50’s. To 
Wille the changes have been a chal- 
lenge that he has met and from which 
Wille Electric Supply Co. has grown 
in volume and profit. Meeting these 
has brought about four 
basic changes in Wille’s operation— 


challenges 


dif- 


con- 


new thinking by management; a 
ferent approach to sales; new 
siderations in inventory; and more at- 
tention to service. 
e For Management, Big Thinking 
Carl Wille, or other 
distributor going through this transi 
tion to more industrial electrical main- 
tenance business, has had to learn to 
think big—big business, that is. And 
he has had to pass on this thinking to 
his staff. 

lo understand the needs of 
trial plant engineers and electricians, 
Wille must think of distributor- 
ship’s relation to customers operating 
in a highly competitive national econ- 
omy far 
cry from the local contractors with 
their small construction their 
frequent lack of management ability, 
their day-to-day problems of credit, 
their concentration on buying at 
price without other considerations 

Wille has had to learn to work pet 
sonally and through the staff with new 
customers whose industrial approach 


any small city 


indus 


his 


These accounts are often a 


jobs, 


a low 
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SPECIALTY SALESMAN Charles Hor- 
ton is selling best when he is counseling 

either helping plant engineers keep up 
to date on the latest products (above), 
or providing technical information on 
products to the engineers when a change- 
expansion on the 
in firm’s 2 





over or is boards 


(right), 2,500-sq mile area 


to the purchase of electrical equip- 
ment and supplies is more cued to the 
value of those goods to the production 


tl establish- 


price of a product, to the 
ment or maintenance of labor rela 
tions, and to whom no product is of 
any value because it is cheap but on- 
ly if it is what they want when they 
want it 

Wille has learned to think and to 


steer the thinking of his staff along 
other lines that separate the sel ing to 


contractors and to industrials 


For example, when industrials e1 


trust maintenance and construction 
jobs to contractors, the latter are call 
ed on to select the materials and to 
estimate the cost. The contractor can 


and often does, negotiate prices with 
a distributor or shop various distribu- 
tors. The electrical supplies distribu 
tor has little or 
ultimate user on the value of products 


no chance to sell the 


that may be slightly higher in price 

Then contrast, a manufacturing 
or processing plant with a mainte 
nance department qualified to buy di- 


in 
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rectly from a distributor, relies on the 
distributor for the technical knowl- 
edge of electrical products and their 


lication to the maintenance, repair 


app 
and small construction jobs that are 
handled by the plant’s staff. Such 


distribu- 


“Tu 


arrangement offers the aler 


t 
to he tr 


tor an opportunity e truly 
functioning.” 

A new attitude 
in the distributor 
“thinking-big” 
counts, Wille 


fairly 


toward pricing must 
management's 


] 
al 


he 
toward industr 
found. He 


customer 


av 
has must 
the 


industr 


to 
The 


for 


price 


] 


al market 


who 


the house is 
no business the distributor 


; . } nr " 
customer ¢ » price 


n 
ler 


Cl 


gouges a yecause 
was 
for 


away all of 


mentioned when the or 
placed Neither ] 
the distributor who gives 
his 
cordingly. 
the 


Wa 


s 


s it a business 


seTfvices ac 


well 


and cuts his 
Industrials are 
price” of 
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veyors are the demands these custo 
ers make on the distributors, Wille 
points out. And distributor mat 
ment must orient its think to ac 
cept the changes in organiz 1 that 
will be necessa;ry to neet the de 
mands—changes in selling methods 
changes in type of service; changes in 
inventory policy. Why these changes 
are necessary and how Wille Elec 
tric Supply Co. has adjusted to the 
over a decade and a half, is told here 


e Selling, By Specialists 


the specific needs of the dustrial 
market, Carl W lle has made his sales 
force a staff of specialists One m 
works only with selected group of 
large manufacturing and process 
plants. Another has some small indus 
trials and those electrical contr 
who do considerable industrial n 
tenance business Another |! t 
other contractors rd tl hardware 
farm supply, variety d other stores 
that buy electric supplic res 
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nance specialist free of other sales 
responsibilities for several reasons 
that, better than any other way, point 
out the differences in selling to this 
market: 

1. No regular schedule of calls on 
customers and prospects can be fol- 
lowed by a salesman with any volume 
of industrial maintenance business, 
Wille explains. 


In the first place, the plant engi- ¢ 


neers, electricians, purchasing men 
and others don’t want the distributor’s 
man to come around on a specified 
day and at a regular hour. They 
want an established relationship with 
a distributor and his specialist-sales- 
man—and then expect to have him 
available when they want him. And 
when they do need him, it may be 
for a moment over the ’phone or for 
three or four days at the plant while 
a big job is planned. And there is 
always the need for the salesman in 
emergencies at any hour of the day 
or night or week-ends. With seasonal 
food processing usually a 24-hour 
continuous operation, no breakdown 
can be tolerated for long and no in- 
dustry can afford idle workers. 
Periodic calls, rather than sched- 


uled calls, are the pattern for Wille’s 


industrial salesmen. On these visits 
the salesman has several purposes, 
none of which is to come away with 
an immediate order. On these calls 
he will be handling public relations, 
maintaining the relations between the 
company and the distributorship, to 
watch for complaints on products or 
service and to clear them satisfac- 
torily. He will be seeking an idea of 
the industry’s plans for the near fu- 
ture — changeovers, new machines, 
new lighting, new construction—any- 
thing involving electrical equipment 
so the salesman will be able to be 
ready with technical and product 
knowledge, etc., when the time 
comes. He will be there too as an 
“answerman” for the engineers, the 
electricians, even some of the equip- 
ment operators, regarding electrical 
equipment he has sold to them in the 
past. 

On most of these visits to his in- 
dustrial customers, the salesman from 
Wille’s will bring one or more sam- 
ples of products, new or old, that are 
applicable to this particular industrial 
plant. He may encourage that the 
sample be borrowed and put into use 
for a while. Experience has shown 
that if it proves its worth to the com- 
pany, it will stay and possibly others 
will be ordered. 

2. The industrial salesman at Wille 


SERVICE TAKES MANY FORMS at Wille Electric Supply Co. since this 
Modesto distributing firm increased its industrial business. Salesman-special- 
ist Horton helps maintenance men understand goods he sells them (right), 
and is available when special jobs are underway in the field (above). 


Electric Supply Co. is free of a reg- 
ular call schedule because he must 
take time to stay being a specialist. 
He can’t be due and expected for a 
regular Monday morning call when 
he should be at a supplier’s showing 
of new sub station equipment in 
San Francisco. (Wille sells quite a few 
substations to his _ industrial 
counts!) Not only must the salesman 
be at such meetings, he must have a 
reading schedule for the material 
that comes regularly from suppliers 
in ovder to have the knowledge that 
keeps his industrial accounts depend- 
ing on him. 

3. Some of the time 
must be used with Wille’s inside staff to 
see that the services there conform to 
the needs of the industrial customers 
he serves. And, of particular impor- 
tance, there is close contact with pur- 
chasing to anticipate the needs of the 
industrial buyers. This may mean 
keeping purchasing up-to-date on 
changing preferences in styles, mod- 
els or brands of electrical goods. 
Often it comes from the salesman 
knowing what special goods should 
be in stock because of jobs not yet 
underway but soon forthcoming, or 
his advice may be based on his close 
knowledge of seasonal changes in 
food processing operations that will 
bring a demand for particular repair, 
maintenance or changeover parts. 

4. Selling techniques by the sales- 
man are adapted to the customers’ 
needs. Because he is a specialist with 
his time unhampered by a rigid sched- 
ule, the salesman from Wille Elec- 
tric Supply Co. serves his industrial 


ac- 


salesman’s 


customers more like a counselor than 
a salesman. It is his job to work with 
the industrial’s engineers more as a 
liaison between the user and the sup- 
plier of electrical He must 
know how to help select the right 
product for the right place. He must 
know how to get it there when it is 
needed. And he must be able to help 
the industrial’s maintenance men get 
parts quickly when repairs or recon- 
ditioning are needed. He has a key 
position in keeping the industrial con- 
cern up-to-date and in profitable op- 
eration. For that service he expects 
and gets orders for most of the elec- 
trical equipment the company buys 
And for making him available for 
that service to the industrial, Carl 
Wille expects and gets a fair profit on 
the sales. As idealistic as it sounds, it 
is nevertheless the situation at Wille 
Electric Supply Co. and with other 
small city distributors who have learn 
ed how to serve their increasing mar- 
ket among industrials. 

Obviously, Carl Wille didn’t corner 
this business by concentrating on de- 
veloping the right salesmen and the 
right sales techniques. He had to back 
up the sales-counseling effort with 
changes in the distributor operation. 
e Inventory, Broader and Deeper 

Because of his location in the cen- 
ter of a food processing area, Carl 
Wille long has carried electrical goods 
commonly used by this highly elec- 
trified industry. But in the last 10-15 
years, as the food processors grew 
larger and more automated and other 
types of industry moved into the area, 
his inventory has seen more changes 


goods. 
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It has grown in breadth or depth in 
three ways: 

1. Wille carries more specialized 
electrical products in greater quan- 
tity or in more sizes than the average 
distributor because of the types of in- 
dustry peculiar to the Modesto area. 
This includes a variety of industrial 
blowers, fans and filters so common 
for the food processing rooms. It in- 
cludes extensive inventory of refriger- 
ation control equipment, refrigeration 
valves and thermostats. While there 
are specialist suppliers of all that 
equipment, Wille carries it because 
his industrial customers expect to be 
able to get it from him when order- 
ing the electrical equipment that goes 
into the frequent changeovers and ex- 
pansions. Wille has it and he 
salesmen who know its application 

2. As more industrials establish 
their own maintenance departments, 
Wille’s inventory of materials for the 
repair of electrical equipment have 
increased and become an important 
factor in his industrial volume. These 
industrials expect and get from Wille 
a wide variety of replacement parts 
—motor control coils, oil 
tight control 
greases and tapes for electric motors 
Carl Wille points out that an increas- 
ing practice of industrials using scores 
of electric motors—for the food proc- 
essors, the number goes into the hun- 
dreds—is to order machinery without 
the motors. Then, when the machines, 
which may have come from a variety 
of manufacturers, installed, the 
company buys and installs one brand 


has 


contacts, 


stations, special oils, 


are 
of electric motors. Spare motors are 
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kept on hand. When a breakdown oc- 
curs, a new motor can be installed in 
minutes, saving hundreds or thou- 
sands of dollars that would be lost in 
idle labor or spoiled goods during a 
longer stoppage. Then with processing 
underway, the maintenance men can 
repair the motor with parts or ma- 
terials they keep on hand or can get 
from Wille within a half-hour 

Wille’s inventory of electrical parts 
has increased 1,000% in 10 years 
Originally the investment was high, 
says Wille, but as more and more in- 
dustrials operate their own mainte 
nance departments, and these units 
take on the repair of equipment as 
well as circuits, turnover has in- 
creased to a profitable level 

3. Inventory of goods used by the 
maintenance departments in_ their 
work has increased in size, impor- 
tance and profit for Carl Wille. He 
now stocks heavily on electrical con 
trol instruments—voltmeters, amme- 
ters, ohmmeters, power factor meters, 
etc. To supply the maintenance men, 
he has a far above average stock of 
the tools electricians use plus special 
masonry drills, 
of every description. 

4. For his industrial market Carl 
Wille has expanded the normal elec- 
trical supplies distributor’s inventory 
in those types, sizes and capacities 
that are used more frequently by the 
industrials than by the contractor mar- 
ket. His inventory is broader in con- 
duit, duct, motor controls and lighting 
equipment. However, all inventory 
for this profitable industrial market is 
not special and not much is in slow- 


wrenches, dies, saws 


unusual being able to 
supply the special needs of the in- 
dustrials gets Wille the industrials’ 
needs which are not special but right 
from the normal stock that Wille in- 
ventories for his contractor and re- 
tailer market 

e Service Is Special—In Carl Wille’s 
four-point approach toward develop- 
ing the industrial business, 
expansion of customer 
key factor. Naturally, management's 
understanding of its industrial 
tomers, the techniques of a salesman- 
specialist, and the development of 
special inventory, are all services. But 
there particu- 
larly delivery. 

Most of the for 
accounts are handled in the 
set up for all Wille’s customers 
livery by Wille’s trucks within the city 
and adjacent areas, by public carrier 
elsewhere. Rush orders most fre- 
quently will-call with the indus- 
trial sending in a pickup truck for the 
suddenly material 
However, can't 
send for a tush order, 
Wille’s will take the 
truck and make special trip 

For emergencies during times when 
Wille Electric Supply is 
industrial customer has a phone num- 
member of Wille’s staff 
This is for 24-hour 
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can be reached 
use, including weekends. In spite of 
the plant maintenance department's 
effort to keep repair parts for most 
emergencies there are times when only 
something out of Wille’s stock will 
stop the idling of labor and prevent 
damage to perishable fruits or vege- 
tables. When that happens, someone 
from Wille’s will get out of bed, get 
the material out of stock and deliver 
it to the customer. He will even wait, 
should the maintenance men need his 
advice on the part or should 
other materials be needed. This serv- 
ice even has extended to Carl Wille 
getting an electrical contractor out of 
bed to bring his men to an industrial 
plant where work was 
needed. 

“We have become a glorified serv- 
ice station”, says Carl Wille 
more than a 
tion from the role of a 
city distributor to that of 
in serving industrial 
trical And as 


type of business being handled by dis- 


using 


emergency 


as he re 
of tra 
normal 


Views decade 
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needs. he looks at the 
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tributors serving mostly house-wiring 


contractors, Wille seems to be 
well satisfied with what has happened 
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You Can Help Contractors 
Sell More House Wiring 


Here's how distributor salesmen can help their contractor customers sell-up residen- 
tial wiring. It's a method based on time-tested and contractor-proven ideas. Object: 


to give each homeowner a custom-tailored wiring system. 
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FORM letter congratulates home buyers 
and offers to meet their needs for a 
tailored electrical system. The letter 
about the of the program 


tells essence 


OW WOULD you rate your con- 

tractor customer when it comes 

to selling the huge residential wir- 
ing market? 

Is he a champ—or a chump? No 
matter which classification he falls in, 
here are some time-tested and con- 
tractor-proven ideas that your custom- 
er can use to beef up his volume in 
residential wiring. Maybe you can pass 
them along to him on the next call 
you make. 

[he ideas belong to a planned pro- 
gram that has been the key to success- 
ful residential wiring business for Re- 
liable Electrical Contractors, Inc. 
East Orange, N.J. 

Albert Handshuh, president of the 
firm, says that the aim of the program 
is to maximize the business potential 
of electrical contracting in large-scale 
housing developments. The foundation 
that the program uses is solid promo- 
tion and merchandising. The goal: 
custom-tailored wiring systems for 
homeowners, so they can have the 
particular types of light and power 
loads they want. 

e Pay Off?—How does the program 
pay off the electrical contractor? 

e Continually expanding volume of 
work; 
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S — Switch 

R — Recept 

O — Light 
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AC — Window Air Cond 
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FLOOR plan worksheet for homeowner of purchased model 
Diagram shows present electrical outlets. Additional facilities 


can be noted by using given symbols 


e Pleasant and enjoyable customer 
relations; 

@ Personal satisfaction of an imag- 
inative and creative contribution to 
modern electrical living. 

How has it paid off for Handshuh’s 

firm? From a business viewpoint, the 
program has consistently boosted vol- 
ume of electrical work from 20- to 
40% for each housing project. The 
following are the details of the pro- 
gram. 
e Contact Purchaser—The funda- 
mental objective of the “electrical 
living program” is the same in every 
development: contact the purchaser of 
each house before the house is built 
and offer the purchaser electrical wir- 
ing capacity tailored exactly to present 
and future loads. The purchaser is 
advised as to the load handling capaci- 
ty of the basic wiring system which is 
installed with the house. Then, in ac- 
cordance with the purchaser’s desire 
for more lighting, appliance loads or 
convenience receptacles, a higher 
capacity system is worked out. 

The most desirable way of selling 
more circuitry than the basic system 
is for the contractor to meet with the 
Mr. and Mrs. and find out what their 
present and future needs will be. When 
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a get-together cannot be arranged, the 
program includes a mail-order plan 
(see illustrations) for selecting addi- 
tions to the system provided in the 
price of the house. 

e Builder's Role—How does the con- 
tractor find out about the name of 
the purchaser of each house? 

He is notified by the builder that 
a couple has purchased a home in a 
development. The names of the couple 
are given along with the model pur- 
chased. A package of literature is sent 
by the contractor to the couple. The 
package contains: 

1. A form letter (opp 

2. Three sheets of 
(above). 

3. A postage-paid, business reply 
envelope: with this, the purchaser can 
return the floor plan sheets on which 
he has noted the electrical work he 
wants done. Depending upon the re- 
sponse from the mailing, a discussion 
will be arranged with the homeowner 
or the job will be installed as per the 
marked floor plan sheets. Work order 
and specific details are in the custom- 
er’s own handwriting. This protects the 
contractor from customer-objections 
and misunderstandings. Payment is 
remitted in advance. 


page) 


floor plans 
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100 Amp. Service w/20 Circuit 
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OTHER side of sheet shows more items and unit prices for 
each. Homeowners fill in number of items wanted l 
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e Envelope Refinement 
er’s emblem is used on each 
reply envelope as well as on the form 
letter. The presence of the emblem 
suggests that the contents have some 
thing to do with the recipient’s recent 
purchase of a house. This minimizes 
discarding of the material and 
the homeowner to look into the pro 
posal carefully. 

e Big Sign-up—In 
Contractors, Inc 
about 60- to 80-‘ 


gets 


practice Reliable 
have found that 
of the purchasers 
of homes in any project sign for more 
wiring than provided in the basic price 
of the house. This additional wiring 
can be traced directly to the 
tor’s organized sales campaign 
e Who Are The Buyers?—! 
tractor wiring 
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probably 
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ELECTRICAL supplies counter is in 
easy reach of general office; has 
separate street entrance, plus door to 
warehouse and fast moving stock 
behind the counter. 


FACADE of new building has pro- 
tective overhang over concrete walk 
which runs length of building. Black 
top parking lot has room for 100 cars 
and trucks. 
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ONE story, $100,000 brick and masonite building 
has 20,000 sq ft, is within easy driving distance 
from all parts of city. New house has cut costs 
and stock breakage, increased sales volume 
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House: Accent on Accessibility 


OCATING on a new site with 
plenty of parking space and 
unique warehouse layout has paid 
off in more profits and lower insurance 
rates for Roden Electrical Supply 
Co., Knoxville, Tenn 
Since opening the doors of the 
new operation on January 2nd, 1961 
H. D. Roden, president of the firm 
reports sales up in contractor, indus 
trial, radio-TV serviceman (electronic 
parts) and utility markets 
In addition, out-of-town, drive-in 
counter business has increased with 
no counter customers lost at all. Roden 
also expects an increase in his present 
EACH department at Roden, including the general office, has its own door turnover. 
to this neat, well-lighted warehouse. e Why They Moved—Roden moved 
its operation because, says the com- 
pany president, “for 25 years we op- 
erated from an antiquated complex 
of five, two-story buildings where 
loading and unloading was done in 
an alley from one door. Our ware 


> 


house men were constantly running 
up and down to fill orders and we 
were always worrying about the in 
creasing problem of parking outside 
our 15,000-sq it warehouse This 
meant a lot to us because our counter 
trade is a big part of our business— 


of the total volume 





For More Details, Turn page 





ELECTRONICS parts counter serves radio and TV repairmen. Inventory 
amounts to about $300,000. 


LINK between Roden’s three depart 
ments is this passageway running al- 
most the entire length of front of 


building 
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IN EAST TENNESSEE. 


FAST HANDLING. 


KNOXVILLE, TENN 
Phone 4-985! 





We Are Now in 
Continuing 25 Years of 


Better Than £ver 
SERVICE 


@ PLENTY OF PARKING SPACE 
AT OUR FRONT DOORS. 


BEST ELECTRICAL SUPPLY COUNTER 
SERVICE IN EAST TENNESSEE. 


BEST ELECTRONIC SUPPLY COUNTER 
SERVICE IN EAST TENNESSEE. 


BEST DISPLAY OF FINEST FIXTURES 


Come See Us Soon! 


124-144 OKLAHOMA AVE. N. W 


Our New Locations! 








EVERYTHING ON ONE FLOOR FOR 


ELECTRICAL UTILITY SUPPLIES 


GROVE CENTER 
OAK RIDGE, TENN. 
Phone 5-5716 


BRISTOL STORE — 101 THIRD STREET, BRISTOL, TENNESSEE 
VISIT OUR LIGHTING FIXTURE DISPLAY ROOMS 


RODEN ELECTRICAL SUPPLY COMPANY, Inc. 
Wholesale 


ELECTRICAL, RADIO AND TELEVISION SUPPLIES 
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10) THIRD STREET 
BRISTOL, TENN 
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Accent on Accessibility (cont.) 





Outside Roden 


Roden Electric solved its problems 
by having a 20,000-sq ft, one-story 
building erected on a centralized site 
within easy driving distance from all 
parts of the city. A large black-top 
apron is spread out in front of the 
new house, providing ample parking 
space for 100 cars and trucks and 
for the firm’s large drive-in counter 
trade. 

e Separate Entrances—The $100,- 
000 brick and masonry building has 
three separate entrances for its three 
departments: residential l‘ghting fix- 
ture and built-in appliance showroom; 
electrical counter area; _ electronic 
parts counter area. All three en- 
trances are located in front of the 
one-story building, facing the parking 
lot. At the southern-most tip of the 
building — still facing the parking 
lot—is a double door entrance to the 
shipping and receiving departments. 
All departments, designed for free- 
dom of movement for Roden’s em- 
ployees and customers, are easily ac- 
cessible from the outside as well as 
from within. As an added conveni- 
ence factor, the facade of the new 
building has a protective overhang 
jutting out over a concrete platform 
which runs the length of the building. 


Inside Roden 


Though Roden’s new house is only 
5,000 sq ft larger than its old loca- 
tion, efficient use of space, unique 
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MAILING piece previewed Roden’s move. Coinci- 
dentally, Roden’s Bristol branch, formed in 1952, 
opened its new house at approximately the same 
time. Branch operation has 10,000 sq ft of space 


design and modern facilities draw a 
significant contrast. 

“Everything is now on one floor,” 
says Roden. “With 20,000 sq ft in 
our new building, we have complete 
lighting fixture displays (over 300 
fixtures) and all our other customers 
can come in and park easily without 
loss of time. All the stock is located 
where we can see it right away; in- 
creased aisle widths enable us to use 
four wheel trucks for stock assembling 
and better lighting gives us faster 
order filling and inventory taking.” 
e Savings — According to Roden, 
not only has contractor waiting time 
been cut in half since the move, but 
so has breakage of stock—especially 
in the fixtures department—“the one 
floor operation has taken care of 
that,” says Roden. 

Another big saving has come from 
lower fire insurance rates. Roden 
says that brick and masonry-con- 
struction and a fire-resistant roof have 
enabled his firm to save $100 a month 
in fire insurance expenses. “The con- 
struction of the building also made it 
unnecessary and uneconomical to put 
up a sprinkier system,” adds Roden. 
(For more information on fire in- 
surance, see EW—Apr. °59, p. 132). 
e Layout—In Roden’s new house, 
all doors lead to the warehouse (see 
diagram). Each section, with the ex- 
ception of shipping and receiving 
(which is part of the warehouse), has 
its own door to the warehouse area, 
where the stock for that section is 


quickly available. The electrical and 
electronic counters also have shelving 
for fast moving items. 

e Hub — In the center of every- 
thing is the general office area, which 
lies between (see diagram) the show- 
room and electrical counter on one 
end and the electronics counter and 
shipping and receiving departments on 
the other. All departments are easily 
accessible from the general office 
area, which has a door to the 
warehouse. Reason: Roden 
had the office located this 
he can keep in constant contact with 
customers in addition to quick check- 
ing. 

e Radio Contact—For its 
of sales employees—four 
and four electronic—plus its two de- 
livery trucks, Roden uses a 
communications system for fast serv- 
ice. Salesmen can use it only when 
in the city limits. Roden sells these 
units—railroads use them for Ca- 
boose-engine hook-ups—and many of 
the firm’s salesmen demonstrate the 
system to the customers when they 
are out on city calls. 

e No Open House—Customers were 
notified of Roden’s new location via 
direct mail. No open house was held 
because, says Roden, “when you have 
them you usually don’t accomplish 
what you could have done by spend- 
ing the same money on advertising 
in the newspapers. Later on, we may 
have an open house for contractors 
only.” 
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Ryall’s New 1-Story House: 


Move With Potential—Plus 


Future planning has paid off for Ryall Electric Supply Co. in Denver. 


By thinking carefully of future expansion, the firm 


not only doubled its 


space in a recent move, but can triple its area in the future. 


MOVE to a 
enabled Ryall 
Co. of Denver to 
space. 
One of the problems facing the 
firm’s management was lack of space. 
“This can always be a problem un- 
less thought on future expansion is 
carefully considered,” General Man- 
ager N. L. Willard says. “Prior to the 
move, we not only had no more room 
in our warehouse, but we also had 
no more room for expansion. To con- 
tinue good service to the customers, 
our only course of action was to 
move.” 
e Future Thinking—In planning for 
the future, Ryall officials chose a lo- 
cation on which adequate—and rela- 
tively new—buildings existed. Not 


location has 
Electric Supply 
double 


new 


its 
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only were the facilities ideal, but ad 
ditional land permit fu 
ture expansion to the present 
size. 

Office and warehouse at the 
location total 30,000 sq ft, twice 
a at the old location. The total 
which Ryall’s 
situated is 53,125 sq ft. 

Located in a warehousing di 
of Denver, the 


would 


twice 


area 


space 
new 
the ar 
area on operation 1s 
strict 
distributor is near 
main highways and streets. Although 
the move was made from the com- 
mercial district of the city to the west 
city limits of Denver, the 
building is much easier. 
e More Business—No more 

ing problems are involved for 
tomers, who now can get to the firm 
for their supplies quickly. Willard em- 
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Move With Potential—Plus (cont.) 








FIXTURE == 
CONDUIT STORAGE DISPLAY 





REEL STORAGE FIXTURE 
STORAGE 








COUNTER 
AREA PARKING LOT 




















COUNTER AREA features displays of items in which 
contractor customers might be interested. Counter salesmen 
always suggest materials to customers which they might 
have forgotten. The counter area is in separate building 
from main office. Customers can go to counter area without 
entering main building where office is located 


TOOLS are stored in area adjacent to counter area. 
A complete line of tools for every mechanical and 
electrical need is stocked; effective displays attract 
the counter customer to the nearby area. 
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OFFICE 
AREA 














LIGHTING SHOWROOM is in main office area. Space is provided 
for regular sales meetings. Below, the firm’s parking lot is shown 
together with the receiving and shipping areas. Building in back 
ground is for contractor entrance to counter area 
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THREE OUTSIDE salesmen comprise Ryall’s selling 
team (left). Left to right are Tom Belcher, Tom 
Ryall and Jim Lunn. Above is the firm’s General 
Manager N. L. Willard, who directs sales. 
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COUNTER AREA and residential showroom are combined in new location. Unique 
displays above counter, and display of all factory fixtures, are outstanding. 


New Facilities Boost Service 


New facilities and services are shown to 
customers and manufacturers at open 
house of Windsor Electrical in Rye, N.Y. 


O SHOW customers and manufacturers the new facili- 
Tes: and services available to them, management at 

Windsor Electrical Distributors Corp., Rye, N.Y., held 
an open house recently which about 700 persons at- 
tended. 

The building of the new distributing plant, originally 
located in White Plains, N.Y., contains 10,000 sq ft on the 
inside. Outside space reserved for rigid conduit totals an 
additional 5,000 sq ft. The old facilities contained 6,700 
$q ft. 

President Robin Simms has stressed good lighting at 
the new facilities, both for display and for illuminating 
the building adequately—inside and out. His own office 
is a good example. Here, Simms has included an all- 
electric ceiling, not only to provide adequate light, but 
also to put it to use as a selling factor. Each panel in this 
ceiling represents that of a different manufacturer, and 
includes the use of color. 

Another feature includes the use of outside—and 
covered—space for the stocking of rigid conduit. This 
provides more space inside for other essential items. 

Windsor Electrical Distributors Corp. is an affiliate of 
the Garfunkel Co. of Jersey City, N.J. This organization 
has affiliates in New Jersey, New York and Florida 


74 


WAREHOUSE EQUIPMENT includes fork lift trucks on 
which items can be moved easily. 
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INTERCOM system at reception desk 
links all areas for better 


service 


OUTSIDE AREA is ut 
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THE SALESMAN’S TECHNICAL NOTES No. 92 
ALTERNATING CURRENT gereration may be understood by corsia- 


ering a single conductor o7 *he armature of a simple 2-pole gerer- 
ator and applying rhe principles of electromagrerie tnducrior? fer yar- 
jous positions of the conductor as 1? rotates jr phe rragrerirc #1e/a. 








Armature conductor at this point (taken as 3ero 

adegrees) is moving paralle/ with magnetic //7€S. 

No /ines are being tal; no vollage 18 duced 777 
y conductor: no current 4/0WS: 


As armature rotates, conductor begins fo cur 
4lux /ines, sndidting @ vollAGEe GAA CuarrerI7. 
Application of Clght-Fiatid rale stows hae 
carren?t tlows inte paper, indicated 

by symbo/ ® 


When conductor reaches the 90° point +f 7s cutting 

the tax at right angles and hence at a maximum 
rare. Maximum voltage 1s 1duced at rhs 
P\On?. 


As conductor continues arourtl the induced 
voltage decreases, until conductor again 
moves paralle/ Fo *hux fines a? 180° ad 770 
vo/tage /s s7Auced. 





As the degree of rofarion passes the (80 
point conductor 1s again —- thx, PA/s 
Yime From lett to right Right-hand ritle 

shows curren? how slowing oar of paper, 
jndicarted by syrabo/ ©, 


Jnguced vo/lage reaches rnaximurn at 270° 
Ahern decreases So zero a? F60,° ar whic 
Yume a 110W cycle LEGITTS. 














MAGNITUDE °F YotTAce (OR CURRENT) AT VARIOUS POINTS OF ROTATION 
MAY BE PLOTTED AS SHOWN. CONNECTING THE PLOTTED 
POINTS GIVES THE FAMILIAR SINE WAVE ASSOCIATED WITH ALTERNATING CURRENT. 











MAGNITUDE AT ANY POINT OF THE CYCLE 
REPRESENTS AN INSTANTANEOUS VALUE 
OF VOLTAGE OR CURRENT 


MAGNITUPE AT 90° AND 
Jf 20° REPRESENTS THE 
MAXIMUM VALUE OF 
VOLTAGE OF 
cYCLE ENDS 
HERE; NEW 


CYCLE BEGINS. 
1 4 4 


DEGREES OF eed 


DIRECTION OF INPUCED 
VOLTAGE AND CURRENT 
REVERSES AT [80° 














| ONE COMPLETE CYCLE CovERS 360° OF ROTA- 
ae 








TION. AT GO CYCLES PER SECOND, ONE 
CYCLE IS COMPLETED IN !/6GO SECOND. 
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Pinpoints the Information You Need on... 





Alternating Current 


By J. F. McPartland 
And W. J. Novak 


F ALL the electric energy used 
today, most of it is of the alternat- 
ing current (or ac) type. 
Although there are many and varied 
specific applications in which direct 
current is used today, the character- 
istics of alternating current electricity 
suit it to general use for power, light, 
heat and signals in modern residential, 
commercial, institutional and indus- 
trial buildings. A sound understand- 
ing of the nature and applications of 
alternating current is essential to a 
practical and effective background in 
electrical technology. 


Basic Concept 


A first explanation of alternating 
current is best given by comparing it 
to direct current electricity. In a dc 
circuit, the electron flow through the 
conductors is always in one direction 
—or the current flow is direct, from 
which the name direct current comes. 
In an alternating current circuit, how- 
ever, the direction of current flow is 
constantly reversing on a fixed time 
basis. These current reversals—or 
current alternations, to use a more 
precisely descriptive word—occur in 
a uniform manner, with a fixed fre- 
quency. Consider one cycle of the 
alternating current flow: 

Starting from zero (no electrons 
moving in the conductor), current be- 
gins to flow in one direction through 
the conductor. Starting slowly, the 
amount of current flow increases to 
some maximum value; then, with the 
same speed, the current decreases to 
zero. But as soon as the current gets 
to zero, it does not stop. It immedi- 
ately makes the same variation in 
value, from zero to maximum and 
back to zero, but with the electrons 
flowing in the opposite direction from 
that of the first variation. This back- 
and-forth shuttling of the current is 
repeated constantly so long as the 
source of ac voltage is applied to the 
closed circuit. 

From the foregoing description, it 
is seen that alternating current flows 
in one direction for a fraction of a 
second, reverses and flows in the other 
direction for the same fraction of a 
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second, reverses again, etc. The char- 
acter of alternating current flow is, of 
course, determined by the character 
of the voltage source supplying the 
circuit. That is, the current is produced 
by the voltage; and its alternations 
are the result of the alternations of 
the voltage and the characteristics of 
the circuit through which the current 
flows. Current flow through any con- 
ductor will conform to the type of 
voltage applied. A dec voltage pro- 
duces de current. An ac voltage pro- 
duces an ac current. 


Frequency of AC 


The most common frequency of 
alternating current power in use today 
is 60 cycles per second. Some utilities 
make available 50-cycle current, and 
some produce 25-cycle current. Of 
course, electric power of higher fre- 
quencies is widely generated on a 
local basis for specific applications in 
commercial and industrial buildings. 
High-frequency lighting—400 cycles, 
840 cycles or even higher frequency 
—is generally supplied from motor- 
generator sets or various converters 
which are themselves supplied by 60- 
cycle circuits. Various induction and 
dielectric heating equipment is fed 
from unit converters at the point of 
use. And use is made in some indus- 
trial plants of portable electric tools 
operating at frequencies above 60 
cycles. 

The frequency of an alternating 
current is usually expressed simply in 
terms of “cycles”. For instance, 60 
cycles or 400 cycles. But this must be 
understood to be a shortened form of 
“cycles per second”. In the case of 
60-cycle current, the designation re- 
veals that the current goes through 
exactly 60 complete cycles of current 
alternations in each second. Each 
cycle consists of current variation 
from zero to maximum to zero in 
one direction and from zero to maxi- 
mum to zero in the other direction. 
As a result, there are 120 reversals 
of direction of current flow during 
each second. 


Method of Generation 


The common type of alternating 
current power used for general pur- 
pose power and light loads is pro- 
duced by alternating current genera- 


tors. In an ac generator (or alterna- 
tor) the rotor usually contains the 
electro-magnetic field which sets up 
the magnetic flux lines. When the 
rotor is rotated by the prime mover 
driving it (steam turbine, gas turbine, 
water wheel, steam or combustion en- 
gine), the magnetic lines of force are 
made to cut through the stationary 
conductors of the mounted 
around the inside of the stator. 

As described earlier, this relative 
motion between lines of force and 
electric conductors produces an elec- 
tromotive force in the conductors 
Because of the rotating action of the 
lines of force cutting through the coil 
conductors and the varying angle at 
which the lines cut the conductors, 
the voltage produced in the coils al- 
ternates in polarity and varies in in- 
tensity during each half cycle. Thus 
the emf is produced in an alternating 
voltage. A simplified explanation of 
the generation of an alternating emf 
in a single conductor is given in an 
accompanying sketch, where, for the 
sake of simplicity, the coils are shown 
on the rotor of a 2-pole generator 
and the field poles are represented as 
fixed magnets. 

Variation in the value of generated 
voltage is shown in the graph. A 
curve plotted from the instantaneous 
values during one complete cycle of 
the 2-pole generator has the same 
shape as a curve would have which 
showed the values of the sine of the 
various angles of rotation. The wave 
shape is therefore called a “sine 
wave”. All references to alternating 
current for power and light electrical 
systems are based on the assumption 
that voltages and currents are sine 
waves. All references to alternating 
half cycles have the same shape but 
successive ones differ in polarity. 
Those above the line are common!y 
referred to as positive alternations 
and those below the line as negative 
alternations. 

During the alternations of an alter 
nating voltage or current, the value 
at any given time is called the “in- 
stantaneous” value; and the greatest 
value reached in each half 
called the “maximum” value 
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Class of 1961: 
Grad Gallery 


Once again, EW presents the newest 
group of electrical achievement certifi- 
cate winners with their personal profiles. 


HE fifth graduating class of ELECTRICAL WHOLE- 

SALING’s “20-Hour Electrical Course” includes the 

22 men presented here. They hail from Canada to 
Kansas. This new group brings the total number of 
graduates for 1960-61 to 122. 

Among the “students” were 11 men from Crescent Elec- 
tric Supply Co., Des Moines, Iowa, and 7 graduates from 
the National Mill Supply Co., Inc., Ft. Wayne, Ind., 
and a salesman from the Canadian General Electric 
Co. Ltd., Quebec, Canada. All those who passed the 
course were wholesale personnel, except for an assistant 
sales engineer from Westinghouse Electric Corp., Ft. 
Wayne, Ind. He took the course with the employees of 
National Mill Supply. 

As before, the general opinion of the 20-Hour Elec- 
trical Course was one of enthusiasm. Those who took 
the course ranged once again from branch managers to 
countermen. 


Mark Halverson Donald L. Henkle 

Assistant Manager, 
Mark Halverson, Crescent 
Electric Supply Co., Des 
Moines, Iowa, has been 
with the firm for nine 
years and specializes in 


Branch Manager, Don- 
ald L. Henkle, American 
Electric Co., Dodge City, 
Kansas, has been with the 
firm for five years. He is 
27 years old, married and 
construction materials and has two daughters. Special- 
apparatus. He says he izing in the sale of control 
found the 20-Hour Elec- and distribution equip- 
trical Course to be an ment, Henkle says that he 
“enlightener” and = an found the 20-Hour Elec- 
equally good “refresher”. trical Course interesting 
Halverson is 37, married and helpful in acquainting 
and has three children. He him with some of the 
is a member of the VFW, technical knowledge with 
the American Legion and which he was unfamiliar. 
the Rocklyn Gun Club. Henkle’s favorite active 
Favorite sports are foot- sports are baseball, bowl- 
ball and golf, ing and fishing. 


Joseph J. Bertsch, Jr. 


Joseph J. Bertsch, Jr., 
Crescent Electric Supply 
Co., Des Moines, Iowa, is 
a warehouseman-counter- 
man at the firm. With the 
company for a_ year, 
Bertsch is 22 years old. He 
specializes in construction 
materials and wiring de- 
vices and says that he liked 
the systems designs best in 
the 20-Hour Electrical 
Course, because it gave 
him the knowledge he 
wanted in industrial and 
residential service layout. 
Bertsch’s favorite active 
sports: football, golf. 


William T. Higgins, Jr 


Outside salesman Wil- 
liam T. Higgins, Jr., West- 
inghouse Electric Supply 
Co., Baltimore, Md., has 
been with the company for 
one year. He is 43, mar- 
ried and has one child. 
Higgins, who spent six 
years with another distri- 
butor, says that he found 
the 20-Hour Electrical 
Course offered an excep- 
tional opportunity to in- 
crease his knowledge and 
proficiency in the business, 
thereby making himself 
more valuable to his cus- 
tomers. Favorite sports: 
golf, tennis and baseball. 


Edward T. Brophy 


Edward T. Brophy has 
been with Crescent Elec- 
tric Supply Co., Des 
Moines, Iowa, for one year. 
A combination warehouse- 
man-counterman, Brophy 
is 24, married and has 
two children. He is a mem- 
ber of the Isaac Walton 
League. Brophy says the 
20-Hour Electrical Course 
gave him the know-how to 
be able to converse in- 
telligently about electrical 
equipment with the firm’s 
customers. Brophy’s fa- 
vorite active sports are 
baseball, bowling 


Jack D. Johnson 


Jack D. Johnson, outside 
salesman for Crescent 
Electric Supply Co., Des 
Moines, Iowa, has been 
with the firm for almost 
four years. Johnson is 30, 
married and has three 
children. His previous ex- 
perience was seven years 
with another wholesaler 
and his specialty is selling 
electrical construction ma- 
terials to electrical con- 
tractors. Johnson likes to 
watch football, baseball 
and basketball. His fa- 
vorite active sport is golf. 
Hobbies: dancing and 
cards. 
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Douglas J. Cass 


Douglas J. Cass does 
take-off work in the quota- 
tions dept. of the Cana- 
dian General Electric Co. 
Ltd. With the firm for 
seven years, Cass is 28 and 
married. Concerning the 
20-Hour Electrical Course, 
Cass says that it gave him 
a lot of needed knowledge 
and a lot more in refer- 
ence for future learning. 
Cass’ favorite spectator 
sports are hockey and 
baseball. He prefers to 
take active part in such 
sports as skiing and swim- 
ming. 


Harold Jonas Jr. 


Harold R. Jonas, Jr., 
price clerk at Crescent 
Electrical Supply Co., in 
Des Moines, lowa, has 
been with the firm for 2 
years. He is 23 years old, 
is married and has one 
child. Jonas’ previous elec- 
trical experience was in 
the U.S. Navy. About the 
20-Hour Electrical Course, 
he says: “It has clear- 
ed up a lot of questions in 
my mind.” Jonas’ favorite 
armchair sport is watching 
the rodeo. His list of out- 
door activities include such 
pastimes as water sports, 
hunting, fishing. 
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Larry L. Dalman 


Larry L. Dalman, out- 
side salesman for Nation- 
al Mill Supply Co., Inc., 
Ft. Wayne, Ind., has been 
with the company for four 
years. He is 26, married 
and has two sons. Dal- 
man, who previously spent 
three years with another 
distributor, says that the 
20-Hour Electrical Course 
was “very interesting and 
very helpful, giving a wide 
understanding of applica- 
tions in electrical prob- 
lems.” Dalman’s favorite 
sports are golf, bowling 
and fishing. 


L. J. Kingsley 


L. J. Kingsley, branch 
manager of Crescent Elec- 
tric Supply Co., Des 
Moines, lowa, has been 
with the firm for 25 years. 
He is 42, married and the 
father of six children. 
Kingsley, who says he 
enjoys selling all types 
of electrical equipment, 
found that the 20-Hour 
Electrical Course was an 
“excellent aid for all our 
people, especially those 
new to the electrical busi- 
ness.” As an indoor sports- 
man, Kingsley prefers to 
watch football. Outdoors 
golf, fishing, hunting. 
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Robert I. Ellingwood 


Robert I. Ellingwood, 
counter man for National 
Mill Supply Co., Inc., is 
28, married, has one child 
and has been with the Ft 
Wayne, Ind. firm for three 
years. Previously an elec- 
trician’s apprentice, Elling- 
wood, who says he special- 
izes partly in controls, says 
that the 20-Hour Electrical 
Course helped him on con- 
trol problems and contain- 
ed valuable information 
for him. As an active 
ballplayer, Bob Ellingwood 
likes to take part in base- 
ball and basketball. 


Carl L. Moses 
Carl L. Moses, office 
clerk at Crescent Electric 
Supply Co., Des Moines, 
lowa, has been with the 
company for over two 
years. He is 25, married 
and has two children. Spe- 
cializing in small appli- 
ances and electrical sup- 
plies, Moses says he found 
the 20-Hour Electrical 
Course to be very helpful 
to someone as new in the 
field as himself. “I think 
the theory part of this ses- 
sion was very good and 
easy to understand,” he 
says. Favorite 
sports: golf and baseball 


outdoor 


Bernard E. Frey 


A beginner in the field, 
Bernard E. Frey, found 
that the 20-Hour Electrical 
Course presented him with 
a broad technical back- 
ground in “easy to grasp” 
terms. Frey is a lamp and 
Kardex clerk at Crescent 
Electric Supply Co. in Des 
Moines, lowa. He has 
been with the firm for al- 
most two years. Frey, who 
served three years in the 
Air National Guard, is 22, 
married and has one child 
He says he likes to watch 
all sports, preferably base- 
ball and football. 


William C. Murphy 


Counterman William C. 
Murphy, Crescent Electric 
Supply Co., Des Moines, 
lowa, is 23, married and 
has two children. He has 
been with Crescent for al- 
most three years. Murphy, 
who says he tries to touch 
on all products and ap 
plications in the field 
found the 20-Hour Elec 
trical Course very helpful 
in explaining many prob 
lems of the field. Mur- 
phy’s favorite sports ac 
tivities are football, track 
(spectator sports) and golf, 
softball and bowling (ac- 


live sports) 
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Chuck Ross 


Chuck Ross is an out- 
side salesman for Crescent 
Electric Supply Co., Des 
Moines, Iowa. He has been 
with the company for al- 
most four years. Ross is 
24, married and has two 
children. His specialty is 
calling on contractors, util- 
ities, industrials and small 
appliance dealers. His fa- 
vorite spectator sports are 
football, baseball, and bas- 
ketball and he enjoys hunt- 
ing. Ross says that he 
particularly liked the por- 
tion of the 20-Hour Elec- 
trical Course dealing with 
theory. 


Philip M. Clark 


Assistant Sales Engineer 
Philip M. Clark, Westing- 
house Electric Corp., Ft. 
Wayne, Ind., has been with 
the corporation for almost 
four years. A graduate of 
Purdue University, Clark 
is married, 25, and has two 
sons. On the job, he is 
associated with the sale of 
distribution apparatus, mo- 
tors, controls, etc. and says 
that the 20-Hour Electrical 
Course gave him practical 
“every day” information 
that he needs to supple- 
ment _ the theoretical 
knowledge he obtained in 
college. Clark’s favorite 
active sport is golf. 


John L. Ross 


John L. Ross, electric 
heating specialist for Cres- 
cent Electric Supply Co., 
Des Moines, Iowa, has 
been with the company for 
two years. He is 22, mar- 
ried and has one child. His 
favorite spectator sports 
are football, baseball and 
bowling and his favorite 
outdoor activities run the 
sports spectrum from 
Course, Ross says: “It has 
bowling to football. About 
the 20-Hour Electrical 
given me increased confi- 
dence in speaking with 
utility and contractor per- 
sonnel.” 


Darrell Shackley 


Darrell Shackley is an 
outside salesman for Na- 
tional Mill Supply Inc., 
Ft. Wayne, Ind. With the 
firm for five years, Shack- 
ley is 36, married and a 
graduate of Manchester 
College. Shackley says that 
the 20-Hour Electrical 
Course has helped him in 
his specialty, calling on 
engineering depts., in in- 
dustrial plants, and “in- 
creasing sales through the 
purchasing depts.” Shack- 
ley’s favorite spectator 
sports are basketball and 
football and he actively 
enjoys golf. 
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William R. Furmish 


Outside salesman Wil- 
liam R. Furmish has been 
selling for National Mill 
Supply Co., Inc., Ft. 
Wayne, Ind., for a year. 
Furmish is married, 30 
years old, and has two 
children. He says the 20- 
Hour Electrical Course 
gave him a much better 
understanding of all the 
different phases of elec- 
tricity from the fundamen- 
tals to the more technical. 
Furmish’s favorite active 
sports and hobbies are 
hunting and fishing. His 
top choices in spectator 
sports are ice hockey 


and high school basketball. 


Charles R. Ludwig 


Charles R. Ludwig is 
manager of National Mill 
Supply Co., Inc., Ft. 
Wayne, Ind. With the 
company for seven years, 
Ludwig is 39, married and 
has three children. He is 
a graduate of Indiana Uni- 
versity with a B. S. De- 
gree. A member of Ser- 
toma International, Pur- 
chasing Agents Assn., Lud- 
wig states that the 20- 
Hour Electrical Course 
was very useful and well 
worth the time spent. Lud- 
wig prefers to watch foot- 
ball and basketball in his 
leisure time, along with 


playing golf. 
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Robert E. Bieberich 


Robert E. Bieberich, su- 
pervisor at National Mill 
Supply Co., Inc., Ft. 
Wayne, Ind., has been with 
the firm for 16 years. He 
is 48, married and has two 
children. Formerly an air- 
craft inspector for civil 
service, Bieberich special- 
izes in wire, wiring de- 
vices, motor controls and 
lamps. He says he found 
the 20-Hour Electrical 
Course helpful in giving 
him a much better under- 
standing of the customer’s 
needs. Bieberich says his 
favorite spectator sports 
are baseball and _ basket- 
ball. His hobbies are fish- 
ing and boating. 


Ronald Wayne Rothgeb 


Price clerk, Ronald 
Wayne Rothgeb of Na- 
tional Mill Supply Co., Ft. 
Wayne, Ind., has been with 
the firm for a total of 17 
years. Rothgeb is married, 
39 years old and is the 
father of three children. 
Rothgeb says that the 20- 
Hour Electrical Course 
definitely assisted him in 
understanding more com- 
pletely the products that 
he deals with every day. 
As a leisure time activity 
Rothgeb prefers to watch 
football. As an outdoors 
man he concentrates on 
his favorite hobbies: fish- 
ing and hunting. 
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Get the lions shay 


Why limit your total potential by going 
along with an outdated electrical line! 






Are you shortchanging yourself by using suppliers that can’t deliver the product 
advantages your customers want? Can your profits afford the added costs of “missed”’ sales 
that reduce the best salesmen to a level of low productivity? See how you can satisfy 


customers’ needs with the up-to-date developments you get with an Allis-Chalmers 


franchise. See how you'll benefit from the service . . 


. the training . . . the promotional 


support that A-C offers. Write today. Franchises for one or more A-C electrical lines 


are available in some areas. 





Help customers achieve greater efficiency with 
new A-C low-voltage motor control centers: 
customers .save space, cut maintenance costs, 
hae : A - . 
reduce downtime with A-C modular units. Ex- 
clusive new Track-Guide drawout mechanism 


makes unit removal easier, safer 
struction and other features 
nance ease, safety. 


add to mainte- 


Stay ahead with this complete, new 
line of low-voltage motor controls: 
Allis-Chalmers new, flexible, uni 
tized design is industry’s most ad 
vanced. In operating benefits, in re- 
liability. It practically eliminates 
service problems. And pays off for 
you in more sales, lower handling 
costs . with simplified inventory 
requirements, fast delivery from the 
factory and regional warehouses 
Allis-Chalmers low-voltage control 
is available in sizes 00 through 9 


Your 


Plug-in con 
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Offer the decade’s newest high-voltage devel- 
opment with 2-high, drawout SPACEMAKER 
control: This new controller design can cut 


floor space needs in half. It’s the safest, 
most accessible control available. Has ful/ 
drawout construction. Weighs less. Installs 


easier. Easiest to inspect and service. And 
sells as good as it sounds 








Low-voltage A-C switchgear: low-cost answer 


to an outdated electrical system. It distrib 
utes full power at the center of the load 
Voltage drop and conductor losses are min 


imized secondary wire to machines is 
shorter and less ¢ xpensive There's no space 
problem! Customers can mount low-voltage 
switchgear anywhere, in a corner, on bal 


in the basement 


conies 


— ‘ 
i 
N° 
ee Sil - 


Allis-Chalmers dry-type transformers install 
quickly, help you pick up extra profits: These 
lightweight transformers mount in half the 
time of ordinary units, as easily as a wall 
light switch, and incorporate every known 
factor in control. This makes 
them the number-one choice of those who 
buy. You get more sales, save on handling 
costs, cut inventory requirements 


noise-level 





A 


Fy 


Cash in on the accessory business, too, with Allis-Chal- 
mers low-voltage components: Standard-duty push but 
heavy-duty push buttons oil-tight push 
buttons foot switches pressure switches 
limit switches float switches master switches 

instrument and control switches. They re all yours 
to sell, with an A-C “‘full-share” franchise 


tons 


Oil-immersed high-voltage controllers let you supply con- 
trol for hazardous locations: Why not handle a control 


Allis-Chalmers gives your 
oil-immersed 


line that’s really advanced! 


customers a choice of air-break or new 


high-voltage contactors. It's the open door for extra 
sales. Oil-immersed control from A-C gets you the 
lion's share of the hazardous- or corrosive-atmosphere 


installations 


New enduring values increase transmission profits when 
customers specify the all-new ENDUR-ALL transformer. 


As much as 25% lower impedance. Less voltage drop 
under higher overloads permits full utilization of 
the greater erload capacity. Even more verload 
capabilities with greater co duct area, lower 
temperature gradient. And easier to } lle a ha 

t units are 10°% small ind hter 


improved Allis-Chalmers circuit break- 





ws) 


i Jy 2 ers increase your range of selling op- 
os - portunities: What should an up-to 
1 k date line mean to you? More chances 
i to sell more products. The newly de 
ial gua 4 signed interrupter on Allis-Chalmers 
.i¢ = ; f circuit breake rs brings extra sales 
iw t 3 This new design includes low-volt 
| age and distribution-type breakers 
oh Y enabling you to offer the features 
4! that customers demand 
Accurate system voltage control with 
‘ Allis-Chalmers 5% step regulators. 
? Advanced design features give cus 
4 " tomers more for their regulator dol 
lar' Caliband control, standard with 
A all A-C regulators, cuts control-set 
SS ting time without changing custom 
“ er voltage or line-drop compensator 
Mes ay settings. This adds accuracy, cuts 
- TR human error, saves time. This fea 
ture alone will pay off in more sales 
Track -( Je, SpaceMoker, & A 
ore Allis-Chalmers Jemarks 
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ALLIS-CHALMERS 





How Allis-Chalmers franchise benefits help you get 
your share of the business 


With 
an Allis-Chalmers franchise, you get sales 
training aid that’s specifically planned to 
match your needs. Sales meetings — in your 
place of business or at the factory — help 
keep your men fully informed about new 
product developments and new selling tech 
niques. Audio-visual aids are often utilized 
to make these meetings even more effective 
For you, the end result is a more effective 
sales staff. You get added volume, increased 





profits 


r 
and help them do a better selling job, A-C promotional 
aids are fresh, exciting, stimulating. They include com 
plete, packaged sales campaigns. Matchbooks. “Tickler”’ 
mailers. Product data bulletins. Ad materials including 
electrotypes. Sales kits. Visual aids. Signs. Displays 
Trade show exhibits. Everything you need to keep your 
name on your customers’ minds ind on their pur 


» “open doors” for your salesmen 


chase orders to give you greater return on your 
selling-cost investment 


For specialized assistance on tough selling 
problems and unusual applications, Allis-Chalmers puts 
an engineer at your elbow. Factory engineering help 
is quickly obtainable through your local A-C district 
office. Regional and territory specialists are also avail 
able. All of which adds up to a full share of the business 
for you. This help costs you nothing, but can make the 
big difference in profit dollars at year’s end 


Whenever you wish, you can get 
the benefit of Allis-Chalmers experience in fiscal matters 
and cost-cutting procedures. In fact, A-C regularly con 
ducts seminars oriented specifically to industrial dis 
tributors’ management and financial problems. In the 
course of these sessions, distributors are able to compare 
procedures, point their businesses in the direction of 
greater profits 
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No. PA-69 


Genvine “Pritipe assorrment  VAGO presents the outstanding tool buy of the sixties 
— —in a variety of assortments that sell on sight! 


; Here’s a sure-fire, irresistible 
gy n No. | a C ence 
21 


e 


48 of the fastest selling Values te $1.26 eat 
Phillips numbe 


combination to boost tool sales in a hurry! 
Genuine quality Vaco assortments of best 


rugged, eye-catching, conven 
No. DA-119 


Your customers won't pass up buys like th 
Reversible Screw Driver Assortment —_— F | © these 
mark-up 


sellers packaged 


1) space Saving 
ient display cartons 


at special value prices! 
nd 


and you still make a full 40 
even at these special prices 


48 Drivers, Phillips Assortment — Only $19.90 Net 
24 Drivers, Reversibie Assortment — Only $17.60 Net 


6 each of four mos Values te $1.94 each 
popular type VACO 


Order several display assortments now while this limited offer is 
feversibies —tota é 1 ] 9g 4 
ésveers, uh . each 


VACO PRODUCTS COMPANY 


? East Ontario Street, Chicag 


” 


America’s Leading Manufacturer of 


Plastic Handle Screw Driver 
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CONTROL UNIT SRC-601-I1 
Plate is shown in 
actual size: 444" x 2%". 


CONTROLS INCANDESCENT, TOO! 


The new ‘‘Hubbell-trol’’ Dimmer is the only dimmer that 
controls fluorescent from a standard 2” deep wallbox. 


It is the only one that dims fluorescent and incandescent on 
the same circuit. 


It is the only one with a transformer that doesn’t have to be 
buried in the wall at the switch location. 


The ‘‘Hubbell-trol’” 600-watt dimmer is a new kind of 
dimmer... a saturable reactor .. . and it offers a combination 
ae eee of user-advantages that auto-transformers, silicon rectifiers, 
surface-mounting. or rheostats can’t duplicate. One example: it saves more 
than $100 on a 16-lamp fluorescent installation because it 
works with fixtures having low-cost dimmer ballasts. 


September trade journals are launching the ‘‘Hubbell-trol” 
Dimmer to architects, contractors, and users. That gives 
you just enough time to find out more about it yourself. 
Your Hubbell representative can give you the selling facts. 


®@ hi) Miia!) DIMMER 


HARVEY HUBBELL, INCORPORATED * BRIDGEPORT 2, CONNECTICUT 
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NEW! 





2-POLE NC 
COMMON-TRIP 
BREAKERS 


This interior from a Stab-lok combination flush/ 
surface enclosure (shown actual size) demon 
strates the remarkable space and money-saving 
features of the new Stab-lok 2-pole NC commor 
trip breakers. Two of these new NC breakers 
occupy the same mounting space as one con 
ventional 2-pole breaker (shown opposite) 


now! twice the number of 2-pole circuit breakers in any Stab-lok enclosure ! 


Here’s real economy! With the revolutionary, new 2-pole NC 
breaker, you can install twice the number of 2-pole circuit 
breakers than you ever could before! 


This newest addition to the famous Stab-lok® system* is a true 
common trip breaker. An internal common trip bar disconnects 
both poles when either pole experiences an overload or short 
circuit! What’s more, it is impossible to install the 2-pole NC 
breaker improperly— it stabs into opposite phases automatically! 


Designed to set the pace for the industry for years to come, 
the new 2-pole NC breaker has engineering features worthy of 
Stab-lok: ambient compensation, automatic reset, box lugs and 
time-proven 4-way compression stabs. 


The new Stab-lok 2-pole NC breaker—available now in 15, 20, 
30 and 40-ampere ratings—is the latest reason why Federal 
Pacific, with more than 75 million Stab-lok breakers installed 
is first in modular circuit protection! 


FRE FEDERAL PACIFIC ELECTRIC COMPANY 


S5O PARIS STREET . 


NEWARK 


7. NEw JERSEY 


*The Stab-lok System: The industry's only full-sized half-inch breakers. You get complete inventory flexibility at the cost! Why 


strap yourself with ‘‘married couples’’? 
sive picture frame or throw it away 
package. One item to purchase 


at no extra cost! All 


Stab-lok combination flush-surface enclosures. You get z 
Stab-lok enclosures—box, interior and trim—come complete in one 
.. one item to stock! / Engineered to be trouble-free. Proved by 11 years of industry leadership! 


> 


enclosures in 1! Use the exclu 








L-M PTL’'S AT HOLIDAY INN MOTEL, Springfield, Missouri. PTL luminaires are weatherproof, in 
brushed aluminum or choice of six decorator colors. Exceptionally easy to install. Top reflector 
simply tilts for maintenance or relamping. With or without photocontrol, for incandescent or mercury 
with built-in ballast. Choice of seven IES light patterns. 


L-M’s 


PTL” Fast Seller In This 


L-M'S STYLED MERCURY, the ultimate in 
styling for streets, parking areas, malls, shop- 
ping centers, etc. Available in 1000, 700 or 


400 watt luminaires. 


L-M LAWN-GLO LUMINAIRE 
available in traditional or three 
contemporary designs. For homes and com- 
mercial applications where soft, 
lighting is desired. High grade, a 
unit with many desirable features 


low-leve 
!-aluminum 
weoather- 


proof; easily installed 


Profitable Outdoor — Line 


L-M SUBURBANAIRE 


s available in mercury or 


Easy to install, with a wide range of applications for new or conversion uses, L-M’s PTL 
offers a wide market. The PTL luminaire has a scientifically designed optical system, with 
reflector-refractor combination that directs light down, not up and out where it’s wasted. 
Efficient, high light utilization. 

Replaces old lantern-style units, or provides efficient lighting for new installations. Excel- 
lent for public and private applications for hotels, motels, pools, parks, marinas, drive- 
ways, amusement parks, shopping centers, churches, hospitals, and airports, because it 


directs the light down, not up. 


Get Information on L-M Outdoor Lighting 


L-M, a leading manufacturer of outdoor lighting, has been in business for 50 years, L-M 
L-M provides a complete line of 
Also 


equipment is specifically designed for the application. 


luminaires, in a wide variety of types, in fluorescent, mercury, and incandescent. 
Lighting Application Engineering Service, available through Authorized L-M Distributors. 


Ask the L-M Field Engineer or Lighting Engineer, or mail the coupon. 


LINE yrapeermnpenrdhanameenntante 


McGRAW-EDISON COMPANY 


Outdoor Lighting fiNii 


FUSE CUTOUTS AND FUSE LINKS 
CAPACITORS + REGULATORS 
FIBRE PIPE AND CONDUIT 


DISTRIBUTION TRANSFORMERS + RECLOSERS, SECTIONALIZERS AND OIL SWITCHES - 
LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT - PACKAGED SUBSTATIONS - 
OUTDOOR LIGHTING + LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS - 


incandescent. For farms, 
neighborhood streets, 
church grounds, parking 
other oreas 


lots, mony 


where medium-intensity 
efficient lighting is de- 


sirable. 








L-M FLUORESCENT LUMINAIRES ore avail- 
able in a wide variety of styles for street 
airport, subway and tunnel lighting. In choice 


of deep or shallow units. 


MAIL THIS COUPON -——— 


Line Material Industries, 


| 
Milwaukee 1, Wisconsin EW 


| 2lease send me information on the PTL and 
| L-M’s complete lighting line 


SRD crcncnesitncannsmnes 


Company ——— 
OO 
City —_— 


(ee 
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L-M'S TRADITIONAL LAWN-GLO lun 


L-M’s Traditional Lawn-Glo Light 
Offers Whole New Market For Lighting 


Line Material’s new Traditional Lawn-Glo luminaire combines the 
charm and style of an Early American whale oil lantern with the 
efficient, controlled illumination of the Lawn-Glo’s scientifically 


designed modern optical system 


The Traditional 
tasteful elegance, and long-life, all-aluminum die-cast construction. 


Lawn-Glo luminaire offers impressive size, 


The side panels are shatterproof acrylic plastic refractors, with 
thousands of prisms that direct the light down, not up and out 
where it is wasted. Available in handsome black and gold, or white 
and gold finish. it’s a good-sized unit—20 inches tall, 1244 inches 


wide. Takes up to 150-watt lamp; for 3-inch mounting. 

Line Material, a leader in outdoor lighting for half a century, 
offers a complete line of fluorescent, mercury, and incandescent 
luminaires. Equipment is specially designed for the application 
and includes luminaires for parks, parking areas, airports, shop- 
ping centers, hotels and motels, streets and malls, and many other 


LINE MATERIAL Industries 


McGRAW-EDISON COMPANY 


Outdoor Lighting 


DISTRIBUTION TRANSFORMERS - RECLOSERS, SECTIONALIZERS AND OIL SWITCHES 
FUSE CUTOUTS AND FUSE LINKS «- LIGHTNING ARRESTERS - 
PACKAGED SUBSTATIONS - CAPACITORS - REGULATORS - 

LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS 


OUTDOOR LIGHTING 


POWER SWITCHING EQUIPMENT 


FIBRE PIPE AND CONDUIT 


building and architectural applications. Line Material also makes 
available, through Authorized L-M Distributors, complete Light- 


ing Application Engineering Service 


Get Details on 
L-M's Complete Line 


For information on 
L-M products available 
for sale through distrib 
utors, ask the L-M Field 
Engineer or call any 
L-M office 


coupon 


___ ee 


Line Material Industries, Milwaukee 1, Wisconsin EWh-101 


or mail the 


Please send me information on L-M's Lawn-Glo line and other 
products available for sale through distributors 


Nome 

Company 
’ a Address 
City 


Type of Distributor 














New Amprobe demonstrator helps your customer convince 
himself by simulating conditions he encounters on the job. It’s 
a “door-opener” that helps you turn every outlet into a sale 


Portable case plugs into outlet to activate mock-up motor, fix- only for transparent instruments, less your regular discount. 
ture, relay, switch panel and outlet boxes. Serviceman reads Amprobe Instrument Corp., Lynbrook, N.Y.— Canada: Atlas 
current, voltage and resistance with Amprobe RS-3; traces con- Radio Corp., Toronto, Ont.—Britain: H. J. Baldwin Co., Ltd., 
ductors with Cable Tracer. The Demonstrator is free. You pay London, England. Export Cable Address: Amprobe Lynbrook. 


I, %. INSTRUMENT CORPORATION 
pS AM PROB 630 MERRICK ROAD, LYNBROOK, NEW YORK 
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QUART 2ZLITERS- 


SCIENTIFICALLY DESIGNED FOR 


¢ Maximum controlled light output 

e Efficient operating temperature 
¢ Economical first-cost versus light-output ratio 
¢ Versatility of application 


Design objectives have been accomplished in the 
STEBER 7000 series Quartzliters through the choice 
of ideal dimensions, beam spreads, method of 
cooling and materials that assure long life with 
minimum maintenance expense. 
You get true, full performance from the new 500 
and 1500 watt Quartz-lodine lamps when you 
use STEBER Quartzliters. 


netal contact cooling 
5 in contact with 
ns which conduct 


uter fin surfaces 


Wide, medium and narrow beam spreads to 
suit all applications for flighting: building 
facades, signs and poster boards, parking 
areas, golf driving ranges, race tracks, sports 
areas, amusement parks, playgrounds, load 
ing docks, outdoor construction 
e Cast aluminum, dual-fin cooled 
e Aluminum Anodal reflectors 


e Thermal-shock impact-resistant lens 


e Stainless steel hardware 


STEBER he Pyle-National Company 


2700 Roosevelt Road, Broadview, I/linois 





242 Anderson Street, Los Angeles, California 


DIVISION so Manufactured Canada by Pyle-National (Canada) Ltd.. Toronto, Canada 


é 
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H. G. Anschuetz* 


Cornish range and dryer cord sets are now in crystal clear polyethylene 
-bags—first step in our complete repackaging program. m It’s Cornish for 
the full, quality line—36, 48, 60 and 72” long...3 conductor round and 
flat parallel cords. Range set ratings: 35 or 50 amps, 250 volts...dryer 
sets, 30 amps, 250 volts. All wear the UL-SECC flag of quality. = Stock 
Cornish range and dryer sets—now in modern polyethylene bags. 


Ira L. Arkin Company* John M. Fincke Company* Heimann Company* Howard & Goepp Company* LL. Morris Landers Co.* 


113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1711 Hawthorne Avenue 1301 6th Street 251 Spring Street, S.W 
Philadelphia 3, Pa. Chicago 25, Iilinois Los Angeles 31, California Minneapolis 3, Minnesota San Francisco 7, California Atlanta 3, Georgia 


Arbeiter Company* Brenner Electrical Saies* Herman 0. Gerdts Heimann Company* Everett Jones H. L. Linder Elec. Sales Co.* 


3721 Washington 
St. Louis 8, Mo. 
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Avenue P.O. Box 51 415 Lexington Avenue 1401 Fairfax Trafficway 4040 Mayfield Road 3911 Joy Road 
Houston 1, Texas New York 17, New York Kansas City 41, Kansas Cleveland 21, Ohio Detroit 6, Michigan 
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Carry Cornish — you’re backed 
by 20 sales offices and 12 ware- 
houses for fast delivery, top 
service. Call your Cornish man 
today. Cornish Wire Co., 50 
HT) ee) ee 


Stout Electrical Sales Co.* The Sanderiin Company* Mills Talbot & Company* 


338 West Fourth Street 129 First Avenue West 1 Flint Street 





i ; 
space-saving flat caps for easy installation -.adjustable strain-relief 
clamps - terminals marked with wire size for quick conductor identification 


gar ae. i . N ai 2 


A. J. Nelson Company 


RD TERS. 
= 710 E. Louisiana Ave 


Cincinnati 2, Ohio Seattle 99, Washington Rochester 8, New York WSPECTED aS ‘ ; Denver 17, Colorado 
Pau! Lumpkin Barger & Martin, inc Mills Talbot & Company CORD SET A A. Norden, Jr 
1 ~ ; 


702 Builders Bivd. P.O. Box 10353 P.O. Box 4212 


54 Moraine Street 


P. 0. Box 961 Char.1,N.C Pittsburgh 34, Pa. Hamden, Connecticut “stocks available L Jamaica Plain 30, Mass. 
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SMALLER QUANTITIES 


Luelusive New Plastic RACO Package 
Saves time, uses less space 


Fittings in plastic bags? That’s right. Heavy duty, clear plasti 
bags are now carrying and holding—in place of inner cartons 

Raco’s most popular items. What a savings! You use less 
storage space. Quantities are smaller and geared to your more 


er te Se 
practical needs. Furthermore, fittings are completely protected SCR SF 3 
from the elements Be 
1 Pgs . 


i 


-e* 


helps 


Raco has the complete package that saves you time 2 
VISIBILITY 


you earn more. Prove it to yourself on your next job 


ALL-STEEL EQUIPMENT INC., Aurora, Illinois 


@2.Gese xe-27l 


FITTINGS BOXES 
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NEW MATERIAL HANDLING Dearees THIS IS FOR YOU! 


PROFIT 
OPPORTUNITY a 


SLOTTED ANGLE 





ax “eis big” 


a 


~ gee 


DISTRIBUTORSHIPS NOW BEING OFFERED ON 
AN EXCITING NEW LINE OF FRAMING MATERIAL 


Here’s a ground floor opportunity to cut yourself a profitabl 
slice of America’s fantastically growing market for Slotted 
Angle. Distributorships are now being offered on STURDI- 
BILT Slotted Angle, a universal, interchangeable new line of 
quality framing material. 


Engineered and produced by the world’s leading maker of 
heavy duty storage racks, STURDI-BILT Slotted Angle offers 
an unequalled profit opportunity. Here’s what you have going 
for you: 

*Unmatched product quality *Competitive pricing 


* National advertising support *Local sales help 
*A complete local promotional “package” 


Let this symbol! be your guide 


a 
To find out how you can join the STURDI-BILT STURDI 
family of distributors, send the handy coupon below 
4 : Bxx, 


But don't delay—distribution will be limited and I a 


elect 





BUY BETTER—BUY STURDI-BILT 


Material Handling Division, Dept. EW 101 
Union Asbestos & Rubber 


Company 
SEND TODAY FOR 332 South Michigan Avenue, Chicago 4, lilinois 


Please send full details on the new Distributorship Program 


DISTRIBUTORSHIP offered for STURDI-BILT Slotted Angle 
PROGRAM DETAILS x, : 


Title 


City . 0 Se 
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VAN HEUSEN 
MEN'S WEAR 
PREMIUMS AT 
ONE WHOLESALE 
COST TO You! 


Give your award winner his own 
= of the premiums from Van 

eusen’s colorful 16-page men’s 
wear catalog. Whatever his choice, 
the wholesale cost to you is the 
same? What’s more, Van Heusen 
does all the work—ships as little 
as one item direct to each winner. 
All you need provide is the names. 
For more complete information, 
write: Premium Sales Division... 
pera Oa mz Pa Se 


417 FIFTH AVENUE 


- 


~~ 


fp f 


within pennie 
Please note: Van Heusen men's wear is available to manufacturers as incentives for their salesmen, distributor salesmen and as premiums to retailers 
for buying a specified quantity of merchandise (dealer loader). Our Program does not permit individuals to purchase our men’s wear for personal use. 
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SPANG 
BLUE STAR CONDUIT 


Now—from SPANG comes a new improved galvanized 
rigid steel conduit. Here’s what it offers you 


NEW - best thread protection 
available against rust 


. a smooth, uniform zinc galvanized coating on every 
ridge and valley of every thread . . . easy coupling—can 
be hand tightened the whole way no thread chasing 

. NO excess zinc Preece-tested to assure quality 


and dependability 


NEW -— double galvanized coating on 
the conduit for extra corrosion resistance 


. inhibits white rust formation eliminates flaking of 
finish .. . has that fine sPANGLEAM appearance 


ou? 


NEW better packaging for easier 
handling 


bundled in steel strapping in sizes up through 2 
shipped on a one-ton rectangular lift for convenient transit 


by lift truck...cuts handling costs—makes inventory easier 


. * * 


Save installation time, get top protection against rust and 
corrosion with new SPANG Blue Star Galvanized Rigid 
Steel Conduit. See your nearby SPANG Distributor for 
complete details and samples 


SPANG Blue Star Conduit is one of the many fine products 
produced by National Supply Division, Armco Steel Cor- 
poration, Two Gateway Center, Pittsburgh 22, Penna 


ARMCO National Supply Division 
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ELECTRICAL WHOLESALERS 


Here’s what we re doing to help you 
seil Tiger Brand Flectrical Cable 


_* 








—7 








ee 


This advertisement! 


a New Engiand 
Electrical News 


Electrical West 
= Plant Engineering 


er 


s part ofa campaig’ appearing tn 

w Electrica! Construction 
g Maintenance 

« Electrica! South 


s Qualified Contractor 





American St 
Division os eel and Wire 
United States Steel 


Columbi 
a-Geneva Stee 
Sandal Seana Division, San Francisco, Pacific C 
rr ci Coast 
United States Stee! on Division, Fairfield, Alabama, § ast Distributors 
Steel Export Company, Distribut om Southern Distributors 
: Jutors Abroad 





Cut corners with flexible (ss) Armorlokt Cable 


Remember your last conduit job. . . all the time and work needed to in- 
stall junction boxes, not for new circuits but just so the cable could be 
pulled around corners? And the longer the pull, the more boxes you 
needed. USS Tiger Brand Armorlokt Cable could have been installed in 
approximately one-half the time and eliminated all that expensive pipe 
fitting and bending. # Armorlokt installs as easily as ordinary cable— 
yet it protects as well as rigid conduit, and sometimes even better be- 
cause Armorlokt is flexible and ‘‘rolls with a punch.’’ You can install it 
anywhere ... up, down, across walls, buried in the ground, suspended 
in trays or on cable rings, indoors or outdoors. Armorlokt can be installed 
in long lengths, because its flexible construction permits easy and quick 


bending around corners, I-beams, or any other obstruction. And you can 


Fy 


_ easily splice into Armorlokt Cable, anywhere along the entire length. =| Ki wil 


re 


Armorlokt has a higher current-carrying capacity than the same size 
conductor in conduit because heat is quickly dissipated, not trapped 
inside. Corrosive atmospheres are no problem. Armorlokt is available 
with galvanized steel, stainless steel, aluminum or bronze armor. It’s | 
also available with an Ampyrol (PVC) jacket, in black or colors for easy ’ 
identification. You can order Armorlokt with almost any kind of insulation, 
including varnished cambric, rubber, or asbestos up to four inches 
in diameter, rated 15,000 volts. = There’s a standard USS Tiger Brand 
cable for every special job. For the complete story on Armorlokt Cable 


or any other type cable, call our nearest sales office or write American 


Steel and Wire, Dept. 1431, Rockefeller Building, Cleveland 13, Ohio. 


USS, Armorlokt and Ampyrol are registered trademarks 
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TOS cee. 


with the right [Ul olgter-tal' 
fo] mm -t-leoiamet-leli-ricleiiilalc mie) > 


Save time and money installing cable in conduit... protect 
cable from damage... assure service continuity... with a 
cable lubricant engineered for your job's requirements. 


Because conditions vary from job to job—diameter and length 
of cable, kind of insulation, number of bends, friction in the 
duct—Burndy provides these four tested cable lubricants, for 
a variety of service conditions. One of the four is the Burndy 
lubricant for your job... ask Burndy to help you select the 
cable-pulling lubricant you need. 


NORWALK, CONNECT. BICC-BURNDY Ltd. Prescot, Lancs., 
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Burndy SLIKON, for cable covered with rubber, many kinds of 
plastic, or lead, for installation in steel or aluminum conduit. 
Burndy ALBENTONITE CABLE LUBRICANT, for cables with 
polyethylene and similar insulations. 

Burndy IMPROVED CABLE PULLING COMPOUND, specifically 
for lead-covered cable for installation in ducts of all types. 
Burndy PROTECTANT 626, for lead covered cable for instal 
lation in ducts and manholes subject to flooding and other 
severe conditions. 


In Europe: Malines, Belgium TORONTO CANADA 
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NAED Meeting Stresses “Workshops’ 


Financial, inventory, legal 
and personnel management 
are audience-participation 
subjects at third annual 
Eastern Region meeting of 
National Association of 
Electrical Distributors held 
Aug. 27-30 
Lake, N.Y. 


at Saranac 


HILE the weather was notably 
uncooperative for golf and swim 
ming, the clouds and rain may 

have injected more zest into the work 

shop sessions at the third annual East 
ern Region Meeting of the Nation:! 

Association of Electrical Distributor: 

August 27-30, Saranac Lake, New 

York 

With outdoor sports somewhat sty- 
mied, a large majority of the 
tributors and manufacturers present 

(total attendance, including wives; ap 

proximately 500) participated in the 

three rotating workshop 

These were: Financial Management, 

conducted by E. O. Kallmann, execu- 

tive vice president, Stationers and 

Publishers Board of Trade, New 

York; Inventory Management, con 

ducted by G. D. Wilkinson, president, 

George D. Wilkinson Co., Princeton, 

N. J.; Management and the Law con- 

ducted by Kendall B. DeBevoise, 

Breed, Abbott & Morgan, New York. 

e Words for the Wary—tThe pitfalls 

of financial management, in particu- 

lar, were emphasized by Kallmann in 
his presentation. Among those cited 

were: over-inventorying, too slow a 

turnover in accounts receivable, gross 

profit inadequacies, excessive expen- 


dis- 


Sessions 
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SOMBER MOOD is apparent as distributors and manufacturer 


firms are losing money through employee dishonesty 


N 


HOW TO AVOID the many pitfalls of 


outlined at workshop session by expert I 


ses, and ov er-expansion. He cautioned 
his audience about over-buying be- 
cause of “an extra 5°.” Speculation, 
he said, creates an over-inventorying 
condition, which often results in bank- 
ruptcy. “Get rid of obsolete and slow 
moving less. he 
urged 

As causes of too slow a turnover in 
accounts receivable, Kallmann noted 


goods at cost or 


financial management 
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Meeting Also Had Its Lighter Side 





FOURSOME includes Mr. & Mrs. Hax McCullough, McCullough Electric, Pitts- 
burgh, and Mr. & Mrs. Bob Edwards, Edwards Co., Norwalk, Conn 


NEW HAMPSHIRE was represented by 
Mr. & Mrs. Joseph March and Mr. & 
Mrs. Howard Bugbee, both of Seamans 
Supply, Manchester 


his audience the expense percentages 
they “can afford” on gross profit per 
centages of 18%, 15% and 12 
With Gross 

Profit of 
Selling Ex- 
pense 
Warehouse & 

Delivery 
Office 
Administrative 
Expense 
Occupancy 
Taxes (except 
income) 52 44 
Total expenses 16.31 13.66 10 
Net Profit before 
Income Taxes 169 1.3 1.16 
e Game Time—dAudience participa- 
tion was very much in evidence at 
the inventory management workshop 
Everyone played a “management dec: 
sion game” on inventory control de 
vised by G. D. Wilkinson. Each player 
was to assume that he was a buyer 
for a supply company. His objective 
was to keep a stock of merchandise 
for salesmen to sell with a minimun 
cost to stock. For many, the results 
of the game turned out to be sur 
prising. 

One of the points that Wilkinson 
emphasized in connection with the 
game was the importance of the buy- 
ing function. He said: “Buyers should 
do nothing but buy; they should not 
answer telephones, handle customers 
complaints, etc.” 

e Complying with the Law—With 
the smoke and dust of the recent 
Philadelphia antitrust actions yet to 
settle, Kendall B. DeBevoise con 
ducted what was probably the most 
pointed session on the workshop agen 
da—management and the law. He 
summarized the salient considerations 
of four antitrust laws—Sherman Act, 
Clayton Act, Robinson-Patman Act 
Federal Trade Commission Act 
Continued on page 106 


VOCALIZING are Mr. & Mrs. Jim Bax 
ter, Cornish Wire, New York; Mr. & Mrs 
Bob Hawkins, Phelps Dodge, New York 
Mr. & Mrs. Elmer Aldridge, Appleton 
Electric, Chicago; Mr. (at the piano) and 
Mrs. Chuck Pyle, Trade Service Publica 
tions, Norwalk; and Herb McCalley, Tri 
state Electrical Supply, Baltimore 
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TENNIS ENTHUSIASTS in action are Efrem Weinreb, Massachusetts 

Gas & Electric Light Supply, Boston; Parker Wahn, George H. Wahn Co., 

Boston; Jim Fenn, Plymouth Rubber, Canton, Mass.; and A. E. French Jr 
(serving), ELECTRICAL WHOLESALING, Philadelphia 


HAPPY WINNER of third Eastern Re 


gion golf tournament is Herb Met 


right) Tristate Ele Supy Balt 
more, Md. Presenting vy: NAED 
Eastern Region vice I hn 
Newton Jr Oakes 

Holyoke, Mass 


* 
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A 


ACTION was real but the money wasn’t at “Monte Carlo Night.” ENJOYING a dance are Mrs. Richarc 
W. Noel, Gedney Electric, and Bob Fd 
wards; Mr. and Mrs. Jim Henr 
Burndy. 

BIG BASS is displayed by the man wh« 1 conversation seem to be good. Sta 

landed it: Al Parr, Parr Electric Co t an at left: Bob lumb 

Newark, N. J 3 ton r. and Mrs. Phil 

p & Mrs 
, Mass; Mrs 








Of Course they Snap-on! 


End Costly Mismatches with famous 


“SIZE-MARKED” 


MINERALLAC 


Jiffy’-Clips. 


Minerallac—the originator of the famous and 
widely imitated “‘Jiffy-Clip’—is the only com- 
pany to make FOUR complete lines of these 
clips. The most complete choice on the market 
today. Fits 4%” copper tubing and up to 6” 
iron pipe. 


MINERALLAC HEAVY DUTY AND MEDIUM CLIPS 
Made of heavier material. Has exclusive in- 
verted rib, that provides more strength at the 
bend of clip... and, of course, adds the bene- 
fits of famous “‘Snap-On”’ feature. Heavy-duty 
clips available in aluminum. 


MINERALLAC MIN-E SNAP-ON CLIPS 
Made of zinc plated steel. Available in 14", 34” 
and 1” T.W. Also used for 4%" and 34” rigid 
conduit or pipe and %", 4” and 34” flexible 
conduit. Exclusive “Snap-On” feature. 


MINERALLAC STANDARD JIFFY CLIPS 
Another Minerallac ‘‘Original.”” Expert design 
and controlled manufacture have made Min- 
erallac Standard Jiffy Clips the preference of 
the electrical industry for many years. These 
Standard clips, are available in Steel and 
Everdur for hanging tubing, pipe, conduit 
and BX cable. Copper plated also available. 


SHES EHTEET OSE HEHEHE OSE EEE EEE 


Exclusive Feature! 

Each Minerallac fitting is “SIZE-MARKED 
Clearly and individual 
immediate identificat 
Ends time-consuming 
work and costly mismatches ir 
the stock room and on the jot 


All are 
y stamped with its exact size for 
n and quick and easy handling. 


WHEN IT'S ww — 
ne —T TT 
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you can Nutr!) 
BE SURE! ~——_— 
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Order from Your Electrical Wholesaler 
LITERATURE OR SAMPLE ON REQUEST 


MINERALLAC CZahze COMPANY 


ESTABLISHED 1894 
25 N. PEORIA STREET ¢ CHICAGO 7, ILLINOIS 
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Do You Have a Record Destruction Policy? 


Other subjects that he answered 
questions on included: (1) refusals to 
deal and joint boycotts, (2) what a 
lawyer can say to you to minimize 
risk in cutting off accounts, (3) dis- 
tributor rebates to contractor who 
sent customers to distributor show- 
room, (4) record destruction policies, 
(5) estate planning in a small cor- 
poration, (6) product liability and 
product liability insurance, (7) group 
activity, (8) why the buyer is likely 
to be proceeded against (under the 
Robinson-Patman Act) as well as the 
seller, (9) cash discounts, terms and 
conditions of sale, (10) OEM sales as 
affected by the Robinson-Patman Act. 

DeBevoise took particular note of 

the need to have a record destruction 
policy. He said: “You ought to take a 
paper inventory each year—as you 
take a physical inventory. There is 
usually a mass of correspondence that 
will never serve a useful purpose, 
and it shouldn’t be left around. Sub- 
ject to what your accounting people 
need, memoranda, etc., should be 
cleaned out, and this should be a con- 
tinuing policy.” 
e White-Collar Thievery — The 
fourth workshop session, which was 
presented only once as contrasted to 
the other three which were presented 
in round-robin fashion, was titled, 
“The Era of the Dishonest Dollar.” 
Essentially, it was a speech by Nor- 
man Jaspan, of Norman Jaspan Asso- 
ciates, Inc., New York. Frequently 
referred to as “the J. Edgar Hoover 
of American Business,” Jaspan is the 
author of the book, “The Thief in 
the White Collar.” His firm special- 
izes in shortage controls, methods and 
systems evaluations, materials han- 
dling procedures. 

He jarred his listeners with these 
opening remarks: 

“American business firms are losing 
more than four million dollars per 
day because of employee dishonesty, 
with the majority of this loss attribu- 
table to the men and women who 
hold supervisory or executive posi- 
tions of trust. 

“A popular conception of the white- 
collar criminal is the bank teller who 
steals from the ‘till’ and then hides 
his thefts by doctoring the books. A 
white-collar crime, however, would 
have to include not only embezzle- 
ment of cash, but stealing of mer- 
chandise, theft of company secrets, 
fraud to maintain job or community 
Status, sabotage with or without finan- 


cial gain, padded expense accounts, 
falsification of payroll and production 
records, manipulation of inventories 
to conceal shortages, and kickbacks 
to purchasing agents and others.” 

Jaspan added, “Compared to the 
white-collar crook, the professional 
criminal is an amateur. The F.B.I. re- 
ports that the nation’s burglars, pick- 
pockets, armed robbers and auto 
thieves managed to steal nearly 500 
million dollars last year. This is only 
a fraction of the amount stolen by the 
country’s white-collar embezzlers. 

“Not only are the losses severe, but 

the rate of white-collar crime is in- 
creasing rapidly. And there is no sign 
of a let-up. Since the end of World 
War II, more than 100 banks were 
forced to close their doors because of 
embezzlements, and an average of one 
out of five has experienced at least 
one major loss in the past three years 
According to the American Bankers 
Association, 1,885 banks were vic- 
timized by their own employees just 
in the past year, as reported to the 
F.B.I. Right now it is estimated that 
between 10 and 25 million dollars is 
missing in thefts that haven’t been dis- 
covered. And, bear in mind, banks 
have many more safeguards in their 
operations than the average business 
can possibly afford to maintain.” 
e Hitting Home—With his audience 
chilled but intent on his words, Jaspan 
turned to them. “You fellows in the 
distribution segment of the electrical 
goods industry are more vulnerable 
to inventory shortages and employee 
dishonesty than most businesses,” he 
said. “You handle a wide variety of 
items, many of which are widely 
used and universally attractive. There 
are over the counter cash-and-carry 
transactions—often with far too many 
employees handling cash. You are 
subject to fraudulent returns and re- 
funds. You make accommodation 
sales at retail as well as offering spe- 
cial prices to your employees—two 
devices which we have seen exploited 
time after time. And in many in- 
stances repair and installation men 
have access to both your stock areas 
and the shops and homes of your cus- 
tomers—a fatal combination. 

“How much does this add up in 
dollars and cents? In the electrical 
wholesale distribution industry, where 
yearly sales total more than eight bil- 
lion dollars, according to the U.S 
Department of Commerce, it is esti- 
mated that losses due to employee 
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SERIES AA 


e/iminate bi-metal contact and galvanic corrosion 
for stronger, /onger /asting service dead-ends 


Blackburn Series AA Wedge Clamps are designed and engineered for u with 
neutral messengers at service dead-ends 


Construction is heavy-gauge, high strength aluminum alloy. This aluminum 


contact eliminates galvanic corrosion between dissimilar metals 


No need to thread the cable through the cl: imp Because slider is removable 

can be easily installed anywhere on a continuous run of conductor. Wedging action 
strain is applied to the neutral, grips tightly along the entire length of contact 
establishing proper sag is quick and easy 

I'wo types of bails available for easy installation: flexibie strand with nylon jacket or 
rigid stainless steel, locked to wedge so it won't pop loose 

You can reduce inventory with this versatile series of clamps. Only four sizes will dead-end 
1 range of cables from #6 solid through 4/0 ACSR 


Blackburn Wedge Clamps are also obtainable in chromated aluminum for highly corrosive 
atmospheres and in stainless steel for copper neutral messeng 


The entire line of Blackburn Wedge Clamps is available from your electrical distributor 


Jasper 


BLACKBURN 


Corpo 


1525 Woodson Road e Saint Louis 14, Missouri 





CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


ELBOWS 


RIGID: Standard & Large Radius 
— all sizes 


EMT: Standard Radius: 
1” to 2” inc. 


MOST SIZES OF 


LARGE RADIUS 


ALWAYS w STOCK 


@ True 90 
alignment 


angle for perfect 


@ Smooth raceways, easy fishing 


@ Special radius individually 
marked for on-the-job identi- 
fications 


Logical, convenient cartons, 
clearly labeled 


Large sizes thread protected 


Meets Federal specs 
WWC-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS « NIPPLES * COUPLINGS » RUNNING THREAD 


ALUMINUM AND STEEL 
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Management's Attitude Obscures the Situation 


dishonesty are in excess of 40 million 
dollars a year. Such losses are equiva- 
lent to one half of one per cent of 
total sales volume. And although se- 
rious even at that level, it should be 
noted that some segments of the elec- 
trical distribution industry experience 
losses that are several times greater. 
Electrical goods departments in de- 
partment stores, for example, report 
stock shortages ranging from 1.4% 
on radios, phonographs, TV sets, tools 
and hardware, to 1.8% on _ small 
electrical appliances. 

“Let’s look at it another way. Ac- 
cording to the latest Dun & Brad- 
street survey of 237 electrical whole- 
salers, more than 25% of these 
companies showed a profit-sales ratio 
of less than six-tenths of one percent 
(.060). Under the circumstances, in- 
ventory shortages of one half of one 
per cent (.05) can be disastrous, and 
in a number of instances have caused 
the management of these companies 
to lose financial control of their or- 
ganizations. A shortage rate of even 
one half of one per cent wipes out 
profits on almost half their sales. 

“It should be noted that these fig- 
ures do not include losses such as ex- 
cessive overtime, deliberate damage 
to stock, manipulations that drive 
customers to competitors, kickbacks, 
and the like. When it is considered 
that such hidden costs are often great- 
er dollarwise than losses on the books, 
these figures are indeed staggering. 

“One factor helping to obscure the 
seriousness of the situation is the un- 
realistic attitude of management. Un- 
less some _ irrefutable facts are 
brought to light, many companies re- 
fuse to recognize the magnitude of 
the dishonesty problem or face the 
fact that their business may be sus- 
taining heavy losses. Management is 
often reluctant to take action until 
they themselves stumble upon an un- 
savory situation or it is brought to 
management's attention by an outside 
source,” 

After reciting some recent examples 
of such losses, Jaspan suggested these 
“guideposts”: 

“1. Set realistic standards of per- 
formance: To be required to live up 
to a goal, quota or budget while 
being denied the means of achieving 
these ends, leaves a man with only 
the alternative of failing or being dis- 
honest. We should all recognize that 
a budget is not merely a set of figures 
on a piece of paper, but an estimate 
of human performance as well. You 


cannot make such estimates by ac- 
counting methods alone. It requires a 
just evaluation of what you can ex- 
pect from your employees. 

“2. Maintain good communications. 
Efficiency depends to a great extent 
on employee reactions to the rules, 
procedures and general conditions un- 
der which they work. Good commu- 
nications are essential if management 
is to discover the causes of manipula- 
tions, poor morale, gross inefficien- 
cies and low profit margins. 

“3. Follow through on employee 
performance. It is unlikely that the 
same people, year after year, can 
give you novelty of thinking and im- 
agination unless you take steps to 
arouse them from their complacency. 
Periodic, unannounced checks on em- 
ployee behavior should be made at 
all levels of your organizations. And 
most important, employees should 
know that these checks are a normal 
part of management control. Employee 
knowledge that their work is being 
checked will deter them from yield- 
ing to temptations, and will provide 
a positive incentive. 

“4. Maintain uniform policies. Some 
firms, especially those that are family 
controlled, create their own dilemma 
by using double standards and show- 
ing favoritism. Nothing will break 
down discipline and morale so rapidly 
and so surely or so quickly lessen re- 
spect for management and proce- 
dures than a neglect of a consistently 
fair and firm enforcement of regula- 
tions at all levels. 

“5. Utilize important psychologi- 
cal safeguards. Despite the fact that 
fidelity premiums are so inexpensive 
for the coverage they provide, many 
businessmen are unaware of the psy- 
chological benefits derived from 
bonding employees. Experience has 
shown that employees who know they 
are bonded are far less likely to steal 
than those who are not bonded or 
are unaware of coverage by a fidelity 
bond. Bonding company statistics in- 
dicate that 25 per cent of all em- 
ployees steal to some degree when- 
ever they feel certain that they can 
get away with it. Another 50 per cent 
are influenced by the good or bad 
example put before them. With prop- 
er attention and understanding, this 
same 50 per cent will rise to the chal- 
lenge and do a satisfactory job.” 

e Other Highlights—The principal 
speaker at the only luncheon meeting 
was W. H. Gove, president, The Bill 
Gove Organization, Coral Gables, Fla. 
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HERMWA Nees ee melcr— 
AND CRIMPING TOOLS 


SPEED INSTALLATION — REDUCE COSTS! bcm 


INDENTED CRIMP 
FOR GREATER RESISTANCE 


TO PULL-OUT Sherman Hand 
Crimping Tools 


Model +8 and +9 


, ksi , Portable or Bench 
; mounted for fast, easy 
og t, installation of Sherman 
rR Ses Crimping Lugs 


Sherman Sherman aw Safe, sure 
Uni-Crimp ST Lugs roi 4 connection 
Lugs 4 


ELECTRICAL. FITTINGS 


GF21-C GF23-D 
Sizes For 

to 4” condvit 

For bonding installations 


bare armored or Solderiess swivel-type 
unermored ground wire Ground Fittings 


FOR WIRE and CABLE 


so GF-18, 19 & 20 GF-16 & 17 
Solderless » Cast Clamps “Bond-Rod” Solderiess 
Type \ we Type 

VY, %& % Y & % sizes 

— Heavy bronze 


Cast Copper Alloy One Piece Construction #14 thru 1,000 MCM-AWG 











the line of Reliable quality! 


Youll do bitter with 


Sizes up to 
3,500,000 CM-AWG 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN 
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SALE DISTRIBUTORS 


PARAGONS 


... authorized sales 
distribution 


...complete time 


control line 

PARAGON 
You profit more because  indectri 
you sell more with 
Paragon—producers of 
industry’s most complete 
line of TIME CON- 
TROLS. Here’s why: 
® By distributing Paragon’s compact line 
you need fewer controls to maintain a com- 
plete inventory to meet any application 
requirement. As a result, you benefit from 
a smaller investment . . . realize faster turn- 
over... enjoy greater profits. 

@ Paragon controls are built of quality 
materials, assuring accuracy and depend- 
ability. Each sells itself—over the counter, 
or to the buyer. There’s no need to resort 
to ‘‘gimmicks” that cut into profits. 

@ You place one order . . . receive one ship- 
ment and one invoice. You benefit from 
reduction in paperwork, and cut overhead 
costs. What’s more, Paragon’s profitable 
pricing, discounts, and freight allowances 
help boost your income. 

@ Paragon product advertising and sales 
promotion programs pre-sell your cus- 
tomers and prospects... sell YOU as the 
leading supplier of Paragon controls .. . 
direct buyers to “‘see your Paragon Author- 
ized Distributor.” 

Want to enjoy a profitable association? 
Sell Paragon Time Controls. Write 
for complete details, or for immediate 
attention PHONE Two Rivers 303, Exten- 
sion 27. 


n droge ets 





DYNAMIC ADVERTISING in leading trade magazines— 


Electrical Construction & Maintenance e 


Contractor's Electrical Equipment 


Qualified Contractor « Signs of the Times e Lighting « Swimming Pool Age 
e Electrical West e Electrical South e New England Electrical News Chicago 


Electrical News 


Industrial Equipment News e 


Electrical Equipment 


Electro/Technology » Product Design & Development « Appliance Manufacturer 
Scientific American « Popular Mechanics e Farm Publications. 


PARAGON ELECTRIC CO., INC. 


Subsidiary of 


1630 TWELFTH 


American Machine & Foundry Company 


STREET « TWO RIVERS, WISCONSIN 


| 


His inspirational talk emphasized the 
need for swapping experiences. 
Social activities at the meeting in- 
cluded a welcoming cocktail party, 
“Champagne Hour” dancing and en- 
tertainment and “Monte Carlo Night.” 
Winner of the Eastern Region Golf 
Tournament trophy was Herbert O. 
McCalley, of Tristate Electrical Sup- 


| ply Co., Baltimore, Md. Based on the 


Peoria Handicap system, McCalley 
shot a low net of 55. The four men 
tied at 58 for the remaining net prizes 
were: William George, The Johnson 
Electric Supply Co., Cincinnati, Ohio; 
Dan Berman, Fromm Electric Sup- 
ply Corp., Plainfield, N.J.; William 
Olsen, Anaconda Wire & Cable Co.; 
R. C. Dean, General Electric Co 


Letters ... 
Continued from page 7 


idea he is in the business 
money. He hopes that 
his competitors will see the light and 
begin selling at the profit. This jobber 
stocks the only “good” lines on the 
market. Actually, the jobber 
lazy in many cases to make changes 

The worst part of this situation is 
that this jobber did make money in 
the ’40s and °50s, which makes him 
an expert. Anyone who suggests that 
conditions have changed in the ‘60s 
is slightly stupid. Since the person of- 
fering advice is one with a smaller 
bankroll, the adviser is incompetent 
to advise. 

Perhaps these wholesalers no longer 
belong in business. 

Heaven deliver me from the whole- 
saler whose big pitch is Service and 
Quality! He will soon be just as ex- 
tinct as the Dodo bird unless he 
awakens. 

NAME WITHHELD ON REQUEST 
e At first we thought the agent-author 
of the preceding letter had reference to 
price discriminations, but then we got 
his drift: he thinks wholesalers are 
nutty to saddle themselves with name 
brands when identical lower-priced 
items are available that can meet the 
market's price levels. 

What do you think? 


to earn 
“tomorrow” 


is too 





EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 





In 1884 the first TV scanning dis¢ 
was developed. First TV demonstra- 
tion: early 1920's. First 


TV station: 1941. 


commercial 


ELECTRICAL WHOLESALING—October, 1961 








pleasure 
to sell 


NON-RETURNABLE 
REELS 


All sizes of Bronco cords and 
cables are available in long 
lengths on non-returnable, 
no-charge reels. Simply 
specify. This eliminates the 
problem of many shorts plus 
problem of returning reels 


KING-SIZED, 
(ot ©] Mo}. Si oto] ©) —5 o ie Gy. - i 3 eS 
») brought them to you first! Still the clear 


st easily identified labels available 
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CONTINUOUS 
BIG PROMOTION! 


Catalogs, brochures, envelope stuffers, a 
advertising program in publications and t 
that saturates the prime market for t 
and cables. Write for details on how w 


CENTRAL 
FACTORY 
WARE - 
HOUSES 


In Chicago, Philadelphia, and Los Angeles to give dis 
tributors who stock Bronco immediate emergency serv 
ice. Fourteen district warehouses. Delivery to any place 
in the country within twenty-four hours 


Sold Nationally Through Electrical Wholesale Distributors 


WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 


—— —_ 


“What it means 
to YOU to be a 
BRONCO DISTRIBU 
TOR" — for the 
rest of the story! 





A GREAT 
NEW 
MONEY 
MAKER 


PAT. NO. 2,945,098 


NO STOOP-NO BEND 


a 


KICK IT- FLIP IT- TOUCH IT 


Shade ates 


Ve al design hugs wa 
adjusts ght t 


DEALERS’ 
CHOICE 
OF MODERN, 


=, MONEY-MAKING 


= DISPLAYS 


0850—20 Nite-Lites to a 
counter display carton 


D800—-10 Nite-Lites 
a 3 dimensional disp 
ard 


SAMPLES, LITERATURE UPON REQUEST 


“Perfection is not an Accident" 


EAGLE ELECTRIC 
| ot Ca OL O Pa |, [On 


LONG ISLAND CITY 1, NEW YORK 


FINANCIAL TRENDS 








HE supply of mortgage money 

the keystone of new home construc- 
tion activity—will increase considera- 
bly in the 1960s. Money shortages 
thus will not hold back homebuilders 
very often, or for long, during the 
current decade. As a result, the home 
construction industry, after getting off 
to a slow start in the 1960s, should 
enjoy fairly smoothly growing busi- 
ness in the years ahead. These are 
the major conclusions of an analysis 
of the factors that will determine the 
availability of home _ construction 
funds during the decade. They should 
help allay fears that an inadequate 
mortgage money supply will be an 
obstacle to expanding home construc- 
tion activity. 

In the years ahead, the following 
trends will assure greater availability 
of mortgage money: an increase in 
the total supply of loanable funds, and 
a relative reduction in the number of 
borrowers who compete with pro- 
spective home buyers for available 
credit. 

e More Loanable Funds—In periods 
of relatively rapid business growth, 
personal and corporate earnings in- 
crease substantially more than ex- 
penditures. Corporations and individ- 
uals are able to add to their assets 
because first, of course, more income 
is available for saving. When corpo- 
rate profits are high, retained earn- 
ings rise. At the same time, personal 
incomes increase. And government re- 
ceipts rise, too. Not all of this added 
income is spent. In addition, there is 
less drain on existing savings during 
prosperous times, as a smaller pro- 
portion of businessmen and consumers 
—or governments—must dispose of 
assets to meet expenses. Consumers can 
lay away a meaningful part of their 
earnings without diluting living stand- 
ards. Thus there is greater incentive 
to save when the economy is in high 
gear. Additional education for chil- 
dren or retirement savings for parents 
become a realistic goal. For these rea- 
sons, a healthy rate of economic 
growth during the 1960s presages a 
large volume of savings—hence, an ex- 
panded supply of loanable funds. 

e Added Savings—Individuals will 
add to their savings in numerous 
ways. Obviously, their bank deposits 
will grow. In addition, savings and 
loan associations and mutual invest- 
ment funds are proving increasingly 
effective means of saving, as their re- 
cent growth implies. Assets of sav- 
ings and loan associations grew by 
only $560 million annually during the 
1940s. During the ’50s, however, their 
assets grew by almost $5 billion a 
year; and in 1960 the increase in as- 


sets reached $8 billion. And further 
gains are in prospect during the 1960s 
e More Investment—Similarly,  in- 
vestment in mutual funds will rise 
Direct investment in mutual funds’ 
shares averaged almost $1.5 billion 
annually in the late 1950s. Rising per- 
sonal incomes and growing confi- 
dence in the economic soundness of 
such investments are likely to encour- 
age added savings in this form. Thus 
a $2.3 billion average annual rate of 
investment in mutual funds seems a 
safe bet for the 1960s 

Direct investment in stocks and 
bonds, which averaged over $5 bil- 
lion a year during 1955-59, are ex- 
pected to accelerate also as are sav- 
ings in the form of life, fire and 
casualty insurance. During the 1960s 
insurance funds are likely to grow by 
$5 billion annually, on the average 
e Greater Fund Growth—New insti- 
tutions created in the postwar years 
also are encouraging additional sav- 
ings through contractually fixed pro- 
grams. Private and public pension 
funds, which usually require regular 
employee and employer contributions, 
are outstanding examples of such 
fixed saving plans. Assets of pension 
funds grew by more than $6.5 billion 
in 1959 alone, when this form of sav- 
ing was getting into its stride. Greater 
growth of these funds is assured in 
the future. By the end of the 1960s, 
pension and retirement funds will be 
growing by about $9 billion annually. 

The numerous institutions encour- 
aging saving will find it essential to 
seek new profitable outlets for the 
funds deposited with them in the 
years ahead. They are now beginning 


Continued on page 114 





Summary 

Financial trends covered in this 
report indicate that mortgage money 
will be more than ample during the 
1960s. Costs of borrowing to fi- 
nance the purchase of new homes 
are, therefore, likely to decline. 

More important, perhaps, scar- 
city of mortgage money—a fre- 
quent deterrent to home construc- 
tion during the past decade—will 
not often be a crucial concern for 
the homebuilding industry in the 
years ahead. Homebuilding markets 
thus are likely to hinge on consu- 
mers’ desires for new homes and 
on their ability to pay for them. 
The increase in family formation 
and the gain in family incomes 
forecast for the years ahead indi- 
cated that demand for homes will 
rise substantially. The industry, 
thus, will enjoy a prosperous dec- 
ade. 
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PROFIT 





A Complete Line of Carol Cord Sets 
and Extensions in Durable Vinyl Packages 


A complete line of profit-packed 
Carol cord sets and extension 
cords means many ways to catcha 
customer's eye. And Carol's ‘see 
through” vinyl packaging and big 
new service display makes every 
one easy to see... easier to sell. 

For heater appliances... vacu- 
um cleaners ... power supply... 
ranges and dryers ...indoor and 
outdoor extensions — each set is 
clearly marked and easy to reach 
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on the handy serve-yourse/f dis- 
play. That's double-barrelled sales 
power! 

This distinctive Carol display 
rack is yours — and it doesn't cost 
you a cent — when you order the 
fast moving initial assortment. So 
get in on Carol's profit making 
sales program for cord sets and 
extensions ... Write, wire or call 
Carol today — or fill out the cou- 
pon for details. 


THE COMPLETE LINE 
.-- AND IT'S PACKAGED 


Carol Cable Company, Dept. 
Pawtucket, R. I. 


Gentlemen: 


Send me full details on Carol's profit- 
packed replacement cord sets and 
extensions. 


Company 
Address 
City 





BOSS ELECTRICAL ENCLOSURES 


NEMA Type 12 Single Door 


When you need consistent high quality and 
dependable, fast delivery, call for BOSS 
electrical enclosures. 


BOSS J.I.C. and NEMA wiring boxes, trough 
and wireway provide protection against oil, 
water, dust or dirt. All BOSS boxes and 
wireway are phosphatized before baked 
enamel finish is applied. 


“Specials” are quoted promptly, fabricated 
accurately to your specifications and serv- 
iced for quick shipment. 


; Write for catalog which shows the complete 
Oil Tight Console line of BOSS products carried in stock for 
immediate shipment. Sold through leading 

electrical distributors everywhere. 


J.1.C. Wiring Box 
and Panel J.1.C. Wiring 


Trough 


Oil Tight Pushbutton NEMA Type |! . 


THE HUENEFELD CO. ENGINEERED PRODUCTS DIVISION 


2703 SPRING GROVE AVE CINCINNATI 25, OHIO 


Financial Trends... 

Continued from page 112 
to investigate home mortgages 
such an outlet. 
e New Organizations—New organi 
zations have been created and new 
legislation adopted to facilitate this. 
Changes in regulations now permit in- 
dividuals or pension funds to purchase 
FHA-insured home mortgages direct- 
ly. Commercial banks now can bor- 
row from the Federal National Mort- 
gage Association on the security of 
mortgages they hold. And the Real 
Estate Investment Trust Act, passed 
last summer, has created new interest 
in home mortgage investments as a 
result of tax concessions and other 
incentives. All these considerations 
point to a more favorable climate for 
investing in new home construction 
in the 1960s. As a result of increased 
saving, funds available for all new 
investment — private and_ public 
promise to reach about $60 billion 
per annum, on the average, during 
the decade. 
e Credit v. Funds—But the demand 
for credit is not likely to rise as rap- 
idly as the supply of funds. For one 
thing, government financing require- 
ments will decline after our current 
defense buildup is completed. If sharp 
recessions can be avoided, federal de- 
ficits, which absorb more than 30% 
of the newly available loan funds in 
recent decades, will decline or disap- 
pear. Federal borrowing will decline 
proportionately. 
e State Financing Falling—Similar 
ly, recent trends suggest state and 
local government financing require- 
ments will diminish in the future. State 
and local government borrowing rose 
13% a year during 1950-55; but more 
recently the annual increase amounted 
to only 9%. Thanks to rising receipts 
from old tax bases—and adoption of 
new taxes—grass roots governments’ 
revenues are rising. During 1955-59, 
their tax revenues increased 8% a 
year, and it is reasonable to expect a 
continuation of this trend. State and 
local government bodies thus will rely 
less on borrowing and deficit financ 
ing to provide essential services in the 
approaching years. 
e Less Business Borrowing—Busi- 
ness corporations also may be rela- 
tively less active in seeking loans in 
this decade than in the past. During 
the 1950s, as corporations stepped 
up their capital spending, they used 
39% of all funds available to loan 
seekers. Now, however, productive 
capacity is adequate in many indus- 
tries for nearly any emergency. The 
need for rapid expansion, such as that 
of 1956-57 has abated. In addition, 
business firms will have available 
more internally-generated funds (re- 
tained earnings and depreciation or 
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ack Kenny Wins LOOK Contractor Award 
or residential wiring promotion 


Uses Murray 
GUARANTEED FOR LIFE 


Sales Aids to Help 
Boost Rewiring Sales 


Jack Kenny is being congratulated by Jack Catherwood of Long Island Lighting 
Co., Chairman of Residential Task Group, National Wiring Burea i Al 
Palumbo, Long Island salesman for Murray Manufacturing 


2 LOOK award 


For outstanding performance among electrical con- The “ss ier” used by Jack Kenny was Murray’ 
tractors in promoting residential wiring.” guaranteed for life, MP fully magnetic circuit bre: 


. , The Murray GFL Certificate presented to the 
So reads the citation presented by LOOK magazine yes : I ees 


. ‘ : owner, when the installation was completed, con 
to Jack Kenny, President of K. J. Kenny, electrical con- } al iil : ; ; M 
a : 1im that he had made a wise decision ... and a sa 
tractors in Mineola, N. Y. Jack’s promotional efforts to : 


: , customer is still the best advertisement for an ele 
alert home owners to the need for adequate wiring to 


handle today’s appliance loads paid off in increased sales eV 
Murray promotional literature, particularly our popu- 

The successful formula used by Jack Kenny was lar consumer stuffer, played an important part in helping 
“Survey ... Sell... and Satisfy.” Find out which Jack Kenny sell adequate wiring to his many prospects 
homes are still using low amp service; sell the home- Why not find out how you can cash in on the Murray 
owner through informative, hard-hitting direct mail and Guaranteed for Life promotion program to build busi 
personal follow up; then satisfy him with a sound, high ness, profits and prestige. See your Murray wholesaler 


quality installation. today, or write directly to our GFL Merchandising Dep't 


\X MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Ave., Brooklyn 16, N.Y. 


Survey: Dave Edwards makes periodic Sell: Frequent direct mailing of Murray Satisfy: Al Northup, right, is pleased with his new 
survey of homes with 30 amp service GFL promotion material to prospective load center with Murray's “Guaranteed for Life 
to build prospect list customers sells them on the benefits circuit breakers 

of adequate wiring 





‘ ’ ‘ depletion allowances). For these rea- 
HWE Atubulton sons, corporations may rely less on 
= borrowing in the 1960s than recently 
e Boost to Home Buyers—With the 
federal government’s borrowing needs 
declining—or even disappearing at 
times—with state and local govern- 
ments demanding relatively fewer 
loans, and with corporations empha- 
sizing internal financing, competition 
among borrowers is likely to be less 
intense in the 1960s than in the past 
decade. And this will strengthen th 

hand of prospective home buyers 
Because of relatively reduced de 
mand for credit, attractive investment 
opportunities will be less readily avail 
able than recently. Home mortgages 
consequently, may take on added ap 
peal as a preferred outlet for loanable 
funds. This, of course, will mean 
lower borrowing costs and fewer fi 
nancial hurdles for future home 

buyers. 

e Starts Up 20%—Current fore 
casts indicate that private 1 and 2 
family home construction will aver 
age 1.3 million starts annually during 
the 1960s—a 20% increase over re 
offer cent years. A similar rise in home 
mortgage borrowing would increase 
net mortgage debt by $13 billion an 


nually, on the average. To sustain 


Every building contractor is a prospect for one or more of 
housing starts at the predicted level 


these safe, convenient portable power distribution systems. ene Rr 
10me buyers must be able to borrow 
They carry electric power from temporary service or portable this amount annually in the decade 
generators for tools, lighting and other electrical equipment ahead 

at construction sites. Projected savings and borrowing 
trends suggest that mortgage money 
HERE’S THE STORY: U. L. APPROVED COMPONENTS...3 POLE available to prospective home buvers 
SYSTEM...DYNAPRENE CORD... NEO- during the 1960s will be more than 
PRENE MOLDED CONNECTORS... WATER- sufficient to meet expected needs. This 
PROOF... EXTENSIONS AVAILABLE... is clear from the following table, 
which shows the average annual sup 
EASILY STORED...SAFETY ENGINEERED ply and demand for long-term loan 

... EASILY CONNECTED TO POWER able funds for the decade 


AND... FOR YOU: AN UNUSUAL MARGIN OF PROFIT This report was supplied by the 
McGraw-Hill Dept. of Economics 


IN A LARGE MARKET sani 


Middle And Low Incomes 
Purchase Most Appliances 

NEW YORK—According to a re 
cent survey, conducted by a national 
consumer magazine, major appliances 


Sa are bought by middle and low income 
FE families rather than those with the 

a higher incomes. The bulk of the mar- 
a: af ket for high-priced major appliances 
i ( was revealed to be among households 


whose average income is less than 
TUFFLIN $7,500. 


LOOK magazine, which sponsors the 
LOOK Wiring Promotion 


WHITNEY Annual 
Write today for the Whitney Blake Award for several electrical indus- 
’ proposal on TUFFLINE Contractors try categories—contractors, utilities, 









































PPD Systems distributors and leagues or wiring 
bureaus conducted the survey on a 
nation-wide basis by personal inter 
New Haven 14, Connecticut Telephone: CHestnut 8-5515 ... TWX NH84 views of 5,300 households 
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SQUARE 


Peau ff ul shallow silhouette. Round or sq 
hand blown Thermopal glass. 100-300 Watts. 

" No frames, latches or visible means of 
glass support (U.S. Pat. No. 2,826,684 ). 


bes 
e Prewired recessed housings with exclusive Sy 
27 cubic inch junction box (U.S. Pat. No. 2,561, 986 ). 


© Vertical lamping. 


PRESCOLITE MANUFACTURING CORPORATION 
2229 Fourth Street, Berkeley 10, California 
FACTORIES: Berkeley, California ¢ Warrington, Pennsyivania ¢ El Dorado, Arkansas 


Write for complete catalog information 














tHE 
COMPLETE 





QUALITY LINE OF 


SCREW 
ANCHORS | 





SEND FOR “‘Hi’’ FASTENER CATALOG 


es 
FIRM 





“Hi-RED" PLASTIC SCREW 
ANCHORS Fasten anything... 
anywhere! Tremendous holding 
power (outdoors or indoors) in 
concrete, brick, cinder block, 
tile, wallboard, glass, wood, 
etc. Sizes for No. 4 screw up 
to 2” lag...sold in kits or 
cartons. SAVE UP TO 70% 
... MILLIONS IN USE! 


“WALLY” PLASTIC SCREW 
ANCHORS FOR HOLLOW 
WALL USE The only plastl 
screw anchor with “‘toggle- 
bolt"’ action—lower end backs 
up and bulges behind wall ma- 
terial, holds permanently. Can 
also be used in solid materials. 
One size for Nos. 6-10 screws. 


SELF-DRILLING ANCHORS 
3 new improved types: FLUSH 
(hand), “” to %”...SNAP- 
OFF (power), %” to 7%”... 
TIE-WIRE (power), 7/32” hole. 


” 


TOGGLE BOLTS Standard 
“Spring-Wing” type and Tum- 
ble Toggles (2 styles). All 
popular sizes—with round, 
mushroom and flat heads. 


LEAD ANCHORS Copper 
coated STEEL insert for greater 
strength. Ten popular sizes, 
6-32 thru 34-10. FREE setting 
tools. 


WOOD SCREW ANCHORS 
Made of high grade lead. Use 
in concrete, brick, masonry etc. 
All popular sizes, %x%4”" to 
% x2”. 


EXPANSION BOLTS All 
parts zinc plated and assem- 
bled as a unit. Sizes from 
3/16 x1” to %2x 8” in popular 
lengths. FREE setting tool. 


LAG SCREW SHIELDS 
For cut or rolled thread lag 
screws. Made of special rust- 
resistant alloy. Sizes 14” to %4” 
in long and short lengths. 








ADDRESS __ 





CITY a ee 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. © SYCAMORE, ILL. 


CAPITOL CIRCUIT 








e Sen. Estes Kefauver (D—Tenn), chairman of the Senate Antitrust 
and Monopoly Subcommittee, tried unsuccessfully to get Congres- 
sional wheels turning on five bills which would put new teeth in the 
antitrust laws. He scheduled a series of hearings on the measures, 
but after Republican senators made repeated objections to the sub- 
committee meeting during Senate sessions, Kefauver gave up and 
decided no further hearings would be held until after Congress 
adjourns. 

The subcommittee did, however, get a chance to hear Lee Loevin- 
ger, assistant attorney general in charge of the antitrust division, 
give his opinion on the measures. 

Loevinger supported four of the five bills, but said he did not 
consider them as substitutes for new enforcement tools which the 
Justice Dept.’s antitrust division is requesting from Congress. 

Loevinger said the department generally supports legislation which 
would: 

Bar an individual for one year from working for the company he 
had been employed by when convicted of an antitrust violation; 
increase jail sentences and fines for Sherman Act offenders and 
provide even heavier fines and sentences for second offenders; 
broaden the responsibility of top corporate officials for antitrust 
violations, and require bidders on government contracts to certify 
they reached their prices independently. 

But he said that Justice did not agree with a measure which 
would single out price-fixing and market division violations of the 
Sherman Act for extra-heavy punishment. Other antitrust violations 
are just as serious, he said, and in the long run this measure would 
be likely only to limit the flexibility of the Sherman Act. 

Loevinger stressed, though, continuing approval of other measures 
earlier requested by Justice which would give the trust-busters power 
to demand company documents in civil investigations and would 
require corporations te give advance notice of merger plans to the 
Justice Dept. 

e AFL-CIO building trades unions are gearing for another assault 
on Taft-Hartley situs picketing restrictions in the 1962 Congress. 
Their prospects of winning the 13 year battle, however, are ex- 
tremely dim unless they can make peace with House Labor Com- 
mittee Chairman Adam Clayton Powell (D-NY). The union’s 


degislative goal—which would allow the craft unions to picket 


multi-employer construction sites in a dispute with a single con- 
tractor—was initiated soon after the 1947 Taft-Hartley Law. At 
the start of the 1961 Congress, building trades leaders had high 
hopes of success, only to run into trouble with Powell over alleged 
discrimination practiced by the craft unions against negro crafts- 
men. The feud was climaxed by a public warning by Powell that he 
would not support the legislation—considered a must for passage 
unless such discrimination ceased. 

A further stumbling block to craft union chances next year is 

the split within labor’s ranks over the situs picketing proposal 
The AFL-CIO’s industrial unions opposed the Taft-Hartley change 
on the grounds it favored only the crafts and granted no relief 
to industrial workers. These internal differences within the big labor 
federation must also be resolved before Congress will be willing to 
act on the legislation. Between now and the next Congressional 
session, craft union officials will be working to eliminate both 
legislative bottlenecks. 
e The Westinghouse Electric Corp. on Sept. 18, contended that the 
Tennessee Valley Authority is indebted to it in the amount of 
$31,971,793.07 and denied it owes the federal agency $20 million 
as was alleged in a suit filed last July 11 by TVA charging breach 
of contract by Westinghouse. 
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How Circle exceeds the specs to give you... 


MAXIMUM DIELECTRIC STRENGTH 


Every order for power cable calls for certain specifications to be met. 
At Circle, the point is not how well these specs are met — but rather 
how far they are exceeded. 

Example: the well-known ‘“‘double-voltage’’ test as required by 
IPCEA-NEMA. The table below demonstrates one of the ways Circle- 
sheath Type RR power cable exceeds specs to give users maximum 
performance. Circlesheath also excels in ozone resistance, long-term 
stability and other essential power cable requirements. 

Power cable reliability is no haphazard achievement. It requires 
continuous supervision by men who not only care enough but know 
enough to produce the very best. Specify Circle on your next job — 
there’s no finer cable made. 


ae | CIRCLE WIRE & CABLE CORP. 
ed?) SUBSIDIARY OF CERRO CORPORATION 
PLANTS: Maspeth and Hicksville, N.Y. SALES OFFICES & WAREHOUSES: In all principal cities 
Rubber Covered Wires & Cables « Varnished Cambric Cabies + Plastic Insulated Cables - Neoprene Sheathed Cables + ‘‘CIRTUBE"’ EMT 


RATED DOUBLE AC CIRCLE B'KDON MAXIMUM STRESS 
VOLTAGE TEST VOLTAGE VOLTAGE IN VOLTS PER MIL 


5KV 28KV 
5KV 28KV 











® 


NOW! A complete 


line of 4 PROGRAMATIC 
time switches to handle 
98% of your customers’ needs! 


When your contractor customers realize 
that these switches are powered by in- 
door-outdoor synchronous motors, they'll 
recognize that Mark-Time—and you— 
have done it again! For here is another 
product with the same workmanship that 
made Mark-Time 9000 series the symbol 
of quality among time switches. 

As these motors illustrate, Mark-Time 
has spared nothing to give you a switch 
that can be installed and forgotten. 
They're a sure guarantee of years of 
trouble-free service—a guarantee of 








fastest profits and highest turnover for 
you! 
With just five standard models you can 
offer all these features—and more— 
e 30, 40, 50 and 70 amps 
e Min. ON time 5 minutes 
e Ratings for inductive, resistance and 
tungsten lamp loads 
Optional omitting devices 
Single and double-pole and two-cir- 
cuit switches 
In every respect, it’s a compact profitable 
line that will give you a maximum turnover 
—minimum inventory without having to 
carry a lot of once-in-a-lifetime specials. 
Send for the full details. 


Sold only through authorized wholesalers 


M. H. RHODES, Inc. 


Hartford 6, Connecticut 
In Canada—M. H, Rhodes (Canada) Ltd., Ottawa 5, Ontario 


NEWS 





Baltimore Distributor 
First In Urban Renewal 


BALTIMORE—Dorman _ Electric 
Supply Co., which has been in the 
Old Town section of this city for 36 
years has become the first redeveloper 
in the new Shot Tower Industrial 
Park. Plans are underway at Dorman 
Electric Supply to move from 810 
East Lexington St. to a 75,000-sq ft 
lot at Lexington and Colvin Sts. Con- 
struction on the new building began 
last month, and estimates are it will 
be completed within four months at a 
cost of $265,000. 

Gerson Dorman, president of the 

firm, thus becomes the first redevel- 
oper in the industrial park and the first 
on-site businessman to exercise the 
priority given by the Baltimore Urban 
Renewal And Housing Agency Com- 
mission to negotiate exclusively for a 
project location prior to public com- 
petition for sites in the project. 
e Cites Program—In recognizing the 
urban renewal program, Dorman said: 
“I have seen Old Town rise and go 
down hill, and I am very proud of the 
fact that I am playing a key role in 
assisting it to rise again through the 
urban renewal process.” 

The Dorman Electric Supply build- 
ing will be a one-story, brick and con- 
crete block structure which will oc- 
cupy 33,000 sq ft of land area. It will 
be surrounded with landscaping and 
off-street parking and loading facili- 
ties. 

The major portion of the building 

will be used for warehousing with the 
company offices and display rooms oc 
cupying the section fronting on Lex- 
ington St. 
e New Look- 
eration is conducted in a 
structure containing 24,000 sq ft with 
storage and parking on the other side 
of the street. He will have a modern, 
one-story plant with elaborate display 
rooms, well-designed office space, and 
warehousing in 34,000 sq ft—an in 
crease of 10,000 sq ft 


Dorman’s present op 
two-story 


Electroluminescent 
Sidewalk Installed 
SALEM, MASS 


tion of a solid state, 


The first installa- 
lighted sidewalk 
has been completed at the Lighting 
Products Division of Sylvania Electric 
Products Inc. The sidewalk is com 
posed of solid pieces of steel that are 
embedded in the ground and which 
produce light through the principle of 
The electrolumi 


lamps used in the sidewalk 


electroluminescence 
nescent 
are set in aluminum trays and com- 
pletely covered with plastic for weath- 
erproofing 
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( 
PLASTIC 


ELECTRICAL TAPE 


Fast, easy to handle...even overhead! 


THIS NEW TAPE-AND-DISPENSER 
COMBINATION IS RACKING UP 
NEW SALES RECORDS EVERY 
MONTH! Here’s why: 


FAST, EASY-TO-USE DISPENSER 
gives users ten big advantages. 
And because electricians can “‘tape- 
and-tear” in one simple operation, 
they get a better-looking, safer job. 


STRONG, DEPENDABLE TAPE is 
thin and flexible . . . meets the in- 
dustry’s highest standards. What’s 


more, J-M Dutch Brand Plastic Elec- 

trical Tape has uniformly high di- 

electric strength . . . provides out- 

standing resistance to acids, oil, 

solvents, fungus and gases. In short, 

the finest plastic electrical tape 
a 


rries the Dutch Brand 


Division, Johns-Manville, Box 359, 
New York 16, N. Y. In Canada: Port 
Credit, Ont. Cable: Johnmanvil. 


7 


Im? Sé c 
Get the facts on the complete line 

of J-M Dutch Brand Tapes, includ- 

ing this sales-stimulating tape-and- 

dispenser combination, from your 

Dutch Brand® man. Or write to E. H. TEN IMPORTANT ADVANTAGES! 

Wells, Vice President, Dutch Brand . Permanently shielded cutter! @. No 


hand clothes 


DUTCH BRAND TAPE 











The Uewest aud Best | 


iu METAL 
WALL PLATES 





WOODGRAIN 


America’s Largest 
Most Complete Line 


Specification Quality! 


Bell De Luxe Metal Wall Plates 
offer a complete selection to 
meet every need. Thousands of 
different sizes, styles, and finishes 
— durably made of top-quality 
materials to give lasting satisfac- 
tion. For the finishing touch .. . 
specify Bell! 
at 

®@ Standard 1-Gang to 10- Gang 
@ Custom in Any Combination 
@ Engraved, Oversize, Power Out- 

let, other Special Types 


WEW 
WOODGRAIN 


to match wood panelling for dens, 
playrooms, etc. 


Widest Variety of Handsome 
New Finishes! 
@ Chrome @ Stainless Steel 
® Satin Brass © Antique Metal 
@ Ivory and Brown Crackle 


Send for Big 
Free Colorful Catalog 


ELECTRIC CO. 
5735 S. Claremont 
Chicago 36, Ill. 


ELECTRONIC NEWS 





Cloud Nine Electronic 
Products Coming Soon 

NEW YORK—tThe cream of fu- 
ture electronics products were dis- 
cussed recently at the Western Elec- 
tronic Show and Convention, by some 
35,000 electronics experts. Out of the 
discussion arose predictions of cloud 
nine electronic luxuries that will ap- 
pear five to 35 years from now on 
the American scene. These products 
will be largely the outgrowth of space 
probes and space developments 
Some of the highlighted products 
were: 

e Solid-state refrigerators with no 
moving parts, no refrigerating sub- 
stance, no coils. Will run silent. 

e For home movies on television, 
movies cameras would use magnetic 
tape to record scenes instead of film 
With special attachment the user 
could then run the tape through the 
TV set. 

e Wall-sized hi-fi stereophonic 
phonographs with a continuous band 
of speakers replacing the present two 
or three units, enabling the transfor- 
mation of a wall into a full symphony 
orchestra 

Other units that came up for dis- 
cussion at the convention were: a re- 
mote power unit for campers that 
would generate electricity from heat 
from a kerosene stove; long distance 
remote control units that would en- 
able housewives to switch on appli- 
ances, several miles from their homes; 
home cleaning units that would use 
ultrasonic waves to clean clothes. 


Major Slowdown In Sales 
Growth Hits Industry 

NEW YORK—Three major prob- 
lems have caused a general slowing 
down of sales in the electronics indus- 
try: excess capacity; slowing growth 
rate; and tightening competition. Most 
electronics executives believe the in- 
dustry is heading into a transition pe- 
riod. 
e Transistors—In at least one major 
segment of the industry, the transition 
seems to be already under way. So 
many companies have crowded into 
the business that capacity is now dou- 
ble the market’s ability to consume, 
according to some industry leaders. 
Average prices, according to reports, 
have fallen 44% in the past year, and 
are now low enough to make it diffi- 
cult for some firms to turn a profit. 

According to one leading manufac- 
turer, indications are that there will 
be a shakeout in the transistor field 
over the next two years, and only the 
strong will survive. 


e Still Growing—lIndustry executives 
emphasize these troubles don’t mean 
the electronics field as a whole has 
ceased to grow. Factory sales of elec- 
tronics goods should hit a record $10.2 
billion this year, topping the current 
record of $9.9 billion set last year and 
almost four times the $2.6 billion 
chalked up in 1950, according to the 
Electronics Industries Association 

Up to this transistors and 
other semiconductors had been grow 
ing rapidly. Factory sales jumped 35 
last year, to a record $525 million 
But the growth rate 
companies into the field than it could 
absorb. Estimates are that more than 
150 companies now are making sem! 
conductors. Tightening competition 
underlies most of the mergers that 
have occurred so far among makers 
of transistors and other semiconduc 
tors. Despite the large total number 
of companies in the business, “about 
10 companies 
75% of the semiconductor 


according to one semiconductor ex 


year, 


attracted more 


account for at least 


volume,” 
ecutive 


Power Industry 
Turns To Electronics 


PHILADELPHIA 

has come to the electric power 
try. The Philadelphia Electric Co has 
placed in operation an automatic con 
trol system that “tells” 34 generating 
units what share of the company’s to- 
tal electric requirements each should 
supply. 

e Computer—The 
employs a digital computer to direct 
automatic loading of generating units 
Heart of the control system is an elec 
tronic “brain” with an uncanny mem 
It solves intricate mathematical 
equations instantaneously to deter- 
mine the most efficient 
generating units, and then automat- 
ically instructs each of them to adjust 
its production accordingly. 
e Operation—When the 

quirements of the utility are 
mined, the power director 
dial at a desk-like console 
with electronic gear. This produces a 
representing the amount of 
steam and hydroelectric 
the company is to supply. This infor- 
mation then goes into the compute! 
Stored in the computer’s memory are 
hundreds of about the utilit 

system. Among these are the efficien- 
cies and production costs of the gen- 
as well as transmission line 


indus- 


new installation 


ory. 


operation of 


power re 
dete! 
adjusts a 


crammed 


signal 


generation 


facts 


erators, 
loss data. 

With the data stored in the memory 
and other information being provid 
ed, the computer arrives at the most 
economical allocation of 
among generating units 
tions are then telemetered by 
trical signals. 


electric load 
These alloca 


sle 
Ciee 
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Non-Raveling 
Straight Tearing 


High Tensile Strength 


Highly Insulating } cunt FRICTION 
Wee RUBBER 
PLASTIC 


' o 


sai il eypare Tape U2 


ACCURATE MANUFACTURING COMPANY 
Garfield, New Jersey 
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.. Kills Giant Short Circuits 


Power For America Every year more and more electric power 
is pumped into the arteries and veins of America. Under control 
this genial genie does the work that gives the nation its growth 
and strength. Out of control, it becomes a monster, full of 
terror and destruction. 


Amp-trap Controls Power No other piece of equipment or 
device can control dangerous power faults as well... as fast 
. or as positively as Amp-trap. Amp-trap limits current, kills 
giant short circuits long before they can become destructive. 
Amp-trap can safely interrupt currents up to 200,000 RMS 
Amperes — with an engineered “Margin for Safety.” 


Amp-trap For Safety Amp-trap is for use where available 
short-circuit power is greater than standard equipment can 
handle. Use it on motor controls, bus duct, panel boards, load- 
centers ... for back-up short circuit protection ... to isolate 
faulted circuits. 


Amp-trap For You There is an Amp-trap for your own par- 
ticular problem. Find out about Amp-trap today. Ask for bulletin 
614 today. 


© Anipirdp Arab At The Sextth’ 


nz CHASE-SHAWMUT... 


374 MERRIMAC STREET © NEWBURYPORT, MASSACHUSETTS 


Subsidiary of I-T-E CIRCUIT BREAKER CO 


Heavy Construction To 


Hit Record $25.6 Billion 
NEW YORK—Engineering News- 
Record, a McGraw-Hill Publication, 
reports that heavy construction con- 
tract awards will soar 11% in °62 
to a record $25.6 billion. Contract 
awards in every category of public 
and private building will contribute to 
the boom. The publication also fore- 
sees a sharp pickup for the rest of 
1961. Here’s a detailed picture: 
PRIVATE CONSTRUCTION 
Industrial Buildings 
Up 22% to $3.45 billion by 
1962 
Commercial Buildings 
Up 12% to $3.20 billion by 
1962. 
Unclassified (pipelines, power 
transmission lines and _ private 
hydro construction) 
Up 10% to $550 million by 
1962 
Private Mass Housing 
Up 4% to $5.3 million by 1962 
(private mass housing has been 
slow to respond to the stimulus 
intended by the Housing Act of 
1961). 
PUBLIC CONSTRUCTION 
State, Municipal Construction 
Up 10% by 1962 
Federal Building 
Up 15% by 1962 
The combined state and federal con 
struction figures gives an overall in- 
crease of 11% rise to $13.1 billion 
by 1962. 
Earthworks, dams, waterways 
Up 21% to $1.1 billion by 
1962 
Public Buildings 
Up 14% to $4.1 billion by 1962 
Waterworks 
Up 13% to $510 million by 
1962 
Sewerage 
Up 8% to $830 million by 1962 
Airport, missile, space vehicle 
Up 15% to $1.5 billion by 1962 
Highways 
Up 6% to $4.3 billion by 1962 
Bridges 
Up 7% to $650 million by 1962 


Ist Industry-Wide Equip- 
ment Show to be Held 

NEW ORLEANS—tThe first elec 
trical equipment show for the entire 
industry since World War II will be 
held sponsored by the Electrical Assn 
of New Orleans. It will be held April 
2nd, 3rd and 4th at the Municipal 
Auditorium. Manufacturers whose 
products cover the full range of com 
mercial and industrial applications 
will be invited to participate in the 
exposition. 
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_DOBKIN 
ELECTRICAL SUPPLY CO, 


‘iF omens ont Dob-kin’ 


LIGHTING FIXTURES ELECTRICAL APPLANCES 
AIR CONDITIONERS 





HERTZ gets you out of the Truck Business 
...and back into the Electrical Supply Business! 


Every hour spent on truck problems and administra- 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service! 
Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet or other 
sturdy trucks. Or your own trucks can be recondi- 
tioned and leased back to you. Instead of many sepa- 
rate bills, you pay just one check per week —and that 
covers everything except the driver. 


Hertz Truck Lease Service includes complete main- 


No investment...no upkeep 


LEASE 7 TRUCKS 


DAY OR WEEK 


HERTZ ALSO RENTS TRUCKS BY THE HOUR 


tenance, gas, oil, garaging, emergency road service, 
painting and lettering of trucks plus all administrative 


details such as licensing, insurance —and much more! 


The service is flexible—trucks are custom-engineered, 
for example, to suit any kind of business. Should a 
truck be tied up for repairs, Hertz provides a replace 
ment. Or if extra trucks are needed for peak periods, 
Hertz supplies them immediately. Get out of the truck 
business today! Call your local Hertz Truck Lease office 
for more information or write for booklet —‘“‘How To 
GET OuT OF THE TRUCK BUSINESS.” 


HERTZ TRUCK LEASE, Dept. C-10 
660 Madison Avenue, New York 21, N.Y 
‘How to 


eeeeeeee 


Please send copy of booklet Get Out 
I 
ruck Business’’ to 


NAME__ — — 


POSITION IN COMPANY 


COREPAN Y cece 





ETP 


U.L. SOLID ONE PIECE - CONCRETE TIGHT 
E.M.T 


, Electrical 


INDENTER 
TYPE 








Why settle for ordinary 
couplings & connectors when 
ETP gives you all these EXTRAS: 

@ Sparkling corrosion-resistent zinc 


chromate overplating for 
lasting performance. 


One piece tubular steel — cannot 
open or spread. 
Concrete tight. Far surpasses ULL. File 
Card E 24788. 
Exclusive pre-set, deep-slotted staked 
heavy duty locknuts. 

@ Special formula soft steel for 
easiest indenting. 

= Competitively priced! Boxed every 
size from 42” to 2”. 


CONNECT WITH @ FOR ECONOMY 


Electrical Tubular Products, Inc. 
74-16 GRAND AVENUE, MASPETH, (N.Y.C.) N.Y 
DEfender 5-8000 








Electric Heating is .. . 


A Million Home Business 


1,116,000 homes will be electrically heated by the end 
of 1961, according to latest electric heating survey. 


The following article was compiled 
from a recent electric heating survey 
conducted by Electrical World, a Mc- 
Graw-Hill publication. 


Here are the highlights: 

e Estimates reveal that there will 
be 1,116,000 electrically heated 
homes in the country by the end of 
1961. 

e Utilities expect to have 5.2 mil- 
lion homes with electric heat by the 
end of the decade. 

e Heat pumps are expected to 
capture 26% of the residential market 
in 1970, a 15% increase over the 1960 
level. 

There were 220,800 existing homes 
electrically heated at the end of 1960, 
or 24%of the total market. This is 
expected to increase to 279,000 exist- 
ing homes by the end of this year, 
and jump to 1.6 million by the end of 
1969. 

A similar trend, according to the 

publication, was found in the percent- 
age of all newly built houses getting 
electric heating each year—15% went 
to electric heat in 1960, 18% will do 
so this year. 
e Heat Pumps—Only 11% of 1960 
installations used heat pumps as the 
heat-producing element, the remaind- 
er are using resistance heating ele- 
ments. By 1969, the ratio will have 
reached 26% heat pumps, 74% resist- 
ance heating. 

Geographically, electric heating is 
still most popular on the Pacific Coast 
and in the South, but utilities in all 
sections of the country have some 
electric heating loads, and electric 
heating in cooler regions is growing 
fast. As for sales resistance, most 
utilities reported the most important 
obstacle to conversion sales was the 
need for properly installed home in- 
sulation to keep electric heating costs 
economical. 

In the East South Central region one 
utility had 98% of new homes going 
to electric heat in 1960, while another 
had 95%. In the Far West a utility had 
70% in 1960 and expects 72% this 
year. One other utility had only 15% 
in 1960 but they expect this to leap to 
40% in 1961, the publication stated. 


Resistance Heating 


What kinds of resistance equipment 


goes into the electrically heated homes 
in this country? Baseboard continues 
to dominate the market and is ex- 
pected to increase this year. In 1959, 
baseboard had 44% of the market, and 
this is expected to increase to 55% in 
1961. Second most popular is ceiling 
cable and though, like wall units and 
glass panels, it shows an expected de- 
crease for 1961, it will still capture 
23% of the market. 

The item which has cut into the 
electric heat market is the 
furnace. Nationally it is reported to 
have 3% of the market. The Electrical 
World survey shows it has 3.1% with 
predominance in the West North Cen- 
tral, South Atlantic and East North 
Central regions. 

According to utilities contacted, 
46% said they prefer baseboard, while 
7% lean toward ceiling cable 

On the commercial 
the commercial heat 
tions on the utility 
of last year were custom-made cen- 
tral systems. Packaged units account- 
ed for 29% and room-size units, 24 
Industrial 
23% custom-made systems, 75 
packaged units, and 2°‘ 
units. 


electric 


side, 47% of 
pump installa- 


lines at the end 


units were split up into 


room-size 


All Weather 
Comfort Standards 


The All Weather Comfort Stand- 
ards have been developed for insula- 
tion. These standards were developed 
to establish recommendations as to 
the extent electrically heated and air- 
conditioned homes should be insulated 
in terms of performance, and 
tablish insulation 
product performance and proper in- 
stallation. 

Minimums under these 
are stated as “R” numbers 
minimums are 19 in the ceilings, 11 
in the walls and 13 in the floors over 
vented crawl spaces. 


to es- 


responsibility for 


standards 
Accepted 


Electric Heat Rate 
Lowered By Ohio Power 
CLEVELAND — The Ohio Power! 
Co. has announced a new electric heat 
rate, which will affect 7,000 custom- 
ers who have all-electric homes. The 
new rate: 1.4¢ per kwhr, compared 
with the previous rate of 1.5¢. 
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National Electric is 












































NO FISHING REQUIRED 
WITH THESE SURFACE RACEWAYS 


Fasten the base, lay in the wires, snap on the capping. With 
National Electric’s “lay-in’ method of installation, surface 
raceways are fast and easy to install . . . they assure a better 
looking job. Since there’s no “fishing” required, NE Raceways 
are a minimum cross section. Their low contour lets them hug 
the surface. You install it faster . . . less labor—more profits! 


Metal molding, Surfaceduct, Twinduct, Florduct, Plug-in Strip . . . 

National Electric makes them all. For details, ask your electrical 

distributor. Or, write National Electric Division, H. K. Porter Raceways for every installation requirement 
Company, Inc., Porter Building, Pittsburgh 19, Pa. 


p RTER NATIONAL ELECTRIC DIVISION 
H. K. PORTER COMPANY, INC. 





W Reveals Transformer 
SICHRUEAUERCPA DRUPAL BCID 1 Line at Lower Prices 
N RENO NNGAG WONG) WONG 
PITTSBURGH Westinghouse 
Electric Corp., Pittsburgh, Pa., has an- 
nounced a new line of potential trans- 
formers (Type APT), 25 through 
69kv. The APT line supersedes the 


& y) * a 
i | ) -| type OPT transformer and will sell 
QO 16 S olic 5 for $80 to $160 less. The new poten- 
tial transformers are said to be small- 


er, lighter and offer better perform- 
ance than previous models 


WHOLESALERS 


Tomic’s policy of channeling every sale through whole- 

salers is only one of the many advantages you enjoy as a 
distributor of Tomic’s advanced line of electrical fittings. 
And for your customers, Tomic fittings mean faster con- 
nections at less cost because they’re specifically designed 
to speed and simplify electrical installations . . . provide 
a better all-around job! 








ave 


Prescolite Plans Move 
BERKELEY, Calif Prescolite 


Manufacturing Co. will move its entire 
operation from this city. Plans are 
to move to San Leandro, Calif. into 
a 100,000 sq ft plant area 
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New Bulb Said To Be 
25% Brighter 


A new light bulb, that uses a 
tantalum carbide filament, and is said 
to be 25% brighter than conventional 
bulbs and lasts 50%%-100% longer 
was revealed last month. The lamp 
was developed jointly by Polaroid 
Corp. and Union Carbide Corp., with 
cooperation from the Lighting Prod- 
ucts Div. of Sylvania Electric Prod- 
ucts Inc. 

There are reportedly no plans for 
commercial production, but several 
likely applications for the lamp such 
as in slide and film projectors where 
high-density, direct light is needed 
were indicated. 
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When you sell the Tomic line— 


YOU GET | YOUR CUSTOMER GETS 


100% sales protection—assuring e Fast, easy electrical installations 
you of ALL Tomic sales in your area | without special tools or equipment r 
+. including OEM's! | because a twist, a tap, or a snap is all | GE Offers Premium Lamp 
© Steady profit margins because prices | W tates to inated ony Youue Sitag ‘@ At Standard Prices 


on patented Tomic fittings seldom | Positive, vibration-proof connectors Ki CLEVELAND — General Electric 
change. and couplings that won't shake, jar “a Company's 3100-lumen “Premium 3,” 
or work loose. fluorescent lamp has been established 
=| as a standard 40-w lamp line at stand- 








; 
al 


e Extensive sales support through | 
consistent national advertising, pub- . Rugged, all-steel construction— 
licity and sales promotion throughout zinc-plated for extra protection. 1 ard prices. This results in a 10% list 
the electrical contracting industry. Kd] price reduction for the former pre 
¢ Complete technical assistance. @| mium-lamp line. 





¢ Full representation at national and 


local exhibits and trade shows. © All orders shipped within 24 hours. Kd] In effect GE is making the pre- 
al mium lamp its standard one. As a 








2 


result, the “Premium 3” listing will 
be discontinued. The F-40 ordering 


ee p—~ rs 

iz K UL}) =I designation of the standard line will 

° @. bd] be kept, but this lamp now will in- 

f i corporate the design and performance 
Ko) characteristics of the former, higher- 


TODAY'S FINEST ELECTRICAL FITTINGS ¢ priced premium lamp. 


we According to the McGraw-Hill 
bay Ras ZL» | za Dept. of Economics, consumer de- 

2 ~=J 5 re mand is rising and will continue to do 
} > S so. Personal income has hit an all 


° ° fp 
Write for details. Ke time high in each of the past six 
TOMIC SALES & ENGINEERING CO. ~ months. Outlook for the next 10 
20000 SHERWOOD AVENUE, DETROIT 34, MICHIGAN months: increased expenditures on 


: : goods and services of about $19 bil- 
WAT OA BY iR\§ lion. 
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32 happy new 
Visitune 
Chimes... 
4 striking new sales 
displays to 
help you 
sell them! 
BF Vertane Chine 


soe ll an ile 
a, + 














These Victor display panels belong in your 
sales room. Four gaily-colored panels ...@ 
*eereetecee ¢ 
Oe Cw oe oe Henrererere selection of 23 melodious Visitune Chimes at 


eeeeeeereseeceese — . 
toes your customers’ fingertips. Each panel come 


**00 pletely wired, ready to plug in and operate— 


ready to make sales for you. 


Write today for full-color literature on these 
effective sales-makers (including sizes, ship- 
ping weights, prices) and also for the new 


full-color Visitune Chimes Catalog. 


EH-1061 


VICTOR VENTILATOR DIVISION, THE PHILIP CAREY MFG. COMPANY, MIDDLETOWN, OHIO 
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IS THE 


ONLY SOURCE 
FOR DOUBLE AND 
TRIPLE FLOODLIGHT 


RECTANGULAR 
ROUND 
ELLIPTICAL 


Porcelain Enamel Finish 
Cast Aluminum Slip Fitters 
and Wiring Hubs 
« 

WRITE FOR 


FLOODLIGHT CATALOG No. 9A 


QUADRANGLE MFG. CO. 


32 S. PEORIA ST. 
CHICAGO 7, ILLINOIS 





Sig 


- 


TRAVELING lighting exhibit, shown here, recently attracted a large crowd to the 


C. S. Mersick Electric Supply Corp. in West Haven, Conn. The exhibit 
by Prescolite Mfg. Corp., is currently on a cross-country tour 


prepared 


Architects, builder 


electricians and decorators turned out to see the lighting display on wheels. William 
Llewellyn, second from left, sales representative for Prescolite, explains one of the 
exhibits to John Booth, left, West Haven builder, Hy Shendell, second from 


Mersick Electric showroom manager, and Bernard Kershner, right, salesman 
The newest type fixtures were featured aboard the van 


Arbor homes 





Emerson Electric To 
Build Living Effects Lab 


ST. LOUIS—Construction has been 
started for a full-scale Living Effects 
“laboratory” for Emerson Electric 
Manufacturing Co. on the grounds of 
their headquarters at 8100 Florissant 
Ave. in St. Louis County. When com- 
pleted, the building will be used for 
testing and development work in resi- 
dential electric heating, cooling, ven- 
tilating and lighting products manu- 
factured by the company’s Builder 
Products Group, commercial lighting 
fixtures manufactured by Day-Brite 
Lighting Co., and for joint research 
projects with leading builders, archi- 
tects and electrical contractors 
throughout the country. 

The building has been in the plan- 
ning stages more than a year. It will 
provide an authentic home environ- 
ment for developmental testing by 
offering conditions impossible to 
achieve in research laboratories cur- 
rently maintained by the company, 
according to a company spokesman. 
It will be used to test and develop 
fans, residential and commercial light- 
ing, electric heat, air conditioners, 
chimes and intercoms. They will be 
tested under both extreme and typi- 
cal conditions, and in conjunction with 
a variety of materials not manufac- 
tured by Emerson Electric, such as 
insulation, floor and ceiling coverings. 


e Test and Demonstrate—‘This new 
building will make it possible to test 
and demonstrate various items of 
equipment in several combinations, 
both for the home builder and home 
buyer,” said L. K. Stringham, vice 
president, research and _ develop 
ment. “We will be able to evaluate 
many 
fort in a home. And its residential 
size and scale will make this home 
laboratory an excellent environment 


new concepts for living com 


in which to study and create new 
builder products.” 

The upper level will house 
sq ft of living area, with a la 
deck for meetings or possible exp 
sion. To permit maximum flexibility 
for future research, the roof of the 
house will be suspended from steel 
“bents,” which will allow all interior 
partitions to be moved easily, and 
simplify the application 
structural techniques. 

Also on this floor will be a room 
in which seasonal climatic conditions 
may be effected throughout the year 
An area outside this room may be 
flooded with chilled air, so that heat- 
ing systems may be tested during the 
summer months, and cooling systems 
in the winter. It will be built on a 
hillside facing Florissant Ave. The 
1,300-sq ft lower level will open onto 
a large patio. A portion of this level 
will have 12-ft ceilings, required for 
fixtures 


ol Vari 


testing of commercial 
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KNOW YOUR 
SYMBOLS 


BullDog Duplex Pushmatic— 


Still the 
leader in 
residential safety 
and convenience! 











The leader in safety . . . BullDog’s 
Duplex Pushmatic® circuit breaker pr 
vides two protective systems in each cir 
cuit. A thermal control teams up with 


THERMAL 


Thermal device tion under any residential operating cond 
ach cir t 


magnetic coil to assure maximum prot 





tion and to avoid nuisance tripping. Bolted 
bus-bar connection assures tight, positive 
contact that prevents overheating 

maximum electrical safety is your best 


protection against costly trouble calls 


The leader in convenience 
Duplex Pushmatic puts two general-pur- 
pose circuits, 15 or 20 amps, in the panel 





CcOiL 


space of one—provides maximum circuit 





Separate flexibility with smaller, less expensive 
magnetic coil 
protects each 


panels. And the Duplex is the on/y breaker 
Duplex trips with exclusive pushbutton convenience. 
ae es Also, a tripped breaker can be identified 
instantly by sight or touch, resets with a 
push of the finger. For complete details on 


Pushmatic breakers and panels, write for 


ce your ““Pushmatic Pocket Guide” 


BuliDog Electric Products Divisi 1-T-E Circuit Breaker Company, Box 1 Detroit 32, Mich. In Canada: 80 Clayson Rd.. Tor 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 





MORE REASONS YOU BENEFIT 
BY SELLING FURNAS ELECTRIC 
"Sea MOTOR CONTROLS 


The extensive Furnas 
line, with many exclusive 
features, means higher 


profits for you. 


Size 3 
Class 14H 


Size O Size O 
Class 15B Class 15C* Class 14C 














Size | Size 134 Size 2 
Class 14D Class 14E Class 14F 


“Exclusive Furna 


LOWER COSTS—Magnetic Starters are available in 9 choices 
in place of 5 in the range up to 50 HP—440V. This provides 
many opportunities to offer starters with a price advantage to 
the Distributor and his customer. 


LOWER INVENTORY INVESTMENT—Dual Voltage Coils at no 
additional cost means you accommodate more Magnetic Starter 
requirements with less inventory dollars invested. ; 


BETTER PROFITS—Because of this unusual combination of more 
sizes to choose from and a more favorable dollar-turnover rate, 
Furnas Electric Distributors enjoy better profits. To get the full 
story, ask for Distributor Portfolio $5412. A101 


Write today — 1069 McKee St., Batavia, Illinois 


amas) FURNAS 


| ELECTRIC COMPANY © Batavia, Illinois 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 





Distributor Sales 
Record 21.3% Increase 


CHICAGO—Distributor sales re- 
corded an increase of 21.3% for 
July °61 over July °60, according to 
the American Home Lighting Institute 
Of the 13 firms that reported, 11 
showed increases. 

1961 sales for July among the 13 
distributors amounted to $233,706 and 
1960 sales were $ 

The institute has dispatched ballots 
for the election of a distributor ad- 
visory committee. Four members will 
be elected to the committee 


New Distribution For 
Aluminum Conduit 

NEW YORK—George F. Waite, 
vice president and general managet 
of the Jasco Div. of Irving Air Chute 
Co., New Hyde Park, L.I., N.Y., re- 
cently announced that previous dis- 
tribution arrangements with Cond- 
Alum Co. had been discontinued and 
that 25 independent distributors were 
being apponted “in strategically lo 
cated” areas. Says Waite: “we ex 
pect to back them (i.e., the 25 inde 
pendent distributors) with extensive 
advertising and promotion ‘ 


Business to Step 
Up Its Buying 

Plant and equipment purchases 
may easily rise 20% by June, 1962, 
says a recent report. That’s a $7 bil 
lion boost in 10 months. The com 
bination of an 85% manufacturing 
operating rate, on the average, well 
before the end of this year and an 
all-time record high cash flow (re 
tained earnings plus depreciation), 
should result in a sharp step-up in 
capital investment in new producing 
facilities by early ‘62. Electrical ma 
chinery, chemical, paper, rubber, tex 
tile, stone, clay and glas auto and 
instrument industries are expected to 
be operating at or above 85 of 
capacity. Buying for inventory is also 
expected to increase $4 billion over 
this period. A small amount of th 
inventory build-up early in 1962 will 
be due to the possibility of a steel 


strike at mid-year 


Chicago Distributor 
Expands Operations 


DETROIT—Newark-Ferguson Elec 
tronics, Inc. and Cadillac Electric 
Supply Co. have purchased three acres 
of land at Hubbell Ave. and Eight 
Mile Rd., known as the Hubbell In 
dustrial Subdivision, located in Oak 
Park, Mich 

According to plans, a 60,000-sq 
ft building will be constructed to 
house jointly Newark-Ferguson Elec 

Continued on page 136 
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ELECTRICTUBE EMT-— Satin-finish 


galvanized EMT has exceptionally long corrosion-resistant life 


Super-smooth interior surface per 
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Fed. Spec. WWT 806b 
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FROM MANUFACTURERS 
OF CONDUIT SINCE 1910 


a complete line 
of high-quality 

conduit to meet 
all requirements 


Every electrical distribution system you 
install must give years of safe service, and 
deserves the finest material you can put 
into it. That’s why Clayton Mark conduit 
and electrical metallic tubing has been 
the natural choice of designers and in- 
stallers of electrical systems for almost 
half a century 


All Clayton Mark conduit is inspected 
by Underwriters’ Laboratories to assure 
high continuity of excellence. Every foot 
is made of special quality material which 
threads, bends, and cuts easily. Threads 
on pipe, elbows, and couplings are accu 
rately cut standard gauge to assure proper 
fit. Male threads are covered with thread 
protectors to prevent damage before being 
placed in service. And all Clayton Mark 
conduit is thoroughly cleaned for perfect 
adherence of interior and exterior coatings 


Remember to ask for safe, long-lasting 
Clayton Mark conduit for your next job 
You'll save time, money and effort. Call 
your local distributor today 


Distributed in all 50 states 
and throughout the world 


CLAYTON 
MARK 


& COMPANY 





customer 
savings 
with... 


) FREE 
>< SURVEY 


FREE 
30 DAY 


AUTOMATICALLY 
RETRACTING 


CORD LENGTHS TO 
FIT YOUR NEEDS 
HEAVY DUTY PiS- 
TOL-GRIP PHEN- 
OLIC HANDLE. 


light and power where and 


sees TRIAL 


“> FREE SURVEY 


On-the-spot free plant check-list survey will help 
your salesmen increase multiple sales of Cordomatic 
Reels. Survey shows how these versatile reels can 
be used for regular operations and economical 
uses often unobserved. 


2, FREE 30 DAY TRIAL 


Will sell your customers and prove the functional 
value of Cordomatic Reels in maintenance savings, 
safety and convenience. 


3 SALES PROMOTION - 
| BACK-UP CAMPAIGN 


Will presell your prospects—-ADS IN 14 TRADE 
PAPERS, direct mail campaigns and special pro- 
motions throughout the year, will stait at once and 
stimulate thousands of inquiries for you. 


Move into volume sales with these highly profitable 
Cordomatic Reels. A reel for every purpose: Main- 
tenance, OEM, production, safety. (See detailed 
information on reel types and uses in box at bottom) 


OUTLASTS 25 ORDINARY DROP CORDS 


MAINTENANCE REELS: Heavy duty drop light reels, cable 
balance reels, do-it-yourself (portable tool) r 
USES: Shop maintenance ¢ Material Handling - a . 
Stock Rooms « Loading Platforms « Warehouses « Con- 
struction Work ¢ Vehicle Maintenance etc 

PRODUCTION REELS: Heavy duty drop light reels, cable balance 
reels, electric balance reeis, do-it-yourself (portable tool) 
reels. 

USES: Bench Work @ Production Lines © Construction 
Work ¢ Tool suspension etc. 

SAFETY REELS: Static discharge reels, grounding type reels. 
USES: Bulk transfer of combustible fuels ¢ Fuel servicing 
equipment ¢ Fuel consuming equipment 

GROUNDING TYPES TO MEET ELECTRICAL CODES. 
CUSTOM DESIGNED REELS TO MEET SPECIFICATIONS. 





SEND COUPON TODAY! 





17th & indiana Ave., Phila. 32, Pa. 
PSSSSsssesssssesssssssessusay 


CORDOMATIC REELS, PHILA. 32, PA. 
PLEASE SEND COMPLETE INFORMATION ON: 
0) 30 day trial offer 
C) Plant survey 
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tests effect of 


OWNER Abe Lipsky 


lights while 


Forrest and golf pro look on 


Quartz Light Is Golfer's Guide 


New lighting system adds 


tunity to apply the use of newly 
developed quartz iodine lumi- 
of Mid-Island 


"| WAS just waiting for an oppor- 


naires,” Len Forrest 
Electrical Sales Corp. L.I., N.Y. told 
George Spohrer and Abe Lipsky, 
owners of the “National Par 3” golf 
course in Hicksville. And, as it turned 
out, Forrest received the opportunity. 

With the aid of Forrest, who is a 
lighting engineer, 120 1,500-w quartz 
lights were erected on the 
course. The course has 18 holes that 
average about 85 yards each in addi- 
tion to an 18 hole miniature course. 
e Extend Hours —— Owners Spohrer 
and Lipsky felt the necessity for ex- 
tending golfing hours because of the 
overcrowded conditions prevalent on 
most courses. They also felt that 
night golf would offer an opportunity 
for play to men who just couldn’t get 
away during the day. 

Realizing that lighting a golf course 
was a difficult task, Spohrer ap- 
proached Forrest for his recommenda- 
tions. Forrest gave the following rea- 
son for preferring quartz iodine light- 
ing: “Quartz iodine is an ideal light- 
ing system for a large recreational 
area such as this. It is much more 
efficient and the lamps last twice as 
long.” “Quartz light brings out all 
colors naturally and in great depth,” 
Forrest said. 


iodine 


depth to course at night. 


LIGHTING engineer Len Forrest of 
Mid-Island Electrical Sales Corp. explains 
effects of quartz iodine light to course 
owner Lipsky. 





Los Angeles, Calif.—‘“Lighting for 
the Space Age,” “The History of 
Light Throughout the Ages,” a “Foun- 
tain of Light” and new concepts and 
innovations in fixtures and light 
sources, are among the features an- 
nounced for the Lighting Progress Ex- 
position to he held October 3, 4, and 
5, in Los Angeles at the Hollywood 
Palladium. 
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New General Electric FLEXWAY Wiring offers great 





flexibility... meets tomorrow's needs as easily as today's 


Installs whenever, wherever wanted — On, not In — any type of wall 


New G-E FLEXWAY* Wiring runs almost anywhere 
—surface-mounted in a small, neat steel raceway that 
becomes a baseboard, door casing, chair rail, or vertical 
riser. It is ideal for commercial and industrial buildings, 
because of its flexibility in meeting changing needs— 


Switches and outlets can be located 


wherever needed, in General Electric 
Flexway Wiring. Devices fit onto a base 
channel, and the spaces between them are 
closed with raceway covers, easily cut to 
length with a special tool. 


Progress /s Our Most Important Product E tts 


GENERAL @@ ELECTRIC 
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Outlets can be added or moved at any 
time, without cutting or stripping wires! 
G-E Flexway Wiring outlets have insula- 
tion-piercing, clamp-type terminals that 
make automatic “loop” connections any- 
where along insulated wires. 


safer, rugged grounding system. 


and for homes built with new prefab components (like 
sandwich panels )—where in-wall wiring is impractical. 


General Electric Flexway Wiring is U.L.-listed; a 


(15A, 125V—20A, 


125V—and 15A, 250V grounding outlets available.) 


An offset screwdriver lays any part of 
the system open, quickly, for replace 
ments or additions. Write for details on 
new G-E Flexway Wiring, to: General 
Electric Company, Wiring Device Depart- 
ment, Providence 7, Rhode Island 


soe 
oo 
> % 


GZ mam LS 
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Millions of Volts... 


safely grounded with 
CF.I Galvanized Steel Strand 





Safety is built into every foot of CF&lI Galvanized Steel Strand. 
When used as a ground wire on overhead power transmis- 
sion lines, it harmlessly shunts aside the most punishing 

blows of even the largest electrical storms. 
The reason is that CFal Galvanized Steel Strand is 
the result of many years of engineering know-how. 
ee 
@ subjected to the most rigid quality controls 
during manufacture. 
@ hot-dipped in zinc before stranding to assure 
a tough, weather-resistant finish. 
@ made to meet ASTM specification A-363 
in three- or seven-wire constructions, and 
can also be manufactured to your special 
specifications. 
For complete details and prompt de- 
livery, contact your nearby CFal sales 
office today. 


The Colorado Fuel and tron Corporation 
Denver + Oakiand » New York 
Sales offices in Key Cities 


| Distributor Expands .. . 


Continued from page 132 


tronics Inc. and Cadillac Electric 
Supply Co., giving them an additional 
50% sales, office and warehouse space. 

“We intend to build the most mod- 
ern as well as the largest combination 
electrical/electronic, one-story distri- 
bution center in Michigan in order to 
serve industry. Our faith in the future 
industrial growth and diversification 
of the Detroit area, as it affects our 
two companies, is clearly demonstrated 
by these plans,” Herbert Blumberg, 
president, stated. 


Total Electric Program 
Begins in Muncie, Ind. 

MUNCIE, IND.—This area of the 
country has been selected by the 
Westinghouse Electric Corp. for the 
pilot test of an extensive “Total Elec- 
tric” home modernization program 

“Of the cities of this size which 
were analyzed,” said W. H. Loeber, 
manager of the Westinghouse residen- 
tial marketing department, “Muncie 
offered the best combination of good 
economic conditions, active public in- 
terest, electric utility support and high 
quality local distributors and dealers.” 

As an indication of the interest in 
modernization already shown in Mun- 
cie, the Westinghouse executive point- 
ed out that in 1958, 8% of all electric 
heating installations in Muncie were 
modernization jobs, the remainder be- 
ing new ones. In 1959 the figure had 
climbed to 32%, and last year 76% 
of all such installations were moderni- 
zations. 

“Our experience with the Total 
Electric Home program,” he said, “has 
verified our original prediction that 
the American public wants total elec- 
tric living.” 


NEMA To Hold 35th 
Meeting November 16 


NEW YORK-—Electrical manufac- 
turers from all sections of the nation 
will assemble at New York’s Plaza 
Hotel on November 16 for the 35th 
annual meeting of the National Elec- 
trical Manufacturers Association. 

The program will be divided into 
two parts—a morning business session, 
and a review of the electrical indus- 
try’s progress immediately after the 
general membership luncheon. A. D. 
R. Fraser, president of NEMA, and 
president of Rome Cable Div., Alu- 
minum Company of America, Rome, 
N.Y. will preside at the one-day ses- 
sion, and keynote the morning pro- 
gram with highlights of association 
activities during 1961. Joseph F. Mil- 
ler is managing director. 
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COSTS LESS TO SHIP, HANDLE, 
INSTALL AND MAINTAIN 


* Approved by Underwriter’s Laboratories and the 
New York City Board of Standards and Appeals. 


e WEIGHS '; AS MUCH AS STEEL © CORROSION RESISTANT| 
© NON-MAGNETIC 





342"",4 


color coded 
caps and 
elbows 
availabie 





ORDER ALUMINUM RIGID CONDUIT FROM YOUR AUTHORIZED JASCO ELECTRICAL WHOLESALER 


Complete data and specifications available from Jasco. 


JASCO ALUMINUM PRODUCTS 





NN 
> A division of Irving Air Chute Company, Inc. Vin 
31 Nassau Terminal Road, New Hyde Park, L. |., New York Phone: Fleldstone 3-4300, Floral Park 4-8607 Ake 
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What You Should 
Know About 


PPED WINDING 
TRANSFORMERS 


Tapped winding transformers, solve both sales and installation problems, in- 
expensively. For example: where an air conditioner, refrigerator, or other appli- 
ance, powered by a 115 volt motor is to be installed in a location where only 
230 volt power circuit is available, a tapped winding transformer plugs into the 


power circuit and supplies 115 volt service to the appliance. 


Or, as another example: where the appliance installation is made in a location 
where supply voltage is below the normal required for good motor performance 
(105 volts or lower) then the input line connected to the proper taps can improve 


the low voltage condition and provide |15 volt service. 
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As shown in the diagram this transformer is designed with taps for 260/240/220 
200/125/115/105/95 volts primary connection and when connected to the proper 


< 
* 





primary taps will provide a 115 volt source of supply. 


Available in ratings of 350, 550 and 750 VA. Other models provide 230 volt 
output from 208 volt available circuits. Write for Bulletin 162-B02. 


ACME ELECTRIC CORPORATION 
6710 WATER STREET, Cuba, New York 
In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 





New Orders Forecast: 





Machinery New Orders 
To Continue Rise 


NEW YORK—Capital goods man- 
ufacturers cooperating in the quarter- 
ly McGraw-Hill Machinery New Or- 
ders Forecast predict their new 
orders will continue to rise steadils 
through the remainder of this year 
and on into 1962. The current fore- 
cast of 188 (1950-100) for the sec- 
ond quarter of next year is an all- 
time high for machinery orders. The 
highest previous quarterly average 
was 180, attained only twice in the 
past 12 years. 

e Nonelectrical Machinery—Manu- 
facturers in all six nonelectrical ma- 
chinery categories included in this 
forecast predict gains in new order 
bookings comparing the second quart- 
er of next year with the like period 
this year. Makers of metalworking 
machinery forecast an 11% increase 
and pump and compressor builders 
expect a 4% gain. 

e Office Machinery—Office machin- 
ery producers expect new orders in 
the April-June period of next year to 
run 12% higher than in the same per- 
iod of 1961, and engine and turbine 
manufacturers anticipate an 8% rise 
in the same period. New orders for 
other industrial machinery—general 
and special purpose industrial ma- 
chinery—are expected to be 7% high- 
er in 1962’s second quarter than in 
the same quarter of this year 


Announce Electronics 
Leasing Organization 


BATAVIA, N.Y.—The establish- 
ment of Sylvania Commercial Elec- 
tronics, a new organization responsi- 
ble for the sales, service, and leasing 
of specialized electronic products for 
industry and commerce, has been 
announced by Robert E. Kenoyer, 
vice president and general manager 
of the Home Electronics Div. of Syl- 
vania Electric Products Inc. 

Kenoyer said Sylvania Commercial 
Electronics will concentrate its activi- 
ties on products used primarily in 
industry and commerce. These in- 
clude direct-wire television systems, 
industrial security systems, and other 
specialized electronic products 





NEW YORK—The 1962 New 
York International Home Show will 
be staged in the Coliseum February 
17-25. This exhibit will unveil the new 
1962 home products, materials, ap- 
pliances, and ideas to members of the 
building trade and general public in 
the New York area. Leading national 
firms will debut 1962’s advancements 
for the home at the nine-day show. 
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Offer to Exchange 
Electric Power With TVA 


SHREVEPORT, La. 
vestor-owned electric 
which form the Southwest 
Pool have offered to exchange elec- 
tric power with the Tennessee Valley 
Authority in off-peak periods. J. Rob- 
ert Welch, chairman of the executive 
committee of the pool and president 
of Southwestern Electric Power Co., 
made the offer in a recent letter to 
the TVA. 

He said exchange of power is fea 
sible “because TVA had high usage 
during winter.” Under the plan, Welch 
explained, TVA surplus summer pow- 
er would be exchanged for company 
surplus in winter. It would be unneces- 
sary for either TVA or the companies 


to build electric generating facilities to 


Eleven in 
companies 
Power 


meet the power needs covered by the 
exchange agreement, he said. 
According to the proposal, an ex- 
change of 1,500,000 kws of capacity 
is envisioned at a construction cost of 


$10 per kw. 


Jackson Distributor 
Opens Gulfport Branch 


JACKSON, Miss.—The Joe Will- 
iams Electric Supply Co., of this city, 
has opened a new office, display and 
warehouse Gulfport, 
Miss. 

In announcing the opening of the 
new facilities, Joe H. Williams, presi 
dent of the firm, said, “Our policy 
will be to sell wholesale to electrical 
contractors, industrial and like trade 
Frank Rosskopf, sales manager, will 
be in charge of this office and we are 
proud to become a part of Gulfport 


business.” 


building in 


Seminars Announced On 
Working With Sales Reps 


CHICAGO—Two seminars, one a 
workshop session, the other a busi 
ness Management program, have been 
announced by the Educational Com- 
mittee of the Association of Electron- 
ic Parts and Equipment Manufactur- 
[he workshop seminar en- 
“Working With Your Sales 
Representative Effectively,” will be 
conducted on October 17, at Mc- 
Cormick Place, Chicago 
independent of each other. 


ers, Inc. 
titled 


Sessions are 





Privately owned housing starts to- 
taled 122,700 units in July, down 7% 
from the revised June total of 132,- 
500 and 7% greater than the 114,300 
units started in July 1960. On a sea- 
sonally adjusted basis July privately 
owned starts were at an annual rate 
of 1,317,000 units, down 5% from 
the revised rate of 1,383,000 units in 
June. 
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ON 200 


200 _ON_ 


LOOK! a 200-amp breaker no bigger than this 


copper or aluminum conductors in 
sizes from #6 to #250, CM, CU/AL, 
has pressure-type solderless connec- 


Heinemann’s SE-33 circuit breaker 
(shown actual size) needs only half 
the panelboard space of comparably- 
rated breakers. In an enclosure (in- 
door and outdoor types available), 
it’s considerably smaller than a 
fused switch or pullout of equal 
rating. A two-pole breaker, the 
SE-33 is magnetically actuated— 
never has to be de-rated for high 


ambient temperatures. It accepts 


tors. Available in standard ratings 
of 125, 150, 175 and 200 amps, 
120/240V AC. 

Priced advan- 

tageously. Bul- 

letin 1003 will 

give you detailed 

information. 


HEINEMANN ELECTRIC COMPANY@ 152 BRUNSWICK PIKE, TRENTON 2, N. J. 


2435 
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COMFORT... 
RADIANT 





ENVIRONMENT 


cy 


For both industrial and commercial 
heating, Fostoria electric Infrared 
Radiant Equipment provides comfort 
in areas with large air movements, 
for occasional heating of areas, for 


localized and supplementary heating. 


More and more industries and com- 
panies are realizing the advantages 
of Fostoria Infrared Radiant Heating. 


It could open up your door to 


additional 


profits throughout your 


territory. Send for detailed literature. 


FOSTORIA CORPORATION 
FOSTORIA, OHIO 


FOSTORIA ba 


MANUFACTURERS OF ENGINEERED RADIANT ENERGY EQUIPMENT AND CRITICAL WORK AREA LIGHTING 


ACTUAL SIZE 


for easy mounting 


The NEW LINE of Trine high efficiency 
TRANSFORMERS are full-powered — 
have a low “no-loss’” current drain. 
Heavy gauge steel case, with rust-re- 
sistant aluminized finish assures dura- 
bility. Compact, streamlined design. 


NEW 6 MODELS 


are equipped with an EMERGENCY 
THERMAL SWITCH to prevent overload 
and burnout. “Clamp-on’’ models have 
a quick-mount screw bracket for easy 
mounting to outlet, switch and fuse 
boxes. All UL APPROVED 


Available in 


“CLAMP-ON” TYPE and “SURFACE” TYPE 
10 volt, 16 volt, 24 volt and tri-volt 


Write for literature and prices. 





EMERGENCY 


for your safety 


= 


CALENDAR OF EVENTS 





OCTOBER 


Jersey Electrical 
Distributors Association 
Dinner-Dance 
Essex House 
Newark, N. J 
October 29 


NOVEMBER 


National Warm Air Heating & Air 
Conditioning Assn. 

48th Annual Convention 

LaSalle Hotel 

Chicago, Ill. 

November 6-8 


National Electrical Manufacturers As- 
sociation 

35th Annual Meeting 

Plaza Hotel 

New York, N. Y 

November 16 


1961 Electrical & Home Appliance 
Show 

Electric Building, Balboa Park 

San Diego, Calif 

November 24-29 


JANUARY 


Edison Electric Institute 
6th Annual LBE Women’s Confer 
ence 
Edgewater Beach Hotel 
Chicago, Ill 
January 11-13 


National Electrical Manufacturers 
Assn. 
National Housewares Exhibit 
McCormick Place 
Chicago, Ill. 
January 15-19 


Plant Engineering and Maintenance 
Show 

Convention Hall 

Philadelphia, Pa 

January 22-25 


Electronic Representatives Association 
Annual Convention 
Hollywood Beach Hotel 
Hollywood, Fla. 
January 23-27 


American Institute of Electrical Engi- 
neers 

Winter General Meeting 

Statler Hilton Hotel 

New York, N. Y. 

January 28—February | 
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the May 1960 feature section of Electrical 
YOU ASKED FOR i ==" Construction and Maintenance now in a 


handsome hard-cover book. 


CONSTRUCTING ELECTRICAL SYSTEMS 


by J. F. McPartland and the Editors of Electrical Construction and Maintenance 





WIRING A GROUP OF SWITCHES 


Problem: A number of branch circuits or subfeeder circuits ore 


Here’s a modern, comprehensive reference 

and ihstruction manual on the methods and ee a decade 
techniques used in constructing systems for Nee TU tans Gnade ts caer tee Oe 
power, light, signals and communications. le ll 5 dt ina 

Covering the best practice on selecting, 
mounting, connecting and housing all types 
of electrical equipment, this manual pre- 
sents 1959 National Electrical Code data 
relating to installation. And a wealth of 
special illustrations are used throughout 
to clarify fine code points. 











NEC RULE SECTION 
373-8 


Switch enclosures sholl 

‘ ° . not be vsed as junction 
Chapters are broken down on the basis of boxes, troughs oF race. 

. . . ele . — — _ woys for conductors feed. 

types of equipment to facilitate ready refer- tA A na through or topping 
+ off to other switches, un 


ence: lighting equipment — motors and con- ae ens designs witable for 
trollers — conductors — raceways — switches ' eee 1000) | ¢ ployed te prone ose 
— overcurrent protective devices switch- rere 
boards and panelboards — transformers — 
capacitors and regulators — power sources — 
high voltage — signals and communications. . ; 
' | installation work. And how about presenting 
a gift copy of this valuable and unique book 
SALESMEN — Make yourself more valu- to some of your key customers? They’ll thank 
able to your customers by learning these you when they get it and every time they use 
modern techniques of equipment application it. Here’s a chance to add a solid extra to the 


and the many code rules associated with routine selling job. 


CONTENTS “CONSTRUCTING ELECTRICAL SYSTEMS” 
General Considerations Electrical Construction and Maintenance 
Luminaires and 330 West 42nd Street, New York 36, N.Y. 
Lighting Equipment 
Motors and Controllers 
Conductors 
Raceways 
Switches 
Overcurrent 
Protective Devices 
Switchboards 
and Panelboards 
Transformers 
Capacitors and Regulators 
Power Sources 
High Voltage 
Signals & Communications 


Please send me copy (copies) of the book, ‘‘Construc- 
ting Electrical Systems,’’ at $4.50 each. 


Payment enclosed. [] Please bill me [}) Bill Company. 


Shir 
onipt 


Name 


PLEASE PRINT 


Company Name 

Home 
Address — Company 
City 


Please in 


USE THIS COUPON TO ORDER YOUR BOOK 


October, 1961—ELECTRICAL WHOLESALING 





You can 
hold sales 
meetings 
with the 
nation’s key 
electrical 
distributors 


all year 
for only 


$380 
a month”* 


*at the 12-time insertion rate, a full page 
ELECTRICAL WHOLESALING sales 


meeting in print costs just $380 a month. 


ELECTRICAL 
Wholesaling 


THE INDUSTRY'S SALES & MANAGEMENT MAGAZINE 
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‘ You know when you have finished a 
sales meeting with a distributor’s sales- 
men that exciting things begin to hap- 
pen. Enthusiasm for your company and 
your products is high, and sales go up— 
for a time. But sustaining this interest 
in your product is impossible when 
sales meetings are held only on a once- 
or twice-a-year basis. 








* You know you can’t hold distributor 
sales meetings as often as you’d like. 
You can’t afford the expense. Your 
salesmen can’t afford the time. Your 
distributors, to say the least, can’t af- 
ford the effort. This is true even though 
monthly, face-to-face sales meetings 
held all year long would pay off in 
increased profits. 








“ You know that the internal organiza- 
tion of your distributor network is con- 
stantly changing. Key distributor peo- 
ple within your existing sales channels 
move vertically and horizontally. Sales- 
men come and go. On the other hand, 
someday you may want to seek new 
distribution outlets for your products. 
In either case, you must reach key dis- 
tributor people at every level, inside 
and outside, and in all market areas. 
Here’s how you can do the job—force- 
fully, consistently and for only pennies 
per meeting contact. 








“ Make ELECTRICAL WHOLESAL- 
ING your sales meeting in print. Effec- 
tive, economical, sales meetings in print, 
which you conduct all year long in 
ELECTRICAL WHOLESALING, are 
read and absorbed by 12,168 owners, 
executives, managers, buyers, outside 
salesmen, and inside salesmen. They 
pay to read the industry’s only publica- 
tion devoted to their needs as electrical 
distributors, 





@ @ 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, 





New York 36, N. Y. 
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NEW LITERATURE 





Floor Boxes—Four page brochure on 
floor boxes lists new line of adjustable 
under-floor boxes and accessories for 
shallow and normal fill floors. Bro- 
chure includes large capacity box 
which accepts up to 1'%4-in_ con- 
duit. Brochure is available from The 
Thomas & Betts Co., Elizabeth, N.J 


Plastic Conduit Eight page, three- 
color brochure describes new line of 
rigid PVC plastic pipe. Complete spec- 
ifications and suggested applications 
are provided. Coupling, elbow, expan- 
sion joint and adapter shapes and 
sizes also are detailed. Brochure is 
available from  Lasco Industries, 
Montebello, Calif 


Time Meters — Bulletin GEZ-3354, 
four pages, describes latest addition to 
line of “Big Look” panel instruments 
Information relating to applications, 
features, specifications, standard rat- 
ings and schematics are also included 
in bulletin which is available from the 
General Electric Co., Schenectady, 
ok 2 


lroffers—New 44 page illustrated 
handbook ot recessed fluorescent 
equipment is available from Globe 
Lighting Products, Inc., Brooklyn, 
N.Y. Catalog features modular troffer 
units with frameless plastic lenses and 
wide variety of other shieldings 


Baseboard Heating—-New 4-page col- 
or brochure describes features of 
forced air and electric baseboard heat- 
ing. Brochure includes specifications 
for 24 models available. Brochure is 
available from Hunter Div., Robbins 
& Myers, Inc., Memphis, Tenn. 


Wound Rotor Motors Bulletin No 
104 on wound rotor motors is avail- 
able from The Louis Allis Co., Mil 
waukee, Wisc. Motors range in size 
from 1 to 30 hp. 


Power Supplies——- New 1961 power 
supplies catalog, AL-1286, is available 
from Peerless Electrical Products, 
Div., Altec Lansing Corp., Anaheim, 
Calif. Illustrated 12 page catalog of- 
fers specifications and ratings on 
equipment. 


Luminaires — Booklet describes new 
line of commercial recessed fluores- 
cent luminaires — the Mark II Main- 
liner. The 10-page illustrated publica- 
tion points out construction of fixture 
and style combinations offered. Book- 
let B-8235 is available from the Light- 
ing Div., Westinghouse Electric Corp., 
Edgewater Park, Cleveland, Ohio. 
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Anyone who wants 


\ \ his air cleared is 


j } your customer for... 


a 


Uses for Modine ventilating fans are prac- 
tically endless. There’s no better, more 
economical way to clear the air of heat, 
fumes, dust, odors and other contaminants 

Lightweight, all-aluminum fans and 
quiet, long-life motors move large amounts 
of air with minimum power. Installation? 
Just place in wall opening and connect! 
And these direct-drive units have no fan 


Te 1435 be Its to re place or adjust 
Sizes from 250 to 4700 ¢ = Choice of 





= * three weather-sealed wall shutters: auto- 

- . : : 
Wilodine matic, manual or motorize d. Call your 
Modine representative listed in the yellow 


PATA S ree COMP ener pages. Or write Modine Manufacturing 








in Canada: Serco Canada, Ltd., Toronto, Ont Co., i6ia DeKoven Avenue, Racine, Wis. 


Only ATLANTIC 
Transformers 
give you.... 


Lowest noise levels 
Unmatched quality of con- 
struction 

e Low initial cost & upkeep 


And there's an Atlantic, air-cooled, Dry 
type Transformer for every Voltage, 
every installation! 


PHASE CHANGERS e GENERAL PURPOSE e DISTRIBUTION 
Send for our new 36 page Dry Type Transformers Catalog 


A few select distributorships available. 


ATLANTIC TRANSFORMER COMPANY 


8330 HEGERMAN ST., PHILA. 36, PENNA. 











PEOPLE IN THE NEWS 





MOISTURE JUST CAN’T PENETRATE | 


° pointed representative, Middle Atlan- 
tic States, for Trade Service Publica- 
tions, Inc. Baumgarten is a graduate 


of Lehigh University and was former- 


FLEXIBLE LIQUID-TIGHT WIRING CONDUIT ly general manager of Monarch Elec- 
tric Supply Co., Newark, N. J. He 
Impervious Molded-On Polyvinyl Jacket lh has been active in industry circles and 


for several years served on the execu- 





Heavy Square Locked SS | tive committee of the Essex Electric 
or Interlocked League. 


Galvanized ' 2 : 
Flexible Conduit ; Jack Stimson has been named sales 


manager of Gough Industries’ Elec- 
tronics dept., Los Angeles, Calif. Stim- 
, son was formerly branch manager 
most other corrosive vapors, acids, or | - of Columbia Phonograph distributors, 
other harmful elements. Circuits are | oe. and before that was sales manager of 
completely protected. the Craig Corp:’s Electronic div 
Liquatite can be installed as quickly ~*~ 

and easily as Flexible Conduit, yet 

assures the protection of Rigid Conduit. It 
follows contours, absorbs motion, vibration — 


and shock indefinitely. TYPE LT 
J.1.C. APPROVED 


James R. Chambers has been elect 
ed president of the Iuminating En- 
gineering Society. Chambers is sales 
manager, Lighting Products div., Ap 
pleton Electric Co 
Find out why Liquatite is serving industry everywhere. 

Write today for free sample, costs and TYPE LA John S. Payne has been appointed 

discounts. UNDERWRITERS western regional manager for Murray 

APPROVED Manufacturing Corp., Brooklyn, N. Y 

He has been a West Coast represen 
tative for the past 12 years 








J. C. Maeder has been appointed 
western district manager, National 
Electric Div., H. K. Porter Co., Inc., 
Pittsburgh, Pa. He was _ formerly 
branch manager of the division’s Chi 
cago branch 


Joe Bussman, Jr., service manager, 
Bussman Manufacturing Co has 
been installed as president of the St. 
Louis Electrical Board of Trade for 
the 1961-62 year of activities 


Robert B. Mugridge has been ap 
pointed general sales manager of 
Philadelphia Electrical and Manufac- 
turing Co. He succeeds L. B. Horn 


has retired 


berger who 

Bernard R. McCarthy has been 
named district sales manager for the 
Semiconductor div. of Sylvania Elec- 
tric Products Inc. McCarthy, who has 
been a sales engineer for the division 
since 1957, will continue to head 


quarter in Philadelphia 


No need to order, 

store, and issue 22 different items for 

a cable joint — G&W furnishes everything you need 
for a cable splice in one complete package! 


Ask your G&W representative for further details or write . 
Bruce A. Fleming has been ap 


pointed executive vice president of 

Edwin L. Wiegand Co., Pittsburgh 
(ar 

G&W ELECTRIC SPECIALTY COMPANY : ' 

Robert E. V. Ramsing has been 

3520 WEST 127th STREET © BLUE ISLAND, ILLINOIS Pe: pe ta Fs Se ole 

elected vice president, sales, of Sierra 

2 CANADIAN MFR. * POWERLITE DEVICES, LTD. 


TORONTO, MONTREAL & VANCOUVER Electric Corp., Gardena, Calif. He 


will continue to direct sales and mar 


Superior quality standards—inspired specialized design 
keting programs in addition to other 


corporate duties. 
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William McAteer has been ap- 
pointed to the new post of distributor 
sales manager for the Allied Control 
Co., Inc., N.Y., N.Y. McAteer will 
be responsible for developing and co- 
company's 


ordinating sales in the 


relay div. 


L. L. Green has been appointed 
treasurer of Appleton Electric Co., 
Chicago, Ill. He has been in industrial 
accounting and finance for 30 years. 
R. B. Downey has been appointed di- 
rector of industrial engineering at 
Appleton. 


Edward T. Michalek has been 
named sales manager of Thor Power 
Tool Co.’s Speedway Mfg. div., Au- 
rora, Ill. He will be responsible for 
the distribution of all Speedway prod 
ucts, except the Farm and Ranch div 


Sidney Schwartz has been named 
eastern regional sales manager for the 
Portable Appliance div. of Westing- 
house Electric Corp. For the past two 
years he has been district manager of 
Westinghouse appliance sales in New 
ark, N.J. 


Benjamin has been ap- 
development director 


Lester M. 
pointed market 
created post for the 
Philadelphia, Pa 


| 


a newly 


Progress Mfg. Co., 
Progress Mig. Co 2215 De Kolb St. 


C. A. Brown has been named the 


assistant works manager of ee 
Imperial Lighting Co., Latrobe, * N EW 
John L. Sieber has been named 


district manager of Raytheon Co.'s 
Distributor Products div. in Denver, 
Richard H. Bale, district man 
Pasadena, Calif., George F. 
in Cleveland 


Colo.., 

ger in 

Weiler, district manager 
Clifton Prager, former systems and 

procedures analyst, has been appointed 

controller of Appleton Electric Co = 
C. T. Morison, former branch sales 

manager of Minneapolis-Honeywell's 

Micro Switch div., has been named 

branch sales manager for the New 

York Office. Morison replaces William 

Betz, who has been appointed aircraft 

products sales manager for Honey . 

well’s Precision Meter div., Man 

chester, N. H. Replacing Morison in 

Washington is Floyd M. Cassidy, for 

mer market manager for aircraft, 


POWERCRAFT 


PRIMARY 


_ BUS SUPPORTS 


Ft 
yr 


51 T 0 C K 5 
FOR IMMEDIATE 
SHIPMENT 





Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT in- 
vites your inquiries on any 
special Bus Support require- 
meni. Ofher POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
11%4”’ LP.S. Pipe, and Clamp 
_.__ Insulator Supports. 


SEND FOR NEW CATALOG. 


ee’ enamine 


Phone Prospect 6-4532 ST. LOUIS 4, MO 


Sinee 1932 


OVERSIZE WIREHOLDER 


for large pipes 


Utilities, in 


and electrical contractors will find 


dustrial maintenance departments 
i many uses 
for this new oversize pipe mounting wire- 


holder. It is quickly and easily installed on 


ss either 3” or 4” pipe. Massive insulator is 
copper bail reinforced for superior strength 
p and corrosion resistance. 


< 
\\ Porcelain Pré of Carey, 


makes other items ideal for utility use includ- 


ducts Co Ohio, also 
Iders, spools, ground 
120 other Write 
today for complete catalog. 


ng a full range of wireh 


rods, and some products. 





missiles, ordnance and marine appli 


cations 


Donald R. Branton has joined the 
Paragon Electric Co., Inc., as prod 
uct specialist of the Commercial and 


Farm Div., Two Rivers, Wisc 


William S. Perkins has been ap 
pointed director of purchases for the 
consumer products group of Westing- 
house Electric Corp. 
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BY & | 


Ground 


a, Wireholder Wireholders 7 Rods 


For 14" to 22" pipe 


PORCELAIN PRODUCTS CO. 


225 N. Patterson St. - Carey, Ohio 





for ‘‘“FREE AIR” 


Rating 


of CONDUCTORS 


SEPARATORS used with 
“‘Ventilated”’ 


FULL-FLEX is your 
answer! 


Designed for 
RIGID or 
FLEXIBLE 


Full-Flex is new, it is different, but 

yet in its application and use, it fol- 
lows proven procedures which have been 
developed through years in the standard 
cable carrying and supporting systems 
Full-Flex may be used for rigid installa- 
tions up to 14 feet on channel center lines, 
or as catenaries up to 400 feet or more 
Full-Flex may easily be taken apart and re- 
used as required. Write for Bulletin No. 5 


Fullman Manufacturing Company 
FLOOR BOXES + WIRING SPECIALTIES * FLEXIBLE CONDUIT 


1209-1215 Jefferson Street 
LATROBE, PA. 








STRINGER 
ANNOUNCES 
TWO NEW 


Catalogue Supplements 


STRINGER, manufacturers of a COMPLETE 
line of quality safety equipment for 17 
years, announces two new illustrated sup- 
plements to their general catalogue 


Supplement +21—8 pages—describes their 
web safety belt line the finest and safest 
you can buy’’—for structural and all-pur 
pose maintenance workers 

Supplement #22, 12 pages in color, shows 
linemen and industrial worker clothing 
Boots; leather work gloves; hard hats and 
ners; all-purpose work clothing; raincoats 
nd hats, and rubber gloves and liners 


PLEASE SEND ME 


FREE COPIES OF YOUR 
NEW SUPPLEMENTS 


COMPANY 
NAME 
STREET 
CITY 


Fill out and mail this coupon today to receive 
FREE copies of the new supplements and a free 
15 if you so indicate 
STRINGER offers an attractive discount plan to 


copy of general catalogue 


electrical wholesalers; please ask about it 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee’s Summit, Mo. 


& 
Put Your Name 


, In Your Customers’ Hands 


Handiest, most frequently used 
electrician’s aid! Has both screw 
driver and splicing blade, which 
lock in open position. Mirror- 
Polished, high carbon cutting 
steel blades. Low prices include 
4-line imprint! 

144... 75¢ $76... 65¢ 

288 ... 70¢ 1182... 63¢ 


Sample $1 


FREE! 48-PAGE CATALOG 


of over 350 proven 
executive gifts and 
advertising special- 
ties. Please request 
on your letterhead. 


No. Center St Williston Park, N. Y 








R. Frank Advertising Specialties, Inc. 


OBITUARIES 





Joseph L. Jaffee 


Joseph L. Jaffee, prominent in the 
lighting fixture industry for over 40 
years, died August 16th at home, 
after an extended illness. In 1918 he 
acquired the Perfeclite Co., of Seat- 
tle. He was president of the company 
until 1956 and then became chairman 
of the board. Jaffee was one of the 
founders and served as president for 
many years of the Lighting Equipment 
Manufacturers Association of Cleve- 
land, and was an early member of the 
Electrical League of Cleveland 


F. Dempsey Ransbarger 


F. Dempsey Ransbarger, vice presi- 
dent and manager of Electric Supply 
of Oklahoma Inc., Oklahoma City, 
Okla., died on August 14, in his 
home. He was 42 years of age. He 
had worked in the electrical industry 
for many years, including 11 years 
with Westinghouse Electric Supply Co 
in Oklahoma City. In 1955 he estab- 
lished Electric Supply of Oklahoma, 
Inc. and worked in his official capac- 
ities until his recent retirement 


THEY STAY ON..... 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature. 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your . — 
line “+ =a 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours. 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable, 
Tubing and Conduit 


(Viton SPECIALTIES , INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 








The Greatest Single Source for Clamps and Straps 
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Jeff J. Bartlett 
Jeff J. 


president and 
Electric 
after 


years 


Bartlett, vice 
sales manager of Southern 
Supply, Houston, died recently 
a long illness. He was 49 
old. Bartlett joined Southern Electric 
25 years ago as a counterman and 
served consecutively as warehouseman 
and branch manager. He opened the 
Austin branch in 1938 and remained 
there until 1945, when he returned to 
Houston to become an officer of the 
company. A native of Taylor, Tex., 
Bartlett was a member of the Texas 
A&M Ex-Students Assn.; the Electric 
Club and little league 
baseball coach. 


served as a 


Walter M. G. Guerber 


Walter M. G. Guerber, president of 
Cuny & Gerber, Inc., Jersey City 
died July 16, 1961, while on a 
fishing trip. Guerber was buried at 
Greenwood Cemetery, Brielle, N.J. A 
Emerson High School athle- 
tic great, he played professional bas- 
ketball in the 1‘ 
ber of the New 
ball team. 


onetime 


9220's and was a mem- 


York University base 


Put Your Name 
in Your Customers’ Hands 








This is the inexpensive adver- 
tising specialty that is kept 
long and used often! Diecast, 
heavy chrome case bears your 
4-line imprint and trademark 
on this tempered 6 ft. rule. 
Handsome gold foil gift box. 


‘AS 69¢ 576......64¢ 
288......67¢  1152......62¢ 


Sample $1 


FREE! 48-page catalog 
listing over 350 proven 
executive gifts and ad- 
vertising specialties. 


R. Frank Advertising Specialties, Inc. 
1 Center St., Williston Park, N. Y. 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


LINES 


BUSINESS 


AGE? 


DISPLAYS 


The rate for Employment is $16.00 per inch for 
advertising appearing om other than a contract 
basis. Con a rates a ha om request. Sub- 
ject to Agency Commiss 

Other advertising is sxe 30 ‘Der inch. Not subject 
to agency commissi 

An advertising inch s measured %” vertically on 


a column—3 columns—80 inches to s page 





WANTEL 
OPPORTUNITIES 


—— RATES ———— 


Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
P.O. Box 12, New York 36, N. Y. for November issue closing October 17th 


POSITIONS WANTED 


UNDISPLAYED 


$1.50 per line minimum 3 fines. Te figure ad- 
vance payment count 5 average words as « line 


Box numbers—counts as 1 lir 
Position Wanted ote are % the above rate 


Discount a 10% if full payment is made in ad 
vance for 4 consecutive insertions 











NEW MFR'S REP. DESIRES 
ADDITIONAL QUALITY LINES 


Many contacts among electrical wholesalers 
and Industrials, etc.. for New Jersey, North 
Atlantic Area, and Canada. RA 7362 Elec- 
trical Wholesaling, Class Adv. Div., P.O. Box 
12, N.Y. 36, N.Y. 











SELLING OPPORTUNITIES AVAILABLE 


Sales Reps Wanted—Electrical. Well-known 


Sates Rep Wonted by aa en monufacturer of 


S re Lamy} Oper 


"Miseox i ida « via 


in Mit higar 
\ 


POSITION WANTED 


Executive- futy pees all phases oles. sup- 


aan ni ator 
Ability to hand 
ical Whole 


SELLING OPPORTUNITIES WANTED 


England Mfr's Rep; office, 


complete 
es staf ont , 
, er » £ 
rical Whe 
Miami mfr. selling to plumbing hardware, 


Aggressive Mfr.’s Rep. Metropolitan New York 

and New Je« < TY e f A we kr wT 

wholesale ant iclit na ne I i> 

Electric Wi 

Canadian Monufacturers Representative with 
vers f Klectr al Wh r ‘ ‘ 

Ww el e-RA- 

I 

Reputable Manufacturers 
exealiont ¢ amot 

act s, architect and ele 


Representative with 
agg ae aaa 


Metro; tar D 
ect Whole ir 


BUSINESS OPPORTUNITY 


Wholesale Electrical in San Fernando area where 
} t T wth next € pre tex 


handle BO-¢ 





DON’T FORGET 


‘ 


MANUFACTURER’S 
REPRESENTATIVES 
WANTED 


Nationally known Manufacturer of Quality 
Line of Competitively Priced Wiring De 
vices seeks Agency Representation in Mid 
West and Western States 

Please forward resume including territory 
covered, experience, references and lines 
now carried 

Send full details to 
RW6722 Electrical Wholesaling 
Class. Adv. Div. 


P.O. Box 12, N. Y. 36, N. Y. 








TOPFLIGHT OPENING 
IN LIGHTING SALES 


Exceptional opportunity for dynamic, re- 
sourceful manufacturer's representative to 
I line of quality incandes 
cent and fluorescent lighting equipment 
Must be fully experienced in calling on 
architects, engineers, distributors, con 
tractors. Opening is in the highly-produc 
tive Cleveland area. Write full details to 


sell a complete 


RW 7528 Electrical Wholesaling 
Class Adv. Div., P.0. Box 12, N.Y. 36, NY 











MANUFACTURERS REPRESENTATIVES WANTED 


N 


t 4 Die - .) | 
Mr. Nathan Pritcher, Vice President, Consolidated 
Pipe Company of America 1066 Home venue 
Akron 10, Ohio 





tad 


HAWAII 





} 
Ww OEM 
RW 7450 Electrical 
P.O. Box 12, N.Y 





M S 
ical Wholesaling Class 
N.Y 











MANUFACTURERS REPRESENTATIVES WANTED 


lationally 
quality ele 














how often 
could you 
have sold... 


Handy as an extra 
hand or helper. 
Clamps lightly 

for 


2 MODELS: No. 43H curved nose and No. 42H 
Straight — NATIONALLY ADVERTISED. 
Individually packaged for sale and display 
in attractive transparent boxes. 


XCELITE, INC. * ORCHARD PARK, N. Y. 
Canada: Charles W. Fointon, Ltd., Toronto, Ont. 
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Sylvania Electric Products 
Ine. 


Thomas & Betts Co. 102 
lomic Sales & Engineering Co. 128 
Trine Mfg. Corp. 140 


Union Asbestos & Rubber Co. 95 
U.S. Steel 98, 99 
Ltilities Safety Supply Co., Ine. 146 


Vaco Products 85 


Victor Specialties Inc. 146 


Weaver Co., J. A. 32 
Western Insulated Wire Co 

Whitney Blake Co. 

Wiremold Co., The 


Xcelite, Ine. 


CLASSIFIED ADVERTISING 
F. J. Eberle, Business Mgr 
SELLING OPPORTUNITIES 
BUSINESS OPPORTUNITIES 
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STOP 
NASTING 
TAP 


Sed. ca : 


Aad 
+ ee 


No MORE WASTE — no more 
disappearing leftovers — when 
you use NO. 7 SLIPKNOT 

PLASTIC ELECTRICAL TAPE 

in the FLIP "N CUT tailored 

to the job! Now because you 
asked for it .. . the FLIP 'N CUT 
comes in THREE handy sizes — 
30’ — 44’ — 66’ rolls! Your 
Distributor has them right now! 


*HANDIER THAN AN EXTRA HAND! 
That's FLip 'N CUT®, Slipknot's 
exclusive dispenser-cutter that 
Stores, dispenses and cuts the 
finest plastic tape you can buy. 
Ask for it by name! 





Electrical 
Protection 
goes MODERN ' 
with BUSS Fuses 


in All-Electric Schools 


Utica, Michigan 


EST UTICA SCHOOL 


Today even the Schools are Big Users of 
Electricity—and Good Prospects for you 
—to sell fuses and other electrical products 


Not many years ago, the salesman of electrical supplies 
could with reason look upon schools and such institutions 
as prospects for only a few plug fuses, lamp bulbs and 
other such common electrical items 


Today the picture is changed. Air conditioning, electric 
heating, electrified laboratories and the like have made the 
demand, by schools and such institutions, for electrical 
products and equipment well worth the time it takes for 
a salesman of electrical supplies to go after 


The initial fuse orders alone for the two electrified 
schools shown in the above message on BUSS Fuses ran 
into many hundreds of dollars . . . yet everybody knows 
that fuses are generally a small item on an electrical 
purchasing budget. 


So why not check your own territory. Find out if new 
schools, hospitals, hotels and the like are being built. If 





FS Oe 


so every One of them is a hot prospect for you for BUSS 
and FUSETRON fuses and for all the electrical circuits 
and equipment they will protect. 


Don't forget your assistant 

Whenever you have a prospect for fuses, who wants 
engineering information on electrical protection that you 
don't have readily available—or should you need a little 
help to close the order for fuses—remember the BUSS 
Representative is at your service 


Call on him. He is glad to help you and supply you with 
the latest information on fuses and electrical protection 


BUSSMANN MPG. DIVISION 


McGraw-Edison Company 
St. Lowis 7, Mo. 





Electrical Protection Goes 


Modern with BUSS FUSES 
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